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Be Repudiated Locally Mr. Glad and Mr. Sad... 
ADDRESSES N. Y. AGENTS Don't be Mrs Sad 
Says Agents Would Do Well to To be “Mr, Clad”. 


Consider Now Organizational WRITE FOR YOUR SUPPLY of these 


Defects in National Body folders which dramatize the need 


for accident insurance. 





By RussELL RHODES 


Syracuse, N. Y., May 9—In a stirring 
plea for unity within insurance, Charles 
P. Butler, New York attorney and for- 
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today that its members should vigor- 
ously support a strong National Associa- 
tion, promote cooperation with their 
companies~anddo-away with all “pro- 
\incial, suspicious or hateful attitudes.” 
“Your National Association is an es- 
sential organization,” said Mr. Butler. 
“It must be strong if it will do that 
which it can best. Its great role is to 
furnish the medium through which the 
agents of this country may do their part 
in preserving the integrity of the insur- 
ance business. 


Stephen Girard 


1750-1831 


$ 
In May of this year is the 200th anniversary of the birth of 
Stephen Girard, mariner and merchant, banker, humanitarian, 
philanthropist. 


Largely through the operations of his great fleet of ships 
trading in the West Indies, the Mediterranean, India and China 
he became the first of the American millionaires. He foresaw the 
value of education in a community and through his Will founded 
Girard College, creating an educational fund which in its first 
century provided housing and education for some 15,000 or- 
phan boys. 


Organization Vital 


“It is vital that the agents of this 
country continue well organized at the 
local as well as the national level. It 
is well that you consider’ now any or- 
ganizational defects in your national or- 
ganization.” 

He paid tribute to NAIA President O. 
Shaw Johnson for his courage and 
knowledge of insurance and to immedi- 
ate Past President John C. Stott, who 
had preceded him, for “the spirit and 
sense of duty” that he had instilled in 
the New York State Association. 

Mr. Butler said that there “must be 
4 careful and extensive sharing of re- 
sponsibility of leadership” and that the 
‘op men in all sections of the country- 


Girard lived before the institution of life insurance came into 
business. Life insurance policyholders of today may be surprised 
to think of themselves as benefactors. And yet their joint co- 
operative effort has enabled life insurance to provide the money 
for the education of many thousands of American children, do- 
ing what individuals single-handedly are unable to finance. 
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ACTION ON LUMP SUM 


Eliminates Permanent and Total 
Disability Benefits; Postpones 
Tax Increase 








The following are the points of par- 
ticular interest to life insurance in the 
announcement last week of Chairman 
George of the Senate Finance Commit- 
tee relative to the committee’s decisions 
on liberalizing and financing old-age 
and survivors benefits in connection 
with revision of House of Representa- 
tives bill 6000. 

Chief Points of Interest 


1. The $3,000 wage base would be 
retained, instead of being increased to 
$3,600. 

2. The %% annual increase factor 
(the “increment”) would be eliminated, 
but the basic benefit formula would be 
liberalized from the House version of 
50% of the first $100 of average month- 
ly wage plus 10% of the excess (within 
the wage base limit) to 50% of the 
first $100 plus 15% of the excess (with- 
in the wage base limit). 

3. Maximum family benefits would 
be $150 a month as provided in the 
House version of the bill. The present 
act provides a maximum of $85 a 
month. 

4. The proposed lump-sum — death 
benefit would be eliminated, retaining 
the existing provision of the act which 
stipulates that the benefit is payable 
only if there are no survivors imme- 
diately eligible for survivor benefits. 
We understand, in the absence of men- 
tion in the press release, that the death 
benefit will be three times the primary 
insurance benefit as provided in the 
House version of the bill, rather than 
six times the smaller primary insurance 
benefit of the present act. 

5. Permanent and total disability 
benefits would be eliminated. 

6. .Further tax increases would be 
postponed so as to start the new sched- 
ule in 1956 instead of 1951. 


From Insurance Viewpoint 


It will be seen that a gratifying large 
number of the recommendations of the 
life insurance business have been fol- 
lowed by the Senate Finance Committee. 
While these decisions are presumably 

(Continued on Page 14) 





May 12, 1959 

















COLORADO SPRINGS, COLORADO 
June 18 through June 21 


hemi 


... the distinguished salesmen whose work in the 
field of life, accident and group insurance has ‘won 
them membership in the Atna Life’s elite Corps of 


Regionnaires. 


... the professional standards of insurance service 
which have been set by Regionnaires working in 
every part of the country to help maintain the se- 


curity and economic stability of their communities. 
a 


... the famous resorts where these leading under- 


writers will exchange sound ideas and renew 


pleasant friendships at their twenty-second annual 


Ye pe Regional Conferences this summer. 


DIXVILLE NOTCH, NEW HAMPSHIRE 
June 28 through July 1 


ATNA LIFE INSURANCE COMPANY 
HARTFORD 15, CONNECTICUT 
uy 
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3 Rowland Tells LOMA Graduates of India Trip 


Spent Weeks in Bombay Observing Native Insurance Com- 


pany Operations and Making Suggestions 
Relative to Management 


The Society of LOMA Graduates, an 
association of the Fellows and Associ- 
ates of the Life Office Management 
Association Institute, held its sixth an- 
nual seminar at the Shelburne Hotel 
here on Wednesday. The active mem- 
bership includes more than 100 of the 
Associates and Fellows in the metropoli- 
tan area. The Society’s objective is to 
promote a greater understanding and ap- 
preciation of life insurance management 
problems. Walter Mahlstedt of Teach- 
ers Insurance and Annuity Association, 
president for the past year, was in the 
chair. 


One of the most interesting addresses 
made was that of Frank L. Rowland, ex- 
ecutive secretary, Life Insurance Office 
Management Association, describing life 
ofice management and conditions in In- 
dia. From January 15 to March 1 he 
was in Bombay during the course of a 
trip which he took visiting a number 
of countries including some in Europe 
and Egypt. It was a vacation trip which 
was in reality a “busman’s holiday.” He 
had been invited to India by life compa- 
nies there and visited many offices, and 
made numerous suggestions about op- 
erations which were accepted. He and 
Mrs. Rowland were extensively enter- 
tained by the insurance men of India 
and their wives. 


Among others on the program were 
Alfred R. W. Larkin, manager, field 
training, Prudential; Donald Hyer, per- 
sonnel assistant, Mutual Life of New 
York; William C. Greenough, vice presi- 
dent, Teachers Insurance and Annuity 
Association; and James R. Herman, sec- 
retary, Metropolitan Life. 


Mr. Rowland’s Address 


Mr. Rowland said that a study of life 

office management in the great sub- 
continent of India, wtih its 330,000,000 
people, proved a revealing experience. 
If it is true that success is measured 
in terms of capacity to overcome adver- 
sity, then the companies of Bombay are 
to be congratulated on their accomplish- 
ment, he said. After passing some time 
in examining the operations of one of 
India’s most successful companies he 
returned home with the feeling that 
problems of companies in the U. S. and 
their difficulties present and past are 
minor ones by comparison. 
_ The rapid development of insurance 
in India during the past few years coin- 
cides with the socialistic trends sweep- 
ing Europe and Asia. India which offi- 
cially came into being as a Republic 
during his stay there has yet to learn 
the hard economic facts of life—that the 
standard of living can only be raised by 
Producing more than is consumed. “It 
is in this dream world that insurance 
companies are called upon to discharge 
their responsibility to policyholders and 
Owners,” he said. 


Operating Difficulties 


Continuing Mr. Rowland made these 
comnients ; 

“It is the philosophy of the present 
Political regime to give employment to 
the greatest number regardless of the 
need or cost. This false creed is evi- 
denccd by the work schedule decreed by 
aw, « work-week of 36 hours in com- 
Mercial establishments, one month va- 
cation, one month sick leave, ten days’ 
Casualty’ leave each year and twenty- 
one ‘egal holidays, leaving a work-year 
. but 196 days (U. S. A—254 average). 
‘Xchange for the purchase of labor- 
saving office machinery is almost impos- 








: Beidler-Viken 
FRANK L. ROWLAND 


sible to obtain as it is presumed to re- 
sult in fewer job opportunities. 

“It is almost impossible to dispense 
with an employe once he is on the pay- 
roll; legal charges must be preferred 
before a government labor board and 
decisions are almost always in favor of 
the worker. 

“Tradition, which has a quasi-legal as- 
pect, requires an annual increase in sal- 
ary based solely on length of service; 





merit or performance is but a minor 
tactor. 


“Most of the companies have well en- 
trenched clerical unions who have no 
hesitation to call ‘flash’ strikes of a few 
hours’ duration at critical periods when 
it is felt management needs disciplining. 

“Operating difficulties are further 
compounded by the prevailing agency 
system. An average size life company 
will have between 10,000 and 12,000 part- 
time agents with but a few full-time 
representatives in the large cities. The 
average Indian policyholder feels that 
it is necessary to write the company 
several times a year to be assured that 
his policy is in force or to make some 
change. The volume of correspondence 
is at least ten times greater than we 
experience and lapses and revivals are 
extremely high. The company examined 
is carrying a Suspense account with over 
17,000 unapplied items. 

“Commission accounting is a costly 
and complicated procedure with the 
large numbers of (part-time) agents un- 
der contract and the fact that renewals 
(5%) are perpetual. Thousands of 
checks are drawn for amounts less than 
one dollar. Pressure is being brought 
by the agents to incorporate in the new 
insurance code a provision to make re- 
newal commissions in perpetuity. 


Migration of Policyholders 


“Thousands of Hindu policyholders re- 
siding in Pakistan are being forced to 
migrate to India and other thousands of 
Moslems are returning to Pakistan. In 
this great migration families are sepa- 
rated, policies are lost and addresses are 
changing daily. When the division of 
India was made two years ago, two 
separate currencies were established. To 
date no exchange basis has been estab- 
lished; hence, it is impossible in most 
cases to collect premiums or pay death 
claims. 

“Policy issue is a complicated proce- 
dure. The application (proposal) is so- 





Membership Campaign of N. Y. C. Ass’n Under Way 
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Hilliard N. Rentner, left, and Harry C. Ard, open telephone campaign flanked 
by two glamorous aides. 


Harry C. Ard, Connecticut General, 
president of the Life Underwriters As- 
sociation of the City of New York, and 
Hilliard N. Rentner, Berkshire Life, 
membership chairman, recently opened 
the association’s 1950 telephone mem- 
bership campaign—New York Must Beat 
Chicago in 1950. Messrs. Ard and’ Rent- 
ner opened the telephone campaign to 
reach every non-renewer with a view to 


getting his renewal check promptly. The 
association feels that 90% of all delin- 
quencies is due primarily to procras- 
tination. Following the opening day pro- 
cedure, telephone calls are being made 
each day by various members of the 
membership committee until every mem- 
ber has been contacted. 

Results of the campaign to date show 
an increase over the same period of 
last year. 




















































































licited by the agent and a small deposit 
is collected, if possible. It is forwarded 
to the head office with the medical ex- 
amination form, where it is underwrit- 
ten. If accepted the “proposer” is so ad- 
vised by mail and requested to mail the 
first premium. Upon receipt of the pre- 
mium the policy is issued and mailed 
with the receipt. Usually there is a 
lapse of between four and five weeks 
between the writing of the application 
and the delivery of the policy—and the 
exchange of several letters. During this 
interim the agent presses the company 
for an advance on his first-year commis- 


sion, resulting in thousands of small 
payments being made—and accounted 
for. 


“The evil we experienced during the 
early part of this century, commission 
rebates and policy ‘switching’ is pres- 
ently rampant in India in spite of laws 
to the contrary. Illiteracy and the ten- 
dency to change the surname produces 
untold complications in identifying re- 
mittances with policyholders.” 

Horoscope Proof of Birth 

Obtaining “proof of age” is a compli- 
cated procedure in a land where records 
of birth have never been maintained. 
The most acceptable proof is the horo- 
scope, traditionally created by an as- 
trologer a few days after the birth of a 
child and preserved as a semi-sacred 
document. 

“Climatic conditions during several 
months of the year are not conducive to 
hard persistent work,” he continued. In 
the Bombay (monsoon) area there is a 
rainfall of over 100 inches during June, 
July and August. In Delhi, in the cen- 
tral north, the summer temperature is 
well over 100 degrees most of the time. 
The office hours extend from 6 a.m. to 
noon. In Calcutta and Madras it is ex- 
tremely hot and humid for six months 
of the year. 

‘But, in spite of these deterrents, 
progress is being made in extending the 
benefits of life insurance where it is 
most urgently needed. One cannot but 
admire the fortitude of the management 
of these companies in carrying on in 
spite of these almost unbelievable ob- 
stacles. They are most beholden to 
their friends in America who are mak- 
ing available to them the results of our 
research and experience.” 

One of the most encouraging signs for 
the future progress of insurance in In- 
dia is the quality of the young men re- 
cruited for future managerial positions. 
Mr. Rowland spent considerable time in 
coaching groups of earnest well-edu- 
cated young men inspired with the de- 
side to raise the level of the business 
and contribute to the progress of the 
nation. 

Accept ‘Suggestions 

It has been a challenging task to of- 
fer concrete advice within the area of 
the few controllables. The management 
has accepted a number of recommenda- 
tions which they feel will raise the 
level of administration. They are all 
quite familiar to LOMA representatives, 
and follow. ; 

1. The development of an organiza- 
chart, departmental and functional, es- 
tablishing lines of authority and respon- 
sibility. ; 

2. The establishment of a manage- 
ment-research department for opera- 
tiomal audits and methods and procedure 
work. i 2a 

3. Centralizing personnel activities in 
a unit to be set up. 

4. Introducing a training program for 
supervisors. 

5. Rationalizing 
bearing on clerical 
inating the cause 
suspense account. 
ductive part-time 


policies having a 
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Curran Made President 
Of Life Supervisors 


SUCCEEDS PETER J. LOTRUGLIO 





D. E. Hanson, Superintendent of Agen- 
cies, Aetna Life, Is Guest Speaker 
at Meeting 





Robert I. Curran, Jr., agency assistant, 
Keane agency, Massachusetts Mutual, 
was elected president of Life Supervi- 
sors Association of New York, at the 
association’s luncheon meeting held this 
week at Millers Restaurant. Guest 
speaker at the meeting was D. E. Han- 
son, superintendent of agencies, Aetna 
Life. 

Other officers elected are A. Robert 
Jacobs, Gardiner agency, John eee 
first vice president; Frank B. \ 
Caffery, Camps agency, John oe 
second vice president; Abe W. Eisen, 
National Life of Vermont, secretary- 
treasurer. Retiring president is Peter 
LoTruglio, Sechtman agency, Aetna 
Life. Executive committee members 
elected for a three-year period are 


Robert McWilliams, Sam Levy, Edward. 


Curtin, Aaron Press. The nominating 
committee was under the chairmanship 


of Arnold Siegel. Others on the 
committee were Harold Moore, Stan 
Weiland, Harold Medlock, Herb Davis, 


Sam Levy and Charles Genther. 

The association’s annual outing will 
be held at the Tamarack Country Club, 
June 13. 

Selection Methods 


Mr. Hanson, discussing selection meth- 
ods, said that selection is a two-step 
process, pre-selection and post-selection. 
In the pre-selection period, he said, you 
should try to select for success and in 
the post selection period you should se- 
lect for failure. Post selection, he re- 
marked, has become the newest thought 
in the search for immediate improve- 
ment of results and costs. If you adopt 
a little tougher post selection policy 
you will save money, training and su- 
pervision time. 

Failure signals can be detected in 
three areas, Mr. Hanson said, during the 
training period, by measuring quality 
and quantity of work in the field and 
by production. Failure to produce early 
is a definite danger sign, 


Pre-Selection Factors 


Some factors which more attention 
should be given to in pre-selection, Mr. 
Hanson said, are age, educational back- 
ground, correct appraisal of aptitude 
tests, health, amount of life insurance 
owned, standing in the community, mari- 
tal and family status. Studies show that 
recruits in the age range from 30 to 39 
will give best results, the speaker 
pointed out. The higher you go in age 
over 40 and the lower you go under 30, 
your results become progressively poorer 
on the average. 

About training in the post selection 
period, Mr. Hanson said that most com- 
panies are making tremendous strides 
in the improvement of training meth- 
ods and further improvements will re- 
sult by adopting a sound selection policy 
in companies and agencies. Concluding, 
Mr. Hanson said that the number of 
post selection terminations can be 
greatly reduced by doing a better pre- 
selection job. 





F. H. GREENBERG’S NEW POST 

Frank H. Greenberg, a staff manager 
of Prudential at Far Rockaway, N. Y., 
for 14 years, has been appointed mana- 
ger of the company’s Brooklyn district 


office No. 6, succeeding Edward C. 
Dohse, recently transferred to the 
3rooklyn district office No. 7. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


41 PARK ROW, NEW YORK 
Telephone BArclay 7-4443 











Tex & Jinx Interview F. H. Ecker 


In their interview with Frederick H. 
Ecker, chairman of Metropolitan Life, 
which was published in New York 
Herald Tribune and in other papers of 
Herald Tribune syndicate in a copy- 
righted story, Tex McCrary and Jinx 
Falkenburg told how as a boy, Mr. 
Ecker daily walked to work at Metro- 
politan Life, part of the journey being 
over the Brooklyn’ Bridge. He even 
made the journey on March 12, 1888, 
day of the worst blizzard which ever 
swept New York City. 

“No vehicles moved that day,” said 
Mr. Ecker. “I wrapped my coat and 
muffler tight and leaned against the 
wind, I did get to the office a little late.” 

The Herald Tribune story continues: 

“Years later, when the 40-story Met- 
ropolitan Tower dominated the midtown 
skyline, he still walked to work down 
Fifth Avenue. Probably that explains 
why he bet on two of New York’s big- 
gest building projects in the depth of 
the depression, the Empire State Build- 
ing and Rockefeller. Center. He nego- 
tiated a mortgage loan of $27,500,000 on 
the Empire State and $45,000,000 on 
Rockefeller Center in 1931. The Rocke- 
feller loan was just paid off last week. 

. Before the elevators were com- 


pleted in the Metropolitan Tower Mr. 
Ecker climbed with the builder up 
rough steel stairs to the 30th floor. 
At that point the builder got dizzy. 
Mr. Ecker went on alone for a look 
from the top. He said: 

“‘Here’s a secret: If you look down 
you get dizzy and scared and you be- 
gin to look for something to hang onto. 
Never look down—keep on looking up, 
always. That’s the only way to get to 
the top.’ 

“Mr. Ecker works: five days a week 
now in an office he first designed for 
the late Haley Fiske, one-time president 
of Metropolitan. ‘At the time I designed 
this office,’ he said, ‘I had not the slight- 
est notion I’d ever occupy it myself.’ 

“During his 67 years with the com- 
pany he thought of quitting only once. 
‘I was tempted to take the adventurous 
advice of Horace Greeley and go West. 
I had an offer to become New York 
correspondent for a Wyoming news- 
paper, The Big Wind River Moun- 
taineer. It was a tempting offer, because 
I have always been interested in the 
struggle for survival of American wild 
game and animals in the Far West. 
After thinking it over carefully I de- 
cided to stick to people, said Mr. 
Ecker.” 





Use Simple Expressions in 
Selling, Says Engelsman 


The District of Columbia and Balti- 
more life underwriters associations were 
recently addressed by Ralph G. Engels- 
man, general agent, Penn Mutual, New 
York; E. J. Moorhead, executive vice 
president, United States Life; Glenn W. 
Isgrig, general agent, Reliance Life at 
Cincinnati, and Harry R. Schultz, Mu- 
tual Life, Chicago. 








Our Examining Committee of Policyholders 


“An adjunct to the work of the Board of Trustees is The 
Examining Committee of Policyholders — a unique operation 
in American life insurance management. 
chosen each year, is comprised of a representative group of 
policyholders having no connection with the Company, being 
neither trustees, officers, agents nor employees. They inter- 
view the officers of the Company, make a general examination 
of methods, study general practices and operations, and employ 
a nationally known auditing firm to verify the assets. They do 
not hesitate to submit criticism and suggestions. Their report 
is sent all policyholders with the Annual Report of the Execu- 
tive Committee of the Board of Trustees.” 


Quoted from THE NORTHWESTERN WAY 


The 1949 Committee was: 


WILtiAM J. GreDE, Secretary 
President 

Grede Foundries, Inc. 
Milwaukee, Wisconsin 


ALBERT K. MITCHELL 

President and General Manager 

T. E. Mitchell & Son Cattle Ranch 
Albert, New Mexico 


WarrEN P. KNOWLES 


Attorney 


New Richmond, Wisconsin 
Member of Wisconsin State Senate 


WILLIS F. McMARTIN, General Agent 
AND ASSOCIATES 


THE NORTHWESTERN MUTUAL LIFE INSURANCE CO. 
285 MADISON AVE., NEW YORK 17 
ORegon 9-5110 








Gustavus J. EssELEN, Chairman 
President and Treasurer 

Esselen Research Corp. 

Boston, Massachusetts 


EDWIN P. KELLY 

President and General Manager 
Peaslee Gaulbert Paint & Varnish Co. 
Louisville, Kentucky 


Mr. Engelsman stressed the necessity 
for crystal-clear statements in life in- 
surance selling, saying he thought what 
agents say should be couched in terms 
that a 15-year-old boy would be able 
to understand. “If we can’t do that, 


we do not understand the subject our- 
selves,” he said. 

Mr. Moorhead described the present 
life insurance market as being in splen- 
did shape. 








This Committee, 








Aetna Life Ready With 
Three Basic DBL Plans 


H. S. SNOW DIRECTING AC7ivity 





Company Has Augmented N. Y. Groy 
Sales Staff; Seven Statewide (!aim 7 
Offices Also in Readines: 
Underwriting of New York < 
benefits plans by the Aetna Lif, 
under way. The company is 
three basic DBL plans, first 
covers groups of less than 25 ¢ 
A flat monthly premium rate 
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H. S. SNOW 


used for this group, regardless of female 
participation. For groups of 25 to 49 
employes, there are three rates depend- 
ing on female participation. For 50 or 
more employes, the plan is tailor-made, 
rates being based on actual liability in- 
volved. 

Statewide field sales and underwriting 
activities for the writing of DBL cov- 
erage are under the personal direction 
of H. S. Snow, assistant secretary of 
the Aetna Life’s group division, who is 
stationed at the O. A. Kreps life ger- 
eral agency of the company in New 
York. Mr. Snow, who is now in his 25th 
anniversary year with the company, has 
been continuously with its group divi- 
sion since joining the company. He isa 
Colgate graduate. 

Under Mr. Snow’s direction the com- 
pany’s permanent New York State 
group sales staff of over 30 salaried 
home office representatives is being aug- 
mented by group men from Aetna Life 
offices in other states, many of whom 
have had experience handling state ‘dis- 
ability business in New Jersey and 
California. It is stressed that the Aetna 
Life’s combined experience in the group 
field and that of the Aetna Casualty & 
Surety in the compensation and liability 
fields are being utilized to provide the 
necessary facilties for handling DBL 
business. 

In addition, the company maintains 
throughout New York State seven m 
jor claim offices with 230 claim adjusters 
who will be in readiness for handling 
DBL claim settlements. 


TO HEAR W. B. MINNEHAN 

William B. Minnehan, assistant cou! 
sel of Northwestern Mutual, Milwaukee, 
is to talk on “Meeting People’s Estate 
Problems” at a joint meeting, {une 16, 
of the Chicago Association of Life Ur 
derwriters and the Chicago Life Insut- 
ance and Trust Council. 
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HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


OM oo 


INDIANAPOLIS 
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WRONG WEIGHT 


THE RIGHT GUESS... THE 


As anyone could guess, the man on the scales 
weighs more than he should. Like some 42 
million other Americans who are overweight, 
his excess pounds may affect not only his ap- 
pearance, but his health as well. 

How much should a person weigh? Some doc- 
tors say that proper weight at age 25 to 30 
should be maintained throughout life. Most 


people, however, gain weight as they grow older. 

The average increase during or after middle 
age is about 15 pounds. To avoid this, it is wise 
to follow the doctor’s advice about diet, exer- 
cise, and living habits, especially after age 30. 

If overweight should occur, it is usually pos- 
sible to reduce to proper weight simply and 
safely under medical guidance. 


Some ways to reach and keep your best weight 





See your doctor before attempting 
to reduce. Virtually all cases of over- 
weight are due to overeating. Some 
cases, however, may be complicated 
by other conditions. 


After a thorough examination, the 
doctor can determine whether or not 
you have complications that require 
special medical attention. He can also 
decide how much weight you should 
lose, and advise approved methods by 
which you can lose it safely. 

Follow your doctor’s advice about 
diet. Authorities say that weight loss 
usually should not exceed 6 to 8 pounds 
a month. A diet that causes more 





$ 


rapid loss may fail to provide food 
elements the body needs. 

So let the doctor recommend the 
kinds and amounts of foods that will 
protect health and strength while you 
are reducing. It is also wise not to take 
any reducing drug except under a doc- 
tor’s supervision. 

Rely on your doctor to recommend 
proper exercise. Excess weight strains 
the heart and other organs—and too 
much or the wrong type of exercise 
may add more strain. 

Some physical activity is an aid in 
most cases, for it may help to use up 
food that might otherwise turn into 


fat. Only the doctor can determine the 
types of exercise that will be effective 
and safe in your reducing program. 


Even after reducing, people witha 
tendency toward overweight often put 
on extra pounds again. This can usu- 
ally be avoided by following a medi- 
cally supervised daily routine. 


For more facts about overweight, 
send for Metropolitan’s free booklet, 
“Overweight and Underweight.” For 
example, it contains tables of desir- 
able weights, suggested low-calorie 
menus and caloric values of nearly 
300 foods. 





COPYRIGHT 1950— METROPOLITAN LIFE INSURANCE COMPANY 


This advertisement is one of a continuing series spon- 


Metropolitan Life 
Insurance Company 


(4 MUTUAL COMPANY) 


1 Mapison Avenve, New York 10, N.Y. 





sored by Metropolitan in the interest of our national 
health and welfare. It is appearing in two colors in maga- 
zines with a total circulation in excess of 34,000,000 in- 
cluding Collier’s, Time, Newsweek, Saturday Evening 
Post, Ladies’ Home Journal, Good Housekeeping, Cosmo- 
politan, McCall’s, American Magazine, Woman’s Home 
Companion, National Geographic, Parents’, and Redbook. 
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Should See Personnel 
Has Insurance Facts 


WILLIAMS TELLS ROUND TABLE 





Executive Director of Life Insurers 
Conference Speaker Before Southern 
Round Table of LAA 





At a time when newspapers, com- 
mentators and others are discussing 
insurance because it has been in the 
news through developments at Wash- 
ington there is a responsibility on the 
life company public relations man _ to 
see that those identified with the com- 
pany are informed as to the facts about 
insurance, Martin B. Williams, execu- 
tive director of Life Insurers Confer- 
ence, told the Southern Round Table 
of Life Advertisers Association meeting 


in Houston last week. 
“The logical place to start on such 
a program would be at home in your 


own company,” said Mr. Williams, “to 
be assured that the company employe 
has a full anpreciation of the business 
in which he is engaged, the great public 
service which it renders, and the im- 
portant part which it plays in the finan- 
cial structure of our country. They can 
be most effective missionaries in behalf 
of our business. Time will not permit 
the exploration of every phase of this 
approach so I am forced to leave that 
thought with you in order to deal with 
the man in the front lines—the agent 
himself. He is undoubtedly the first line 
of defense. Here again, an outstanding 
educational job is being done by the 
National Association of Life Underwrit- 
ers. It is unrealistic, however, to assume 
that they have in their membership 
more than a segment of the agents in 
the United States. Under the circum- 
stances you would not deem it wise to 
stand idly by in the hope that all of 
the job would be done for you. 


Still Much To Be Done 


“An excellent job is being done in 
keeping the field forces informed about 
life insurance, even though you are 
seeking day after day to find a better 
and more efficient way of doing so. I 
congratulate you. One can find, how- 
ever, only scattered indications that in- 
terpretations of the tremendous eco- 
nomic, social, and political forces, which 
are brought to bear on our business 
today, are being passed on to the agents. 
Perhaps that is because events seem to 
be moving so rapidly, and everything 
political or social seems to affect our 
business in some way. 

“Of course you cannot digest and 
pass on everything that is happening 
today, but it seems to me that these 
few illustrations will give an indication 
of the type of information needed in 
the front lines in fighting this cold war. 
i am conscious of the fact that the 
policy on such matters is made by com- 
pany management, but once that has 
been determined, it is your job to fol- 
low through. 

“From certain quarters there have 
been hues and cries of alarm. The life 
insurance companies have been labeled 
as ‘tax dodgers’ by those who would 
undermine the great public acceptance 
of our business. Now the policyowner 
believes, as do most American citizens, 
that every individual or business should 
carry his proportionate share of the tax 
burden of the Government. When the 
agent is asked the question, ‘Why 
haven't the life insurance companies 
paid Federal income taxes?’ he should 
know the facts. He should know that a 
new formula is being developed by legis- 
lative process which would not jeopar- 
dize the security of the policyowner. Of 
all times it would be disastrous to have 
to say, ‘I don’t know—that is the com- 
pany’s problem—nobody told me.’” 





FRANK D. HILL, JR. DEAD 
Frank D. Hill, Jr., 71, former treasurer 
of Life Insurance Co. of Virginia, died 
recently at his home. Mr. Hill had been 
with the company for 41 years at the 
time of his retirement in 1942 


To Manage Brooklyn Agency 
For Phoenix Mutual Life 





GEORGE F. KIELY 


Phoenix Mutual Life has appointed 
George F. Kiely manager of the Brook- 
lyn Central agency with offices at 1 
Hanson Place. Former manager Charles 
D. Girdner will remain with the agency 
as associate manager. 

Mr. Kiely joined the Brooklyn agency 
of Phoenix Mutual in 1940. After war 
service he returned, made an outstand- 
ing sales record and was selected for 
training at the home office supervisory 
school. He was appointed a field super- 
visor in 1947 and received training in the 
company’s New York, Philadelphia, Al- 
bany and Boston agencies. 





MASSACHUSETTS INDEMNITY INSURANCE Co. 


Loyal Atkinson, Branch Manager 
50 East 42nd St., New York— MU Hill 7-5212 








Non-Cancellable Health & Accident Insurance | 
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CALL US ON YOUR NON-CANCELLABLE PROBLEMS 
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Huber Agency’s 8th Annual 
Meeting To Be Held June 5 


Restricted to agency members and in- 
vited home office guests, the eighth an- 
nual meeting of the Solomon Huber 
Agency, Mutual Benefit Life, 370 Lex- 
ington Avenue, New York, will be held 
June 5 at the Hotel Biltmore. The pro- 
gram departing from its format of previ- 
ous years for the first time, will include 


speakers other than agency personnel. 
The all day conference, which will open 
with a breakfast and include lunch, will 
feature talks by Edward L. Reilly, CLU, 
of Philadelphia, former head of the 
LUTC on Motivation; H. G. Kenagy, 
public relations vice president, Mutual 
Benefit, on Building Public Relations 
for the Life Underwriter. 

Milton Young, noted tax attorney, will 
discuss section 126 of the Internal 
Revenue Code; Mildred F. Stone, direc- 
tor of policyowners services for Mutual 
Benefit and author of many life insur- 
ance best sellers, will offer points on 
Correspondence. Mutual Funds as an 
investment will be handled by Charles 
Bacon of Ira Haupt & Co., stock broker- 
age firm. 

Agency members, in addition to Mr. 
Huber who will participate in the pro- 
gram are Jack D. Garfunkel, CLU, David 
Adelman, Louis R. Miller, CLU, Ralph 
Szabo, CLU, Joseph Handschu, Victor 
R. Goldberg, CLUwe 











120 Broadway 





—DBL— 


Our rates, procedures, etc. were among the 
FIRST to be approved. Equitable Society was 
the founder of Group Insurance and has con- 


sistently been the Low Net Cost Company. 


Phone, write or call for rates 


and our complete DBL sales kit 





PROSSER & HOMANS 


General Agent 


EQUITABLE LIFE ASSURANCE SOCIETY 


COrtliandt 7-8300 


- New York 























Adelphi College President 
Addresses L. I. Association 





Dr. Paul Dawson Eddy, left, and Leroy 


S. Zider, Jr. 


Dr. Paul Dawson Eddy, president of 
Adelphi College, Garden City, N. Y, 
was guest speaker at the recent meet- 
ing of the Long Island Branch of the 
Life Underwriters Association of the 
City of New York at the. Garden City 
Hotel. Presiding at the meeting was 
Leroy S. Zider, Jr., general agent for 
Mutual Benefit Life, Mineola, president 
of the Long Island branch. 


Describing the job of selling life in- 


surance as one requiring great intestinal 
fortitude and singleness of purpose, Dr. 
Eddy advised members of the Long 
Island Branch to spread the gospel of 
an integrated plan to the many lay 
members of the community who have not 
had this work preached to them. | 

Dr. Eddy, who was at one time an in- 
surance agent in Arkansas, spoke against 
the welfare state as a panacea to the 
nation’s ills. “It dulls the edge of 
husbandry,” he said, “and makes of the 
participant an accomplice to the de- 
graduation of: the principles of freedom 
and salf determination. The thrift and 
sense of responsibility which has made 
this country great must be continued 
by such private enterprises as exhibited 
by life insurance companies if we are 
to rise above the base of satisfaction 
of mere physical hunger.” 





New Manhattan Club Trophy 


A new Manhattan Club Trophy, for 
leadership in paid premiums during the 
club year, has been announced by Man- 
hattan Life. The first award of the new 
plaque will be made at the companys 
100th anniversary year agency confer- 
ence at San Antonio, October 9-13. 

The addition of the award for leader- 
ship in paid premiums brings to five 
the number of awards up for compet 
tion by personal producers. The others 
are first to qualify, leader in volume, 
leader in number of lives paid-ior ant 
leader, combined volume and number o 
lives. 

In addition to these there is a personel 
volume award for general agents nd two 
for general agencies: paid-for volume 
and paid premiums. If both the agenc) 
awards are won by the same agency: 
only one will be awarded. 
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A NORTHWESTERN MUTUAL POLICYHOLDER. Wr. Gilmore began his program with this company 32 years ago. 
Today he owns 7 Northwestern Mutual policies. 


HOW THE NORTHWESTERN MUTUAL AGENT 


PREPARES TO SOLVE YOUR PROBLEMS 


Y character, ability, and training, Northwestern 
Mutual agents are well qualified. Many—a 
greater proportion than in any other company—have 
won the designation: Chartered Life Underwriter. . 
Why have such men chosen to represent North- 


western Mutual? This company has over 90 years’ 
experience. It is one of the six largest. It accepts 
applications only through its own agents. 

And so important are the advantages it offers, 
including low net cost, that nearly half the new 
policies issued go to present policyholders. 

For a review of your security program, call on a 
Northwestern Mutual agent. The Northwestern 
Mutual Life Insurance Company, Milwaukee, Wis. 


you have a better 


KARSH, OTTAWA 










ite insurance 


program : 


A statement of interest to young 
men who wish to plan 
a secure future 


by DONALD S. GILMORE 


President, The Upjohn Company 


“W' wouldn’t think of asking a doctor to pre- 
scribe without telling him our symptoms. 
“Yet sometimes a man unthinkingly handi- 
‘caps his security program by not revealing all 
the facts that he should. 
‘“‘When a qualified life insurance representa- 
tive asks about personal affairs and plans, we 
must realize he is not prying. 
“He is a skilled counselor who needs infor- 
mation in order to help us. What we tell him 
will be treated as confidential. 
“Every young man should understand this re- 
lationship from the start—and choose his life in- 


surance agent with corresponding care.” 


Lhe 


NORTHWESTERN 


MUTUAL 
Life /usurance Company 





APPEARING IN: TIME, MAY 8; SATURDAY EVENING POST, MAY 20 
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Joins Ben Hyde Agency 







HARRY PHILLIPS, III 


Ben Hyde, general agent in New York 
for Penn Mutual Life, announced 
that Harry Phillips, III, will join the 
agency as supervisor on May 15. Mr. 
Phillips is at the present time associated 
with the Ralph Engelsman agency of 
the Penn Mutual. 

Mr. Phillips was a student at Andover 
Academy and served during World War 
Il with the ground forces in Germany. 
Upon his return from the service he at- 
tended Harvard University where he 
majored in economics and was_ grad- 
uated cum laude. 

Mr. Phillips is the son of Harry Phil- 
lips, Jr.. who was for a time a member 
of the Engelsman-Phillips Agency. 


has 





App-A-Week for 22 Years 











DON T. McKELLAR 


General Agent Don T. McKellar, 
representing Illinois Bankers Life in 
Vandalia, Ill. recently celebrated his 
22nd anniversary in the company’s App- 
a-Week Club. Mr. McKellar’s combined 
territory, covering three counties, con- 
tains approximately 60,000 persons. Van- 
dalia has a population of 5,300. 





PROMOTE FRED P. GILBERT 

Fred P. Gilbert, Dallas Group repre- 
sentative for Bankers Life Co., sinte 
1948, has been promoted to manager of 
the Dallas regional Group office which 
serves northern Texas and Oklahoma. 

A native of Iowa, he attended Ot- 
tumwa and Des Moines schools and 
Iowa State College. 

He joined Bankers Life in the Group 
department in November, 1946, after 
nearly four years in the Army Air 
Corps. 


Late News 


Syracuse University’s School of Jour- 
nalism has awarded its distinguished 
service medal to Metropolitan Life and 
to Printer’s Ink magazine. Metropolitan 
Life award is in recognition of its long- 
term advertising campaign for better 
health. 


Curtis Publishing Co. has included life 
insurance in its study of “The Profitable 
Market for Consumers’ Goods,” just 
published. 


Wofford With Huppeler Agy. 


Harris L. Wofford, former manager 
of Prudential’s agency in John Street, 
New York, and immediate past presi- 
dent of Life Managers Association of 
Greater New York, is now associated 
with New England Mutual Life’s New 
York-Huppeler general agency. He 
started with former Edward W. Allen 
agency of New England Mutual in 1919, 
a year before his graduation from Co- 
lumbia University. In 1923 he became 
manager of Prudential in Johnson City, 
Tenn., and came here in 1931 as head 
of its Manhattan agency (John Street). 
He is a past vice president of Life 
Underwriters Association of City of 
New York. He served last year as presi- 
dent of Scarsdale, N. Y., Community 
Fund. 





TO MEET HERE MAY 22-24 





Home Office Life Underwriters to Dis- 
cuss Atomic Energy Plant Applicants 
Among Other Topics 

Annual meeting of Home Office Life 
Underwriters Association, A. P. Mor- 
ton president, will be held at Hotel 
Statler, New York, May 22-24. Guest 
speaker will be James A McLain, presi- 
dent, Guardian Life. Chairmen of ses- 
sions will be George W. Cheney, Phoe- 
nix Mutual; A. C. Weber, Mutual Life; 
William C. Harrison, New York Life, 
and Wray M. Bell, London Life. 

One of most interesting sessions will 
have as speakers: Col. R. C. Stratton, 
Travelers, on underwriting of applicants 
working in U. S. Atomic Energy Com- 
mission plants; Dr. Nathan H. Wood- 
ruff of that Commission who will dis- 
cuss radioactive isotopes, and C. C. Pay- 
son, Connecticut General, on “Jet Pro- 
pulsion and the Resulting Component 
Sound.” 

Some other speakers at HOLUA will 
include Morris Pitler, Mutual Life; *. M. 
Little, Prudential; J. C. Archibald, 
Bankers Life Co.; Walter O. Monege, 
Lincoln National; A. C. Webster, Mu- 
tual Life. 


HAROLD PORTON PRESIDENT 








Elected Head of Society of LOMA 
Graduates in New York 
This Week 

Harold Porton, medical underwriter, 
Mutual Life of New York, was this 
week elected president of the Society 
of Life Office Management Association 
Graduates. 

Mr. Porton joined the Mutual Life 
21 years ago. A graduate of high school 
in Washington, D. .C., he worked for 
Southern Bell & Telegraph Co. in 
Florida and was in contracting business 
in Chicago before joining Mutual Life. 
In 1942 Mr. Porton read a paper on 
angina pectoris before the LOMA 
graduates seminar in 1942, 


R. F. Sears to Home Office 


Robert F. Sears, regional Group su- 
pervisor for Travelers at Philadelphia 
since 1936, has been made a _ superin- 
tendent of Group sales, life, accident 
and Group agency department at the 
home office. He has been with Travelers 
since 1926 when he joined the Group 
service department. He was appointed a 
field assistant at Chicago in 1927 and 
assistant manager there in 1931. 

Mr. Sears transferred to Pittsburgh 
as district Group supervisor in 1932 and 
served in a similar capacity at Detroit, 
prior to his move to Philadelphia. 









































Bill Portella, Elise Amorelli, Bernard Brown and Mary Gaillard, members of 
the committee in charge of the Guardian Life Hobby Show, are shown examining 
one of the entries. Miss Gaillard who heads the committee, is also chairman of 


the Guardian Advisory Board. 


The home. office. staff of the Guardian 
Life held its first hobby show last week 
with almost 100 entries of handicrafts 
and collections in varied categories. En- 
tries ranged from a layer cake baked by 
Paul Lohner, office boy, through a se- 
quence of baby pictures demonstrating 
Mary Gaillard’s hobby of baby-sitting, 
to a collection of hand-shaped and hand- 
wrapped fishing rods made by Paul 
Kindel. The fishing rods included surf 
rods, bait rods and weakfish rods, were 
made of glass fibre, split bamboo and 
had hand-carved handles. Some of them 
were more than eight feet long and 
attractive even to a non-fisher. 

Among the collections were 70,000 
match covers belonging to M. B. Bender, 
vice president and medical director; 
stamps, coins, Chinese figures, teacups, 
cuff links from different countries and 
silver spoons from 200 cities. George 
Zevink, administration assistant ‘to Vice 
President Cameron, exhibited preserves 
of chutney and brandied peaches. An 
exhibit by May Seely includéd a neck- 
lace made from the metal discs on type- 
writer erasers, decorated with bright red 
buttons from a discarded dress, and a 
catch made from an old umbrella tip. 
Dorothy Moorhouse had on view a lamp 
table made of hard wood and Dorothy 
Willen a custom tailored winter coat and 
some model houses. Another eye-catch- 
er was an aquariam of rare tropical fish 
bred by John Breeze, who also raised 
the plants used in the aquariam in his 
home foyer. 


Mary Gaillard, chairman of the Guard- 
ian Advisory Board, headed the com- 
mittee in charge of arrangements for the 
exhibit. Others on the board of judges 
were Mrs. James A McLain, wife of the 
president of the company; R. C. Neuen- 
dorffer, formerly second vice president, 
and John E. Albert, formerly head of 
the policy loan department, both now 
retired. The judges awarded merit cer- 
tificates for leading entries in each of 
ten categories, and cash prizes were 
given for the five most popular exhibits. 

First award winners were as follows: 

Photography—Bernard Brown. 

Stamps—Herbert Mehnen (Collection 
of stamps representing the National 
Parks): 

Collections—Dr. M. B. Bender, vice 
president and medical director (Collec- 
tion of match covers—70,000). 


Sewing and Embroidery — Dorothy 
Willen (Winter Coat). 


Knitting and Crocheting—Grace Wess- 
trom Steves (afghan). 

Model Building—Joseph T. Welch, Jr. 
(trains). 

Wood, Leather and Metal Work— 
Dorothy Moorhouse (Lamp table made 
from scratch). 

Painting—Florence Mechtel (Water 
colors copied from portraits—never had 
a lesson). 

Exhibits by relatives—Mrs. William 
Portella (Hand made silver work). 

Wide Open—Paul Kindel (Collection 
oy shaped and hand wound fishing 
rods). 





Home Life, 90 Years Old, Has 


Anniversary Dinner Here 


On May 1 Home Life observed its- 
90th anniversary at a dinner meeting of 
directors and officers. Guests were Rob- 
ert E. Dineen, New York State Super- 
intendent of Insurance, and Julius Sack- 
man, chief of the Life Bureau. 

“While I am, of course, proud of the 
Home Life and its long history of serv- 
ice, frankly, I do not think the mere 
passage of years is a particularly signif- 
cant factor in determining the company’s 
accomplishments,” President James A. 
Fulton said. “I am more concerned with 
what we are currently doing and with 
our plans for the future. In the last 
ten years we have more than doubled 
our insurance in force. The predominant 
part of our business is transacted by 4 
carefully selected and highly trained 
group of full-time field men. We are 
carrying forward a continuous progratl 
of training young men over a period of 
several years to qualify for managerial 
opportunities. 

“Our future plans call for a steady 
and continuous expansion of our pres 
ent program in the Ordinary field. We 
have recently entered the Group field 
and our Group program is going for 
ward satisfactorily.” 





MANHATTAN LIFE CONFERENCE 


Dates for the 100th anniversaty 
agency conference of Manhattan Lité 
to be held in San Antonio, Texas, wil 
be October 9-13, according to an al 
nouncement by Vincent W. Edmondsot, 
agency vice president. 

Present plans call for arrival in Saf 
Antonio on the afternoon of the %t 
and departure on the morning of the 
13th, he stated. As previously an: ounced, 


‘headquarters of the agency conference 


will be the Hotel Plaza. 
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Te MAN and his grandson came into the 
clearing. ‘““This is Lookout Point,” the 
man said. “‘I like to sit here and look down 
there at our town.” 


“It’s a swell place,” the boy said. 


They sat on a flat stone ledge, many 
years weathered. Below them the town 
spread out in its irregularity like the hub 
and broken spokes of an old wheel. 


As they ate their lunch, the man pointed 
out some of the landmarks. “You can see 
the Rogers factory over there to the east. 
See it?” 

The boy nodded and his grandfather 
continued. ““That’s been very important 
to our town and, you might say, I’m sort 
of responsible for the factory being there.” 


“‘How’s that?” 


‘Well, there were two partners started 
the plant. They had a tough time of it. 
I was getting started as a New York Life 
agent. One day I got them to take out 
some insurance so, in case one of them 
died, the other wouldn’t lose the business. 
Some years later one partner did die— 
but the business kept going.” 


“It’s sure a big factory,” the boy said. 
“What is that big chimney over there?” 


“Part of the Bronson Nurseries. There’s 








quite a story about that nursery. I'll tell 
you about it another time.” He could have 
gone on by the hour, telling how he had 
insured Mr. Bronson, whose widow used 
part of the insurance money to start a 
little flower shop which had grown into a 
very successful nursery. Or he could have 
told about how Sam Dunbar had bor- 
rowed on his endowment policy to help 
get his gasoline station started. 


He could have, but he remembered that 
boys like to hike more than they like to 
listen. 

The youngster was looking intently at 
his grandfather. ““You sure like that town, 
don’t you?” 

“Yes, I do. I’ve been part of it for a 
good many years.” He took a last glance 
over the countryside. ‘““Maybe an impor- 
tant part of it.’”” He cleared his throat. 
“Come on, Son, we’d better get started 
for home.” 


They left Lookout Point behind them 
and headed down the winding trail. 


NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, New York 10, N. Y. 
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Louis W. Sechtman With 
Aetna 34 Years in June 


CAREER WITH ONE COMPANY 


Agency Produced $2,769,000, Exclusive 
of Group, for First Quarter 





of 1950 
Louis W. Sechtman, whose general 
agency in the Lincoln Building,.-mid- 
town New York, stood fourth among 


Aetna Life agencies in 1949, and which 
produced $2,769,000 exclusive of Group 
for first quarter of this year, will have 
been with that company 34 years next 
month. The agency last year paid for 


Jerry Saltsberg & Associates 


LOUIS W. SECHTMAN 


approximately $9,000,000 of Ordinary in- 
surance. It was one of President Brain- 
ard’s Trophy winners, an award given 
for all around excellence. The year 
1949 was the first full year of the-agency 
under Mr. Sechtman’s sole management. 


Entire Business Career With Aetna 

The insurance career of Mr. Secht- 
man, who is president of Life Managers 
\ssociation of New York, has been 
entirely with the Aetna. It began in 
the Group department under Vice Presi- 
dent E. E. Cammack. It was interrupted 
for a couple of years in World War I 
when he was a sergeant overseas with 
the 101st Machine Gun battalion which 
included in its membership a number 
of men who since have won prominence 
in insurance. Returning to U. S. A. he 
was appointed home office representa- 
tive of the company’s Group department 
in New York City. When the firm of 
Mowry & Patterson, for years general 
agents of the company at 100 William 
Street, was dissolved following death 
of Mr. Patterson, Fred Reinmund, who 
had been general agent in north New 
Jersey, became general agent and 
Sechtman became manager of his newly 
established brokerage department. Rein- 
mund died and was succeeded by Hart 
& Eubank who in turn were succeeded 
by Roscoe H. Keffer. Later, Kendrick 
\. Luther retired as vice president in 
charge of Aetna Life agencies and be- 
came Mr. Keffer’s partner in Luther- 
Keffer agency. 

In April, 1938, the partnership was 
dissolved, Mr. Keffer continuing as gen- 
eral agent at 100 William Street and 
Mr. Luther opening a midtown agency 
for the company in the Lincoln Build- 
ing on May 1, 1938, Mr. Sechtman be- 
coming assistant general agent. In 1940 
Mr. Sechtman became a partner of Mr. 
Luther, name of the agency changing to 
kK, A. Luther & Co. When Mr. Luther 
retired from the agency on July 1, 1948, 
Mr. Sechtman became sole general 
agent. 

Peter LoTruglio is manager of the 
Sechtman agency’s brokerage depart- 





E. R. Alexander Named 


Treasurer of Sun Life 


E. R. Alexander has assumed the posi- 
tion of treasurer of Sun Life of Canada, 
succeeding H. P. Thornhill, who retired 
on May 1. Formerly an associate treas- 
urer of the company, Mr. Alexander was 
born in Lachute, Quebec, and gradu- 
ated in 1924 from McGill University, 
subsequently securing a master of arts 
degree from Harvard. He joined the 
investment department of Sun Life in 
1925 and was appointed assistant treas- 
urer in 1942 and associate treasurer 
in 1945, 





Manhattan Life Appoints 
Green and Macker in N. J. 


The appointment of Aubrey E. Green 
and Donald J. Macker as general agents 
of Manhattan Life in Westwood, N. J. 
has been announced by the company’s 
home office. The newly-formed organi- 
zation will be known as the Green and 
Macker Agency and offices will be in 
the People’s Trust Building, Westwood. 

Mr. Green has a long background of 
life insurance experience, having been 
in the business for over twenty years. 
He became a Manhattan Life general 
agent in 1934. In the intervening years, 
his agency has grown steadily, frequent- 
ly ranking among the first ten in pro- 
duction. 

Mr. Macker has been associated with 
Mr. Green for over nine years, and in 
1948 was appointed assistant to the gen- 
eral agent. Last year he won a com- 
pany -sponsored award for leadership 
in combined volume and number of 
lives, heading all Manhattan Life field 
representatives in this sales category. 





ment; Rowland Lomer and Edward Mc- 
Camphill are agency supervisors, and 
James Dieman is Group department 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















PENN MUTUAL REGIONAL 





Five Agencies Participate in Confer- 
ences at Virginia Beach; Prospect- 
ing and Closing Seminars 


Five Penn Mutual Life general agen- 
cies held a regional conference at Vir- 
ginia Beach, Va. May 1 and 2. They 
were the agencies of Osborne Bethea 
and Ralph G. Engelsman, New York 
City; Harry O. Rasmussen, Newark; 
William A. Arnold, 2nd, Harrisburg; 
and Joseph A. Marr, Washington, D. C. 

The meeting featured a program plan 
which placed every member of the au- 
dience as a participant. Each attended 
one of five seminars and at all there 
were two subjects: “My Most Success- 
ful Prospecting Idea” and “My Most 
Successful Closing Idea.” At the second 
session all five groups were assembled 
together and the ten winning ideas were 
presented by the winners. At this time 
the general agents each contributed his 
own idea. 

Vice President Eric G. Johnson, Wil- 
lis H. Satterthwaite, counsel, and Dr. 
Robert L. Weaver, medical director, 
were speakers the first day, and Mal- 


colm Adam, president, spoke at the 
closing session. The winners of the 
seminar contests, including one tie, 
were: 


Thomas M. Miner, Irvin A. Davies, Warren 
M. Brown and Ralph E. Hasemeier, Bethea 
agency; Edward R. Eckenrode and John W. 
Eckenrode, III, rnold agency; Irwin M. 
Flaster and George W. Conover, Rasmussen 
agency; Samuel J. Sugar, Crowley Marr, 
Washington; Leslie P. Ogden and Charles E. 
Drimal, Engelsman agency. 
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A WELL-BALANCED COMPANY 


balanced objectives 
oo quality and quantity 





There is significance in 
the fact that an increasing number 
of our representatives are qualifying 
for the National Quality Award. 


Not quantity alone, but quality as well, , 
is Fidelity’s yardstick of accomplishment. 
The National Quality Award 
translates into action our policy 
toward quality business. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA « PENNSYLVANIA 





TEN BIG FEATURES 


Sub-standard Term . . . Disability income 
$10 per M... Non-medical—0 to age 40 
- «+ Non-Can. A. & H. .. . Libere! cop. 
sideration for overweights, members of 
armed services, aviation personne!, dia. 
betic and epileptic risks and waiver of 
premiums to females. 





Samuel D. Rosan Agency, Inc, 


General Agent 
CONTINENTAL ASSURANCE COMPANY 








76 William Street, N. Y. C. 


WHitehall 3-7680 
Jos. X. Harris Now Baltimore 


Gen’l Agt., Lincoln National 





Udel Bros. 
JOSEPH X. HARRIS 


The appointment of Joseph X. Harris, 
formerly associate general agent, as a 
general agent in Baltimore for Lincoln 
National Life, has been announced by 


Cecil F. Cross, vice president and di- . 


rector of agencies. The agency, formerly 
known as the Clautice-Harris agency, 
now becomes the Joseph X._ Harris 
agency and offices will remain in the 
American building. G. J. Clautice, senior 
member of the agency, is retiring be- 
cause of ill health, but will continue to 
be associated with the Lincoln National 
in Baltimore. ' 

Mr. Clautice founded the agency in 
1932 and Mr. Harris has been asso- 
ciated with him since 1939, The agency 
now has in excess of $13,000,000 of i- 
surance in force. 





Institute’s Booklet on 
Thrift for Teen-Age Boys 


“Money in Your Pocket,” a booklet 
on thrift for teen-age boys, prepared by 
the Institute of Life Insurance, 1s now 
being distributed through YMCA untts, 
4-H Clubs, church groups and other 
boys’ organizations. Written in terms 
of teen-age interests, the booklet ties 
up sports, thrift and life insurance 10 
shows boys how to make the most 0! 
their time, energy and the “money !™ 
their pocket.” 

Attractively printed in two-colors with 
drawings by Vance Locke, well-know? 
juvenile illustrator, it has brought er 
thusiastic comments from early recip! 
ents, the Institute reports. 

In order to increase the booklet’s "ub- 
lic relations value through “third-party 
influence, initial distribution will be 
handled solely by youth organization, 
Once this is completed, copies o! 1t WI 
be available at cost to life insurance 
companies and their representatiycs. 
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Meet Americas 
No. 1 Family Man! 


isc FATHERS whose proud families 
rate them “‘tops’’ must take off their 
hats to the life insurance agent as America’s 
No. 1 family man! For it’s literally true 
that he brings financial security to millions 
of homes all over the country. 


@ LINCOLN NATIONAL representatives in par- 
ticular have been trained in traditions of 
thoughtful, human service to the family. 
They are well qualified to help you make 
sure that your plans to protect your loved 
ones will be fulfilled. 


@ LINCOLN NATIONAL Is PRouD of the feeling 
of partnership which marks the relations 
between its representatives and policy- 
holders. You’ll find that the Lincoln 
National man in your community is an 
experienced, able life insurance counselor. 
You can rely on him for sound advice. 


THE LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


FORT WAYNE 1, INDIANA 


Its Name Indicates Its Character 


This LNL ad appears in SATURDAY EVENING POST May 6 
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Unique Tribute to William Elliott 


Though Philadelphia Life Is Not Operating in This State, 


Olean, N. Y., Association Takes Over Bradford, 


Pa., Association Meeting 


William Elliott, president of Philadel- 
phia Life, has returned from a trip he 
made speaking before life underwriters 
associations. He addressed the combined 
associations of Oil City and Venango 
County, Pennsylvania, and was to ad- 
dress the Bradford association. This 
particular visit, however, resulted in an 
‘unique honor paid to Mr. Elliott. 
Twenty-five miles from Bradford is 
Olean, N. Y. Although the Philadelphia 
Life is not operating in New York 
State, the Olean association asked him 
if it could not give the dinner and 
have Mr. Elliott and the Bradford asso- 
ciation as its guests. So that talk was 
given in Olean. 

Growth of Company Under Elliott 

Since Mr. Elliott was elected presi- 
dent of the Philadelphia Life in 1946 
the company had made unusually pro- 
gressive strides. At the end of 1945 the 
company’s insurance in force was $65,- 
603,305. By the end of 1949 that amount 
had been doubled. Its production in 1945 
was. $6,000,000. In 1949 the figure was 
$27,500,000. Its assets at the end of last 
year were $24,153,611. The company has 
three members of the Million Dollar 
Round Table. They live in Philadelphia, 
York, Pa., and in North Carolina. Aver- 
age policy of Philadelphia Life last 
year was $5,400. About 97% of its writ- 
ings are non-par, and sales talks are 
based on protection. 

The company is having considerable 
success with its new contract—the Pro- 
tective Annuity—which has a $10 disa- 
bility clause and which is sold only to 
preferred risks. Each of 25 agencies is 
authorized to submit 20 names to the 
company as desirable prospects for this 
contract. After the names are carefully 
screened by the company, the go-ahead 
signal is given to the agencies to sell 
to the approved list. It constitutes an 
individual build-up of prospects by the 
home office. 

The company does not have conven- 
tions of agents, contests or awards. 
Nearest thing is a gathering of general 
agents the first week of each February 
at which there are four days of train- 
ing and sales discussions. The entire 
program is run by the company’s gen- 
eral agents’ association, which plans the 
program, selects the speakers and the 
topics. President this year is N. A. 
Loose of Lancaster, Pa. 

President Elliott’s Career 

Mr. Elliott was educated at high 
school in Mayville, N. Y., Severn Prep 
School and U. S. Naval Academy which 
he entered in 1922. Subsequently, he 
worked in an engineering capacity with 
Rogers Steel Co., Corry, Pa., and Amer- 
ican Bridge Co., and during the latter 
affiliation he took engineering studies 
at Drexel Institute. He entered the sales 
field with Richard DeCou Co., Philadel- 
phia, as sales manager and then went 
with the Travelers in connection with 
employe-employer insurance plans. He 
was appointed general agent of Phila- 
delphia Life in 1933, remaining in that 
post until he entered the Navy in 1942 
from which he was released in Decem- 
ber, 1945, with rank of lieutenant com- 
mander, after having served as officer 
in charge of a submarine repair depot. 

Upon leaving the Navy he was 
elected vice president of Philadelphia 
Life and was promoted to the presi- 
dency in November, 1946. At that time 
he was also president of the Fowler- 
Wolfe Manufacturing Co. of Norris- 
town, vice president of Machined 
Metals Co., Norristown, and secretary 


WILLIAM ELLIOTT 


and a director of the J. W. and A. P. 
Howard Co. of Corry, Pa. 
Necessity of Protecting Savings 

In his talks before the life under- 
writers associations, Mr. Elliott, among 
other things, emphasized the necessity 
of protecting the savings of the Ameri- 
can people and of difficulty in building 
up estates unless there are adequate 
insurance programs. He said in part: 

“The more the Government takes 
from the people, the less they have 
available for savings. Hence, these sav- 
ings, so difficult to acquire, become 
unusually precious — if they are lost 
through risky investment, they are not 
easily replaced. It is therefore only 
natural, and quite understandable, that 
these savings should seek secure out- 
lets, and this is exactly what they have 
been doing. The rapid growth of life 
insurance, of savings accounts and per- 
sonal holdings of Government bonds as 
compared with the trickle of new sav- 
ings going into common stocks should 
be sufficient proof of the trend. 

“All of us are only too painfully 
aware that the progressive income tax 
falls most heavily on the middle and 
upper income bracket earners, the very 
people who formerly were the most 
important source of new common stock 
money. It is literally true that the aver- 
age salaried man or professional worker 
has little hope today of being able to 
accumulate an adequate estate by any 
other savings mechanism except life 
insurance. With high taxes and low 
interest rates, he simply cannot build 
up an estate fast enough any other way, 
and the risks are great that he will die 
before reaching his savings goal. Hence, 
he hires an estate by paying life insur- 
ance premiums.” 


NEW CALCULATION METHOD 

Since March 1, the Pan-American 
Life, New Orleans, has been using a 
new mechanical method for the calcula- 
tion of premiums on new policies in 
the issue department. This method uses 
the I. B. M. 602A calculating punch 
to automatically select premium rates, 
make calculations, and record the 
answers. 

This method was developed by Joseph 
W. Hughes, controller of Pan-American, 
who will present it to the International 





Conference of the Insurance Accounting 


and Statistical Association at Boston 
from May 10-13. Details of the pro- 
cedure will be furnished in printed form 
at the meeting, or can be obtained 
directly from Mr. Hughes. 





Real Estate Is Sound 
Long Term Investment 

REBOUNDS FROM DEPRESSIONS 

Frederick J. Eberle, Vice President of 


Connecticut Mutual, Tells of 
Company’s Experience 





Investments in real estate mortgages 
and real estate ownership can be 
sound through the years in spite of 
cycles of inflation and depression if 
there is care in timing and selection, 
is the conclusion of Frederick J. Eberle, 
vice president in charge of mortgage 
loans of Connecticut Mutual Life. In 
an article in the April issue of 
“ConMuTopics,” company paper, Mr. 
Eberle says: 


Rebounds to Higher Plane 


“From the company’s history and 
from the history of real estate, gener- 
ally it is a fair conclusion that real 
estate can be dynamic and values erratic 
over a long period of time requiring 
careful study of properties for the risk 
factors which govern stability, not only 
for the present but for many years to 
come. It also appears from past ex- 
periences that the peak of building and 
the peak of mortgage lending occur near 
the top of each boom period, and at 
the top of each boom period construc- 
tion costs and prices of real estate have 
been higher than the top of the pre- 
vious boom. Over a long period of 
time these costs and prices of real es- 
tate have been rising to a higher plane. 
If foreclosed real estate acquired in the 
past, had not been sold early in each 
recovery period which has always fol- 
lowed a depressed period, capital losses 
would not have occurred and perhaps 
large capital gains could have been real- 
ized. However, opinion and pressures 
based upon a short range viewpoint 
have usually influenced the sale of these 
properties before the full benefits of re- 
covery could be obtained.” 


Discussing the company’s lending 
policy Mr. Eberle said: “On December 
31, 1949, the company had $226,000,000 
of city loans in force located in 885 
towns and cities in 41 states. These 
loans are spread throughout the coun- 
try, not only in the larger well-known 
cities but in a great many small com- 
munities whose names are seldom heard 
by most of us. For example, there is 
New. Roads, Louisiana; Littlefield, 
Texas; Silver City, New Mexico; Mis- 
soula, Montana; Escondido, California; 
and Rock Haven, Pennsylvania, to men- 
tion only a few. Although loans in 
these smaller towns are not large and 
the total volume cannot be great, we 
feel that most of these towns are not 
subject to the same degree of economic 
shocks as large cities and represent a 
field for safe investments.” 

On the subject of real estate owner- 
ship Mr. Eberle described a couple of 
the company’s purchases: 


“Most of the real estate purchases 
fall very nearly into the same: pattern 
so that this operation can be illustrated 
by two examples,” said Mr. Eberle. 
“The company purchased for $5,440,000 
what is said to be the number one vol- 
ume store of the F. W. Woolworth Co., 
located on State Street in Chicago. It is 
estimated that more than 150 thousand 
people pass this site in a 12-hour period. 
The lease runs until 2017, and for the 
next eight years the absolute net rental 


on the purchase price will be 4.78%.. 


For the following 20 years the net re- 
turn will be 5.05%, and for the last 40 
years the net will be 5.25% of the pur- 
chase price. This lease has about 68 
years to run and there are no jokers in 
it. It is non-cancellable, and Woolworth, 
at its own cost, erected a substantial 
building on the site. 

“We also purchased for $570,000 a 
property in Philadelphia with a new 
modern building occupied by Remington 
Rand, Inc., a company with high credit. 
The lease is for 15 years and the annual 
net rental is 8% of the purchase price. 
At the end of 15 years the tenant has 





FREDERICK J. EBERLE 


the option to renew for a similar period 
with a net annual rental based upon 
6% of the purchase price. If that lease 
is renewed, and because of the favor- 
able rental and type and location of the 
property, it seems almost certain that it 
will be, the ‘book value will be reduced 
to $107,000 and the annual net rental 
will be $36,350. This would indicate a 
net rental of 32% on the reduced book 
value.” 





UNION LABOR’S LARGE GAINS 





President Woll Reports More Insurance 
Sold This Year Than for the 
Entire Year 1949 


An exceptional rate of growth and 
progress was indicated at the 24th an- 
nual shareholders meeting of Union 
Labor Life held recently. Matthew Woll, 
president, gave his report for 1949 which 
showed an 18% increase of insurance 
in force and record gains in assets of 
21%, premium income of 23%, surplus 


of 28%, and payments to beneficiaries 


of 20%, over 1948. 

Executive Vice President Edmund P. 
Tobin announced that up to the middle 
of April the company had already sold 
more insurance than it did during all 
of last year. 

Although Mr. Woll’s report primarily 

concerned 1949 he also disclosed figures 
for the first quarter of 1950. Despite 
a rate of increase in insurance in force 
last year that was far above average, 
the company has already by-passed the 
total figure of $38,500,000 in new busi- 
ness. ‘ 
A large factor in this accellerated 
progress is the welfare program installed 
for about 8,000 members of the Ohio 
Highway Drivers Council. The Council 
consists of a number of Ohio local 
unions affiliated with the International 
Brotherhood of Teamsters, A. F. of L. 

The plan became effective April 1 and 
provides life insurance of $3,000 for each 
member, plus $2,000 accidental death and 
dismemberment. Complete cost is borne 
by the employer group. 

Mr. Woll announced that tlie next 
annual meeting in April, 1951 will mark 
the 25th anniversary of the company 
and plans are being considered io cele- 
brate the event. 





Promotes Cather C. Boyle 


The Canada Life has appointed Cather 
C. Boyle chief accountant. He !\"s been 
26 years with the company. A» honor 
graduate in mathematics at University 
of Toronto, he joined the conipany ™ 
1923 in actuarial department an‘ 1s am 
associate member of Society ©! Actt 
aries. His past responsibilities ‘ave 1 
eluded management and supervision 0 
several important administrative depatt- 
ments. 
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perry Bower Weighs 
Controlled Economy 


AT DOMINION MORTGAGE ASSN. 





Great- Vest Life Executive Speaks as 
President of Mortgage and 
Investment Group 





Citing the trend toward a planned 
economy in Canada, Perry S. Bower, as- 
sistant general manager and treasurer 
of Great-West Life, in his address as 
president of the Dominion Mortgage 
and Investment Association at Toronto 
last week, said that there is a growing 











PERRY S. BOWER 


apprehension that personal liberties and 
rights of the individual may be irrevo- 
cably prejudiced. 

The trend towards a planned econ- 
omy can be traced in part to the grow- 
ing political power of labor and agricul- 
ture, Mr. Power asserted. This is un- 
derstandable in view of the sharp re- 
duction in the number of self-employed 
businessmen and the great increase in 
industrial and agriculture workers dur- 
ing recent decades. 

The new conception of government 
envisages a much greater responsibility 
for the redistribution of wealth and in- 
come, by means of large payments to 
various groups in the economy (e.g., 
Old-age Pensions, Agricultural Subsi- 
dies). Taxation and the control of prices 
of certain commodities and interest 
rates are instruments for redistribution 
of income, Mr. Bower pointed out. He 
deplored the entrance of government di- 
rectly into industry but felt that already 
there was a tightening of public opinion 
against it. He feared, however, an un- 
conscious drifting into a fully controlled 
economy, “Only an enlightened popula- 
tion, aroused as to the consequences is 
likely to make the decision in favor of 
liberty and freedom of choice.” 

In conclusion, the speaker said we 
may expect further planning of the wel- 
fare type but he felt that the strength 
of ovr individualistic society and our 
stron. views on personal liberties and 
tights would continue to assert them- 
selves, and in the end, prevent our free- 
dom irom being lost. 





‘MARK 15TH ANNIVERSARIES 
Rover L. Howland, representative in 


the | -ooklyn agency and Frank J. Mc- 
ae 1, associated with the New York- 
life n agency of New England Mutual 
ite, will observe their 15th anni- 


Verscries of association with the com- 
Pany ‘his month. Mr. Howland, a gradu- 
ate of Dartmouth College, is a member 
ql Chi Phi fraternity, and of the Apollo 
Club of Brooklyn. Mr. McMullen is a 
graduate of Lafayette College. 





NALU Convention Schedule 


The outline of events for the 61st an- 
nual convention of the National Associa- 
tion of Life Underwriters lists the daily 
schedule of association activities which 
will be held in the Hotel Statler, Wash- 
ington, D. C., September 25-30. On Sep- 
tember 25, committee meetings ‘will be 
held throughout the day. The American 
College Trustees’ dinner will be held in 
the evening. Among the things sched- 
uled for September 26 are the Women’s 
Quarter Million Dollar Round Table— 


luncheon and business and in the eve- 
ning a reception and banquet. The 
American College and American Society, 
CLU, dinner and conferment exercises 
will take place September 27. The Gen- 
eral Agents’ and Managers’ meeting will 
be held on Setpember 28. The day’s 
activities will conclude with company 
dinner meetings and the president’s re- 
ception and ball. General convention 
session will be held September 29, also 
a meeting of the national council. NALU 
board of trustees will meet Septem- 
ber 30. 


F. H. SCANLAN RETIRES 

Frank H. Scanlan, assistant manager 
in the Buffalo district for John Hancock, 
has retired after 40 years of service with 
the company. He is the last of six 
brothers to be associated with the com- 
pany, all of whom worked at one time 
or another in the Buffalo district. Mr. 
Scanlan started with the company as an 
agent in 1910. He has been assistant 
manager since 1923. He was honored 
at a dinner and received a ring in recog- 
nition of his 40 years of service and a 
wrist watch presented by his associates. 





V0 SALES vex 
8S NAMES 


POLICY 


412,349 


AVERAGE 
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S S Changes 


(Continued from Page 1) 


final as far as the committee is con- 
cerned the bill may be amended (liberal- 
ized) on the Senate floor or in the con- 
ference between House and Senate. 
Senator George said on May 3 that 
the committee has rached agreement on 
provisions to liberalize benefits and to 
finance the cost of the old-age and_sur- 
vivors insurance system. Previously he 
had announced that the committee had 
reached agreement on coverage pro- 
visions so as to include such major 
groups as non-farm self-employed other 
than certain professional workers, 
regularly employed domestic workers, 
certain employes of state and local gov- 
ernments who are not under a retire- 
ment system. The committee action 
would extend coverage on a compul- 
sory basis to about 7,000,000 persons 
not now covered by the old-age and 
survivors insurance system, and volun- 
tary coverage would be available to 
about one and a half million state and 
local government employes who are not 
under a retirement system. 
Major Decisions 
The major policy decisions on bene- 
fits and financing agreed upon by the 
Committee are as follows: 


I. Benefit Amounts 


A. Current Beneficiaries 

About 2.9 million persons currently re- 
ceiving old-age and survivors insurance 
benefits would have their monthly bene- 
fits increased on the average by about 
90%. Increases would range from about 
60% for highest benefit groups to over 
100% for low benefit groups. The aver- 
age primary -benefit of approximately 
$2 per month for a retired insured 
worker at present would be increased 
to about $49. 


Present Primary 
Insurance Benefit 
0 


New Primary 
Insurance Amount 
0 


$1 $2 

15 31 

20 36 

25 48 

30 56 

35 62 

40 68 

z 45 72 
(Under the House-approved bill, bene- 
fits for existing beneficiaries would 


have been increased by only 70% as 
compared with the 90% under the Com- 
mittee’s action.) 

B. Future Beneficiaries — 

An alternative formula is provided 

for persons retiring in the future which 
would be applicable to those who have 
at least six quarters of coverage after 
1950. The resulting benefits would be 
approximately double the average bene- 
fits payable under existing law provi- 
sions. 
_1. The Committee’s formula is 50% of the 
first $100 of average monthly wage, plus 15% 
of the next $150 (based on the maximum wage 
and tax base of $3,000 per year). For example, 
for an average monthly wage of $200, the pri- 
mary benefit would be $65 (50% of the first 
$100 of average wage, plus 15% of the next 
$100 of average wage, or $50 plus $15). 

The House-approved bill would provide 50% 
of the first $100 of the average monthly wage 
plus 10% of the next $200, plus a 4% increase 
for each year of coverage. The amount of bene- 
fits would be reduced, however, for those not 
constantly in covered employment because of 
the so-called continuation factor in the House- 
approved bill. Under the Committee’s action in- 
dividual benefit amounts payable in the next 
decade on the whole would be 110% higher than 
under existing law, whereas the House-approved 
bill would result in benefits about 100% higher. 
As to total benefit disbursements: under the 
system, the Committee’s action would result in 
total payments of about $2 billion in the first 
year of operation as against $1% billion under 
the House-approved bill. 

2. The minimum primary benefit under exist- 
ing law of $10 per month would be increased to 
$25, as under the House-approved bill, except 
that for those with very low wages (averaging 
under $34 per month) the minimum would be 
20. 


3. As under the 
maximum family benefit under existing law of 
$85 per month would be increased to $150, but 
not more than 80% of the average monthly 
wage of the insured person, 

C. Computation of Average Wage 

The average wage of an_ insured 
worker would be computed the same as 
under present law, except that if a 
bigger benefit would result, the indi- 
vidual’s average would be computed 
over the period following 1950 rather 


House-approved bill, the , 


than from 1936 on. In order to have 
such a “new start” average wage, the 
individual would have to acquire six 
quarters of coverage after 1950. The 
House-approved bill would introduce a 
new average wage concept basing the 
average only on years of coverage, but 
with a continuation factor in the benefit 
formula to reduce benefits for periods 
of non-coverage. Under the Commit- 
tee’s action by basing the average 
monthly wage on the elapsed period 
after 1936 or 1950, benefits would be re- 
duced for the time an individual was 
out of covered emplpyment, but in a 
much less drastic fashion than under 
the continuation factor in the House- 
approved bill. 


II. Eligibility for Benefits 


In order to qualify for old-age and 
survivors insurance benefits under pres- 
ent law, an individual must have either 
(a) quarters of coverage (by the Com- 
niittee’s action, defined just as in exist- 
ing law, namely, calendar quarters with 
$50 or more of wages) in one-half of 
the number of quarters elapsing since 
1936 and before age 65 or death, or (b) 
40 quarters of coverage. Under the 
Committee’s action future eligibility re- 
quirements are greatly liberalized by 
requiring quarters of coverage for only 
one-half of the number of quarters 
since 1950 (with a minimum of 6 quar- 
ters of coverage required), but such 
quarters of coverage may include those 
earned before 1951. Accordingly, any 
person age 62 or over on the effective 
date of the bill would be fully insured 
for benefits at age 65 if he had at least 
six quarters of coverage acquired at 
any time. Persons aged 61 would need 
eight quarters of coverage; those aged 
60, 10 quarters; those aged 59, 12 quar- 
ters; those aged 58, 14 quarters; etc. 
with the maximum requirement for 
fully insured status never exceeding the 
40-quarter provision in existing law. 

Not only would this liberalization en- 
able many persons already aged to 
draw retirement benefits immediately if 
they have coverage in the past, but also 
would enable the newly covered groups 
to qualify much more quickly. As a 
result, about 500,000 additional persons 
would be paid benefits in the first year 
of operation, thus reducing the need for 
public assistance expenditures by the 
states. The House-approved bill would 
liberalize eligibility conditions only 
slightly since the only change in pres- 
ent law was to provide a new alternative 
requiring at least 20 quarters of cover- 
age in the ten years prior to age 65. 
Furthermore, that bill would make it 
more difficult to obtain a quarter of 
coverage since the present requirement 
of $50 for a quarter of coverage is 
raised to $100. 


Ill. Benefit Category 


The Committee concurred in provi- 
sions of the House-approved bill with 
the following exceptions: 

A. Dependents of Women Workers 

Under the Committee’s action, bene- 
fits are payable on a more liberal basis 
in respect to deaths of insured married 
women and also in respect to depend- 
ent husbands of deceased or retired 
women workers. Thus, if a woman is 
currently insured at the time of her 
death (has 6 quarters of coverage out 
of the 13-quarter period ending with 
the quarter of death) her children will 
be eligible for monthly survivor bene- 
fits even though the father of the chil- 
dren is present in the household. Under 
existing law and the House-approved 
bill such children would be ineligible 
for benefits. 

B. Wives of Retired Workers 

Under the Committee’s action these 
benefits would be payable only as in 
existing law where the wife must be 
age 65, whereas in addition under the 
House-approved bill wives under 65 
could draw benefits in the relatively 
few cases in which they had children 
in their care. 

C. Dependent Parents 

The benefit amount is retained at 
50% of the primary benefit as in pres- 
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ent law rather than being increased to 
75% as in the House-approved bill. 
D. Lump-sum Death Payments 
The provision of present law is re- 
tained so that the payment is made 
only when no survivor is immediately 
eligible for monthly benefits. Under 
the House-approved bill the payment 
would be made at the death of every 
insured worker. 
E. Permanent and Total Disability 
Insurance 
Under the Committee’s action no 
benefits would be provided for this 
category just as in existing law, where- 
as under the House-approved bill such 
benefits would be provided. 
IV. Limitation on Earnings of 
Beneficiaries 
The Committee concurred in provi- 
sions of H.R. 6000 so that the amount 
the beneficiary may earn in covered 
employment without loss of benefits 
would be increased from $14.99 to $50 
per month. After age 75 benefits are 
payable regardless of amount of earning 
from employment. 
V. Veterans 
The Committee concurred in- provi- 
sions of H.R. 6000 granting World War 
II veterans wage credits under the old- 
age and survivors insurance program 
of $160 per month for the time spent in 
military or naval service between Sep- 
tember 16, 1940 and July 24, 1947 except 
that under the Committee’s action such 
wage credits would not be provided if 
the period of service in the armed 
forces is credited for civil service, mili- 
tary, railroad or any other Federal re- 
tirement system. Further, the Commit- 
tee’s action differs from the House-ap- 
proved bill in that the additional cost 
of the benefits arising from these wage 
credits would be borne by the trust 
fund rather than from the general trea- 
sury. 
VI. Financing of Old-age and Sur- 
vors Insurance 
A. Taxable Wage Base 
The total annual earnings on which 
benefits would be computed and con- 
tributions paid is retained at the pres- 
ent $3,000 in contrast with the increase 
a $3,600 under the House-approved 
lil. 
B. Contributions Schedule 
Under the Committee’s action em- 
ployers and employees wil continue to 


share equally with the rate on each 
being as follows: 
Calendar Years Rate 
1950-55 1%4% 
1956-59 2% 
1960-64 24% 
1965-69 3% 
1970 and after 34% 
The _ self-employed who are covered 


would pay 1% times the above rates. 
(Under the House-approved bill. the 
same schedule would apply except that 
the increase to 4% would be effective 
in 1951 instead of 1956.) 





Connecticut Mutual Seminar 

The first of a series of advanced 
underwriting training seminars for gen- 
eral agents of Connecticut Mutual was 
held this week in Kansas City. General 
agents from throughout the Middle 
West were in attendance. E. A. Starr, 
assistant superintendent of agencies for 
the company, was in charge. 

George F. B. Smith, Connecticut Mu- 
tual vice president in charge of agen- 


* cies, opened the conference. Others from 


the home office conducting sessions 
were Paul A. Hoeffer, assistant coun- 
sel; Robert B. Proctor, agency assistant, 
and C, Carlton Coffin, Jr. 





JAMES F. MacGRATH, :.. 
General Agent 


THE UNITED STATES LIF 
INSURANCE COMPANY 
In The City of New York 





D.B.L. Day—July 1 


Call us in NOW for expert 
help in studying your clients' 


requirements. 


Time is short! 
Avoid the Rush! 





. their 





STREET 
Fy INES 
HA 2-7865 


84 WILLIAM 
Ne “ bela 


I< I< phone : 





New Officers of LAA 
Southern Round Table 


John L. Briggs, Southland Life, was 
named chairman of the Southern Round 
Table of Life Insurance Advertisers 
Association at the meeting last week in 
Houston. W. R. Goode, Provident Life 
& Accident is vice chairman and Joseph 
M. Locke, Gulf Life, secretary. Mr. 
Briggs succeeds Al B. Richardson, Life 
Co. of Georgia. 


Rowland Tells of Trip 


(Continued from Page 3) 
agent to deliver the policy and remt 
the net first premium. Eliminate agents 
with excessive lapse rates, etc. 

6. Introducing LOMA Job 
tion and Merit Rating Plan. ‘ 
Mr. Rowland said the poverty of the 
great masses of the people is unbe- 
lievable. Thousands in the cities have 
no home, sleeping on the sidewalks and 
in alleys. The Hindu by religious dic- 
tum is a strict vegetarian and the great 
masses are undernourished. Applications 
for insurance have age 50 are rarely ac- 
cepted. While English is the one com- 
mon language relatively few have mas- 
tered it. Millions of people speak only 
native dialects (and there are 
many of them), complicating the inter 
change of communciations. J 
Now that India is “on its own 
greatest need is’ for technical and mana: 
gerial assistance; American “know -how 
is welcomed. : 
The hospitality of the native Indian to 
Americans is most gracious and under- 
standing and they are deeply apprecia- 
tive of our assistance. As yet there are 
very few women engaged in olfice ac 
tivities. The mercurial temperament ° 
the young Hindu makes it difficult to 
adjust himself to routine clerica! work. 





Evalua- 


the 














Vay 12, 1950 






THE 


UNDERWRITER 


——7 












Page 15 





— 


Company Ad Manager 
Should Be Executive 


JAQUA TELLS ROUND TABLE 





Director of Institute of Insurance Mar- 
keting Discusses Broad Scope of 
Public Relations 





The individual responsible for com- 
pany advertising and public relations 
should be of executive capacity with 
ynusual ability for meeting the com- 
pany’s public which includes the agency 
force and employes as well as leading 
citizens and representatives of the pub- 
icity media, A. R. Jaqua, director of 
Institute of Insurance Marketing at 
Southern Methodist University, told the 
Southern Round Table of Life Adver- 
tisers Association meeting at Houston 
last week, ~ ; 

“This individual should be definitely 
‘on the agency team,” said Mr. Jaqua, 
“and through trips out in the field should 
know the sales force personally almost 
as well as the Agency Director so that 
he might put into effect practical Adver- 
tising and Public Relations ideas which 








pert would effectively assist the sales repre- 
sentatives. There is no question in my 
nts! mind but that such Advertising and Pub- 


lic Relations set-up would greatly in- 
crease the effectiveness of all sales plans 
and at the same time favorably affect 
the persistency of business through 
building greater and _ better morale 
among salesmen and securing friendly 
feeling of confidence on the part of the 
policyholders. 


It’s Teamwork That Counts 


“I'm not trying to say that I think 
advertising and public relations is the 
most important thing toward successful 
operation of a life insurance company. 
No! That’s far from my mind because 
I know that the individual agent is the 
success or failure of any life insurance 
company and the agency director there- 
fore shoulders a great responsibility. 
However, advertising™and public rela- 
tions can and should be a most impor- 
tant sales aid properly coordinated and 
directed by experienced personable indi- 
viduals. It’s just the whole story of 
‘teamwork’. There should be two husky 
‘mules,’ each with good eyesight, pulling 





Table 


e, Was 


— together. 

eek in “Let us understand one another. It is 
t Life the policyholder who is the boss of all 
Joseph of us. He pays the premiums from 


4 which our salaries come. Anything that 
Lite is good for him is good for us, and 
: anything that is not good for him is not 
good for us. Anything we can do to 
om get more good policyholders and more 








rip persistent policyholders is good for both 
the policyholder and us, and anything 
ae we do against the best interests of the 
= 0 policyholder is bad for him and bad 
agents lor us. The policyholder pays the fid- 
ae, dler and should call the tune. 
: “Next comes the agent. The good 
of the agent works for his policyholders. What 
calle. is best for the policyholders is best for 
sil the agent and the company. If the agent 
5 and al by giving adequate service so 
aie. Fi the company prosper. Take away 
great re agent and you have a company in 
as the process of liquidation. The good 
eae eae works for his boss, the policy- 
pl — Your job, as I view it, is to help 
pc i agent help the policyholder. You 
pond a no other real purpose than to help 
wid good agents sell more good life insur- 
> are ance,” 
inter- 
” the EARL MILLER DIES 
nana- Ear! Miller, 60, Birmingham, Ala., 
-how ‘tate manager for Life Insurance Com- 
te it Georgia, died recently of a 
‘an to ‘tart attack. He had been with com- 
nder- Pany 41 years, 
recia- 
e are MIDLAND MUTUAL CHANGES 
e ac- Elton R. Dare, former supervisor of 
nt ol agencies for Midland Mutual of Colum- 
It to pe ©., has been made agency secre- 
work. ary, and J. P. Smith, Ross Agency, 


arkersburg, W, Va., agency supervisor. 





North Central Round Table 
Devoted to Needs of Agent 


The North Central Round Table of 
Life Insurance Advertisers Association 
met in Chicago, May 4 and 5, the dis- 
cussions and addresses focusing, on the 
needs of the agent. Stanley Richmond, 
vice president General American Life 
presided over a discussion on “Our 
Client the Salesman” and the featured 
speaker at luncheon was H. J. Cum- 
mings, president, Minnesota Mutual, 
who urged that the agents’ job be kept 
in mind when creating promotional ma- 
terial. é 
H. A. Richman, Metropolitan Life, 
president of LAA, summarized the de- 
velopments of the year. George Pease, 
Equitable Life of lowa, and Dan Mc- 
Laughlin, Northwestern National, pre- 
sented field tested package selling ideas. 
Hal L. Nutt, director of Life Insurance 
Marketing Institute, Purdue University, 
led a discussion on what agents need 
in the programming field. Willard H. 
Griffin, Northwestern Mutual, presented 
tools in advanced programming. 

F. J. O’Brien, vice president Franklin 
Life, Jack R. Morris, Business Men’s 
Assurance, and <A. W. Tompkins, 
State Farm Life were among Friday’s 
speakers. 


Newark Training for 
375 Canada Workers 


THEN WILL GO TO TORONTO 





To Have Dormitory and Dining Hall 
Facilities at Drew University 
and Upsala College 





Robert M. Green, vice president, The 
Prudential, who is the company’s chief 
executive for the Dominion, announces 
that approximately 375 Canadians will 
be hired and sent to Prudential’s home 
office in Newark, N. J., for training 
prior to the opening of the company’s 
new Canadian head office in Toronto 
this fall. 

To provide living accommodations for 
the group to be sent to Newark, The 
Prudential has arranged with two col- 
leges—Drew University of Madison, N. 
J., and Upsala College of East Orange, 
N. J.—for the use of dormitory and 
dining hall facilities. Arrangements will 
be made to transport them by bus to 
and from the college campuses to the 
company’s home office buildings in 
Newark. 

College Dean of Women 

“A college dean of women will be 

employed to supervise the entire pro- 





































CHICAGO MGR.’S GOLF PARTY 
The annual golf party and annual 
meeting of the Life Agency Managers 
of Chicago is to be held June 1 at Elm- 
hurst Country Club west of Chicago. 





New Post for L’Estrange 


G. A. L’Estrange has been vice presi- 
dent of United American Life of Den- 
ver, Colo. Prior to joining this com- 
pany he served as vice president and 
agency director, Capitol Life of Denver. 





gram,” explained Mr. Green, who. heads 
the Canadian head office. “She will be 
assisted by house mothers well qualified 
and experienced in handling large groups 
of girls. Many if not all of these house 
mothers will be Canadian women who 
accompany the young women from 
Canada.” 

Out of the 375, the largest number of 
trainees will be girls who have recently 
been graduated from high school. It is 
expected that approximately 150 of the 
new employes will be older, more ex- 
perienced personnel who will be sent 
to Newark in order to become familiar 
with the specialized clerical and me- 
chanical operations of the life insurance 
business. These trained men and women 
will instruct the new employes when 
operations start in Toronto. 
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(rood Enough for Grandfather . . . 


Fortunately, what was good enough for these folks back in 1875, when The Pru- 
dential was founded, wasn't good enough for us. Through the years electric 
lights, automobiles, telephones, a thousand other things, were developed because 
we wanted something better. 
In life insurance selling, too, there've been some changes made. The old ways 
aren't good enough today. Thanks to The Prudential's copyrighted Dollar Guide, 
our representatives are now helping folks see their life insurance needs in a new 
light. The Dollar Guide— 


e helps a man to estimate for himself the dollar-and-cents future 

needs of his family, 
e helps him see the gap between what he has and what he needs, 
e helps show him how that gap can best be filled. 


The Dollar Guide is just another example of Prudential progress—proof that only 
the best in selling equipment is good enough for Prudential representatives. 
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A mutual life insurance company 


HOME OFFICE 
NEWARK, N, J. 






WESTERN HOME OFFICE 
LOS ANGELES, CALIF. 














Page 16 











May 12, 195 








G. C. Behrns to Succeed 
E. C. Fowler in Chicago 


NEW ENGLAND MUT. GEN’L AGT. 





Fifth Agency of Company Established 
There With George H. Gruendel 
as General Agent 





Edgar C. Fowler, general agent in 
Chicago for New England Mutual Life 
for the past 34 years, will assume the 
title of general agent emeritus on June 1. 
George C. Behrns, supervisor of the 
Fowler agency for six years, becomes 
agency manager and will take active 
charge of the office. The agency is lo- 
cated in the Bankers Building. 

The company announces at the same 
time the establishment of a fifth Chi- 
cago agency and the appointment of 
George H. Gruendel, CLU, as general 
agent. Mr. Gruendel has been affiliated 
with the Fowler agency since 1942 but 
has maintained his own personal offices 
at 2040 Lincoln Park West, where he 
will continue as general agent. 

Careers 


Mr. Behrns was born in Chicago, at- 
tended Northwestern University, and 
first became associated with the Fowler 
agency in 1935. He was appointed agency 
assistant in 1944 and he has won broad 
recognition in life insurance circles for 





EDGAR C. FOWLER 


training in the Fowler organization and 
countless personal producers credit this 
dean of the business for their success. 
Mr. Fowler is a past president of New 
England Mutugl’s General Agents’ As- 
sociation, Chicago Life Underwriters 





GEORGE C. BEHRNS 


his skill in personnel training and gen- 
eral agency supervision. He has been 
active in the National’ Association of 
Life Underwriters and is currently a 
director of the Brokers Association of 
Illinois. 

Mr. Gruendel entered the insurance 
business as a broker shortly after 
graduating from Lake Forest College 
in 1935. He joined the Fowler agency 
in 1942, developed into a pension trust 
specialist, and has separate offices for 
his group since 1947. He is a life and 
qualifying member of the Million Dol- 
lar Round Table, past president of the 
Chicago CLU Chapter, and a member 
of the Life Insurance and Trust Council. 

Mr. Fowler has been an outstanding 
figure in American life insurance for 
more than 60 years, having begun his 
career in 1889 as an office boy for the 
Hartford Life Insurance Co. After six 
years in the field, he was appointed 
general agent in Bridgeport, Conn., at 
the age of 28, later becoming super- 
visor of agencies for State Mutual. In 
1916 he became New England Mutual’s 
general agent in Chicago. Under his 
leadership, this has become one of the 
company’s top agencies, with a large, 
experienced staff, and insurance in force 
of nearly $100 million. 

At the present time, five of the com- 
pany’s 76 general agents received their 


GEORGE H. GRUENDEL 


Association and is a past chairman of 
the Chicago Life Managers Association. 





Currie Not a Candidate 
For Secretary of NALU 


_Charles J. Currie, trustee of the Na- 
tional Association of Life Underwriters, 


“and manager for Mutual Life of New 


York at Atlanta, states that he will not 
be a candidate for secretary of NALU 
this year. Mr. Currie announced that 
he will support David B. Fluegelman, 
Northwestern Mutual, for the post. 





FARM BUREAU LIFE UP 27% 

More than $24,000,000 in new life in- 
surance was written by the Farm Bureau 
Life, Columbus, during March, an in- 
crease of 27% over the same month 
last year. Farm Bureau Life now has 
— than $300,000,000 insurance in 
orce. 





TO HEAR J. C. MCFARLAND 
James C. McFarland, CLU, general 
agent in Cincinnati for Ohio State Life, 
will address sales congresses of the 
South Carolina Association of Life Un- 
derwriters this month. He will speak in 
Greenville on May 17 and in Columbia 
on May 18. 


Kenneth Foster’s Broad Background 


With Three Degrees, Including Law, His Business (are, 


Has Been All Identified With Insurance 


Kenneth C. Foster, CLU, superin- 
tendent of agencies and general mana- 
ger, The Prudential, has spent his entire 
business career in insurance. Born in 
Maine he got a B.A. degree from Uni- 
versity of Maine in 1936 and later an 
M.S. from Columbia. Law studies fol- 
lowed and he received an LL.B. degree 
from Newark University in 1940. The 
law studies were largely completed in 
night classes after a full day’s work. 
While attending Columbia he was with 
the North British & Mercantile group 
of fire insurance companies. From 1936 
to 1938 he gained additional experience 
with Guardian Life and the insurance 
department of the Long Island Light- 
ing Co. 

In 1938 he started with Prudential as 
an assistant in the Newark agency, soon 
after becoming an assistant manager. 
In 1941 he entered the war as a private 
and was discharged with the rank of 
captain in anti-aircraft artillery. Dur- 
ing part of this period he was aide- 
de-camp to Brig. General H. F. Nichols. 

When Mr. Foster returned to Pru- 
dential he joined the Ordinary agencies 
department as manager of field service. 
In 1948 he was promoted to superin- 
tendent of agencies, metropolitan area. 
When “and general manager” was added 
to his title of superintendent of agen- 
cies, he was given broader responsibili- 
ties in the Ordinary agencies depart- 
ment. 


Mrs. Foster was Alice Good, Allen- 


KENNETH C. FOSTER 


hurst, N. J., and they live in Summit 
N. J., with their three daughters. Dur- 
ing his student days, he was a member 
of Sigma Alpha Epsilon social  fra- 
ternity and Phi Delta Pi law fraternity, 
He has the CLU designation and is a 
member of NALU. 





Agency Executives’ Forum 
Featured in Philadelphia 


Thirty chief agency officers of the 
Agency Management Association’s larger 
companies held a two-day forum May 
11 and 12 at the Barclay Hotel in 
Philadelphia. The agency executives’ 
forum is the first attempt in many years 
to satisfy a demand among larger com- 
pany agency executives for a medium 
for exchanging ideas, plans and company 
practices on an informal basis. 

Chairman for the Thursday sessions 
was George F. B. Smith, CLU, vice 
president of Connecticut Mutual; presid- 
ing as chairman Friday was George 
Dunbar, superintendent of agencies, Mu- 
tual Life of Canada. 

Moderators for Thursday’s discussion 
seminars will include: Sayre MacLeod, 
CLU, vice president, Prudential, on “Or- 
ganizational Problems and Opportunities 
for Improvement”; and William 
Worthington, vice president, Home Life 
of New York, on “Improving Field Su- 
pervision.” 

Friday morning the seminar was con- 
cerned with “New Organization”; W. 
R. Jenkins, vice president, Northwest- 
ern National, was moderator; D. Bobb 
Slattery, vice president, Penn Mutual, 
led the concluding discussion of “Sales 
Promotion and Incentives.” John Mar- 
shall Holcombe, Jr.. managing director 
of the association, reviewed the forum 
highlights before the close of the meet- 
ing. 
The forum is a recommendation of. 
the Association’s Education and Training 
Committee, of which Ray E. Fuller, 
agency vice president, Equitable of lowa, 
is chairman. 





PURCHASES TWO BUILDINGS 

Continental Assurance has purchased 
two adjoining five-story buildings at 
610-612 South Spring Street, Los 
Angeles, with a total frontage of 80 feet 
on Spring Street and a depth of 150 
feet, containing a building area of ap- 
proximately 56,000 square feet. The 
properties are located next to the Los 
Angeles Stock Exchange Building. 


BRONX ASSOCIATION FORMED 





Benjamin Zuckerman President; Other 
Officers and Directors Elected 
At First Meeting 


The Life Underwriters Association of 
the City of New York instituted a new 
branch of the association, to be known 
as the Bronx Branch, which has been 
set up for the purpose of affording all 
members of the association working in 
the Bronx the opportunity of holding 
meetings and seminars in the immediate 
vicinity of their employment. 

The first meeting of the branch, held 
in the Hotel Concourse Plaza in the 
Bronx, was opened by Harry C. Ard, 
Connecticut General, president of the 
New York City Association. 

Officers elected at the meeting are 
Benjamin Zuckerman, The Prudential, 
president; Joseph J. Gleeson, John Har- 
cock, administrative vice president; Sey- 
mour Mark, New York Life, public re 
lations vice president; David J. King, 
The Prudential, educational vice pres! 
dent; Morris L. Lindenbaum, Metropol- 
tan Life, secretary. The board of direc: 
tors include William R. Christgau, Met 
ropolitan; Howard Miller, Prudential; 
Bernard B. Lanigan, John Hancock; 
David A. Newmark, Equitable Life As 
surance Society. 





Patrick Collins, Metropolitan Life, 
served as chairman of the committee a 
nominations and elections. Serving wit 
him were Thomas Manello, |! dential 
and Michael Mitchell, John <iancoc 

Speakers at the meeting wer Benj 
min D. Salinger, Mutual Ben: it Life: 
David B. Fluegelman, Nor‘ ..westem 
Mutual and Ralph G. Engels», Pent 
Mutual. 

MUTUAL LIFE BUYS } Te 

American Air Filter Co., nuisvill 
Ky., has issued $800,000 of 12-) ar sAf 
notes to Mutual Life of New ‘ork re 
$400,000 of 5-year 3% notes 10 
Louisville (Ky.) Trust Co. P' ceeds : 
the financing will be used to etire © 

struction 


isting loans and to provide co! 
funds. 
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Joins Purdue Staff 


Granville H. de Roode, formerly home 
ofice supefvisor of Liberty Life, Green- 
ville, S. C., has joined the staff of the 
Life Insurance 
Marketing Institute 
of Purdue Univer- 
sity, it was an- 
nounced by Hal L. 
Nutt, director. 

Mr. de Roode has 
' had extensive sell- 
| ing and supervisory 
' experience. Before 
affiliating with the 
Liberty Life, he 
was first a personal 
producer for the 
Commonwealth Life 
in Lexington, Ky., 
and later a_ unit 
manager in Louis- 


G. H. de Roode ville. He is a grad- 

uate of the Purdue 

Course and the LIAMA School in 
Agency Management, 





National Life Issues New 
150 Page Training Manual 


Montpelier—A wealth of practical ma- 
terial—the result of years of proven 
expericnce in the field—forms the basis 
of the new 150-page training manual of 
the National Life of Vermont, release of 
which has just been announced by Su- 
perintendent of Agencies Karl G. Gumm. 

The basic philosophy of the manual 
centers on the company’s special five- 
point programming procedure whose 
value has been established as a method 
of giving professional underwriting serv- 
ice in solving protection and retirement 
problems. It is arranged in loose-leaf 
form so that it may easily be kept on 
a current basis, with a table of contents 
and special divider tabs to facilitate 
location of material. 

The new manual is liberally sprinkled 
with illustrative material and it is excep- 
tionally well prepared to give the ca- 
reer underwriter fingertip information. 
It is bound in a rich-looking, flexible 
navy blue cover imprinted in gold. 

J. Edward Deutsch, former assistant 
superintendent of agencies who is now 
the company’s general agent at Roch- 
ester, N. Y., began the work on the 


Bimanual and it was completed by Direc- 


tor of Agents Training Kirtland J. Keve. 
Both men were assisted by Miss Irene 
F. Morgan, supervisor of sales aids. Mr. 
Gumm served as consultant. 





Combination Companies’ 


Asheville Conference 
Agency Management  Association’s 
Combination Companies Spring confer- 
ence was held this week at Asheville, 
C. with more than 130 agency offi- 
cers attending. Among the principal 
speakers were: Richard B. Evans, presi- 
dent Colonial Life of New Jersey; 
Holgar J. Johnson, president Institute 
ot Life Insurance; and Charles J. Zim- 
merman, associate managing director of 
the association, Malcolm C. Young, 
chairman of the Combination Companies 
ommittee and second vice president of 
John Hancock Mutual, presided. 
Am« ng others on the program were: 
B. Stevenson, executive vice presi- 
rent ational Life & Accident; Orville 
ri eal, vice president The Prudential; 
sah i Boyd, president Commonwealth; 
. A. Furbush, vice president American 
os H. C. E. Johnson, president 
Mtersiate Life & Accident; Donald E. 
pinch, assistant director, Institutional 
Wart ns Division of the association; 
; ee H. Saitta, vice president Penin- 
= ar; Walter S. J. Shepherd, second 
ice p esident Metropolitan. 
ae ‘TS who were heard were: Frank 
—" ‘ord, president Liberty National, 
mingham; Harry P. Anderson, vice 


President Life of Va.; William J. Ham- 


ick, 


vice president Gulf Life, 





Gotham Group of LAA 
To Meet Here on May 17 


A luncheon meeting of the Gotham 
Group of the Life Advertisers’ Associa- 
tion will be held here May 17, William 
S. Weier, CLU, assistant director of 
advertising and publications, The Pru- 


dential, and general chairman of the 
meeting, announced. The meeting will 
be addressed by Weston Smith, execu- 
tive vice president of the Financial 


World. 


Mr. Smith, originator of the Financial 
World’s awards for outstanding annual 
reports, will discuss the importance of 
these reports in public relations pro- 
grams. He is expected to illustrate his 
talk with examples of life insurance 
company reports. 

Following a round table discussion on 
the subject of annual reports to policy- 
holders, those attending will make a tour 
of the new home office building now 
occupied by Mutual Life of New York. 
















National Life Man Speaker 

Addressing the National Association 
of Mutual Savings Banks in New York 
last week, Peter Giuliani, attorney of Na- 
tional Life of Vermont, told the bankers 
they would be well advised to insist on 
title insurance in connection in connec- 
tion with mortgage loans, “thus assuring 
yourselves that the borrower is in fact 


the owner of the security and the mort- 
gage offered you a valid and enforceable 
first lien.” 














Of course, Junior wasn’t exactly prompt 
getting home from his date. But in 
Junior’s case the offense involves only 
an hour or so. In your case, Dad, the 
oversight is a matter of years. 


So let’s talk about the date you've 
got—the date with that time in your 
life when your earning power won't be 
running on all cylinders. The tough 
part about this situation is that al- 
though earning power decreases, re- 
sponsibilities are always with us—if 
not the responsibility of providing for 
our children, then the responsibility of 
providing for ourselves. 


Nobody wants to be a burden. No- 
body has to be a burden thanks to 


You’re the one who’s late, Dad! 


Union Central’s Retirement Income 
Policy—a policy designed to make the 
later years of life as full and as satisfy- 
ing as those you are enjoying now. 


Yes, a Retirement Income Policy puts 
YOU first. That’s why the inclination 
is to put it off. You figure your Life 
Insurance will take care of most con- 
tingencies. And so it will — but it 
doesn’t provide adequate income for 
your retirement. It doesn’t make up 
for the regular monthly checks which 
can begin to arrive as soon as you 
reach the age of 55, 60, 65 or 70— 
whichever you choose. And here is an- 
other advantage of a Union Central 
Retirement Income Policy: In case of 
your death, your beneficiary will re- 
ceive the face amount of the policy or 


The Union Central Life Insurance Company 
CINCINNATI, OHIO 















the cash value . . . whichever is larger. 


So don’t put off enjoying the sense 
of security which a Union Central Re- 
tirement Income Policy can give you. 
Remember, the longer you wait, the 
more expensive such a policy becomes. 
So don’t be late, Dad! Plan to see your 
Union Central Agent soon. 


oc 2 2 * 


Your Union Central Agent has a 
plan to meet every life insurance need. 
He has contracts ranging from Non- 
Convertible Term, the lowest premium 
policy of all, to Single Premium En- 
dowmnient, the highest. Through these 
modern, liberal policies, he can provide 
the finest possible life insurance cov- 
erage for applicants from birth to age 
65, inclusive. 
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Joy Williams, daughter of Mrs. Ed- 
ward Barnes of Life, Time and Fortune, 
and Robert J. Williams of Toronto, for- 
mer insurance man, was married on Sat- 
urday afternoon to Michael Martin 
3rown of this city at Protestant Epis- 
copal Church of the Epiphany. Her sis- 
ter, Mrs. Bruce R. Heinzen, wife of a 
captain in the Medical Corps, U.S.A.F., 
was a bridal attendant. 

Mrs. Brown, after attending Profes- 
sional Childrens School and the School 
of American Ballet, has danced with 
outstanding ballet companies in this 
country, Europe and Mexico, attracting 
unusually favorable attention because of 
her beauty, grace and charm. She was 
a charter member of the Wendy Club, 
consisting of daughters of insurance 
men, including daughters of George Wil- 
lard Smith, president of New England 
Mutual; Malcolm Adam, president of 
Penn Mutual Life; and R. R. Louns- 
bury, president, Bankers National Life. 
Another member is the daughter of R. 
Leighton Foster, general counsel of 
Canadian Life Insurance Officers Asso- 


ciation. Her father is Colonel Robert 
Williams, formerly a colonel in British 
Army and who while in the insurance 
business was with Union Central Life at 
the home office in Cincinnati, and with 
the Prudential Insurance Co. of Amer- 
ica in Toronto. 

Mr. Brown, who attended University 
of Texas and University of Virginia, 
and is a member of Phi Beta Kappa, is a 
song composer and pianist, well known 
in the entertainment world. 





The Dallas insurance fraternity, in- 
cluding the Dallas Association of Life 
Underwriters, played an important role 
in making the 1950 Cancer Crusade 
there on May 2 a big success. Prizes 
for tops in organizing the campaign 
went to A, R. Jaqua, Bill Waldman, 
Mortimer Buckley, Buck -Bailey, Gordon 
Durden, Ed Choice, A. R. Dalchau, Thad 
Childre, Lloyd Miller, P. H. Huffstetler 
and J. Howard Ardrey. 

More than 500 workers ate at the 
Cancer Control Day Breakfast on April 
20. The group brought in $20,000 by 
nightfall. Chairman of Cancer Control 
Day was Bill Orman. 





Allan Jackson was recently assigned 
by CBS to the Metropolitan Life spon- 
sored evening news broadcast under a 
rearrangement by CBS of the news as- 


Alfred E. Dahiheim 
MRS: MICHAEL MARTIN BROWN 


signments. Recently, he visited the home 
office of Metropolitan Life, and, after 
a luncheon with James L. Madden, 
second vice president in charge of adver- 
tising, and other officers, was taken on 
a tour of offices during which he met 
Arthur W. Geist, commander of the 
company’s American Legion post of 
1,000 members. Upon invitation he at- 
tended the post’s monthly meeting. A 
direct line and broadcasting facilities 
were set up in the meeting room and 
Jackson made a broadcast from there 
with members of the post as a studio 
audience. 





Uncle Francis. 





Regional Group Supervisor 


Robert’ F. Sears, who has been re- 
gional Group supervisor for Travelers 
at Philadelphia since 1936 has been pro- 
moted and appointed a superintendent 
of Group sales, life, accident and Group 
agency department at the home office. 

He has been with Travelers since 1926 
when he joined the Group service de- 
partment. He was appointed a field as- 
sistant at Chicago in 1927 and assistant 
manager there in 1931. Mr. Sears trans- 


ferred to Pittsburgh as district Group: 


supervisor in 1932 and served in a simi- 
lar capacity at Detroit, prior to his 
move to Philadelphia. Mr. Sears is a 
native of Woodsfield, Ohio, and was 
graduated from Ohio State University. 





Cornett on Increasing 
Life and A. & H. Sales 


TALKS TO MANAGEMENT GROUP 








Says Company Considers Sickness and 
Accident Keystone to Program With 
Life Training to Follow 





What can be done to increase life in- 
surance sales along with sickness and 
accident sales was the theme of the ad- 
dress delivered by W. B. Cornett, first 
vice president, Loyal Protective Life 
Insurance Co., before the spring acci- 
dent and health conference of the Life 
Insurance Management Association in 
Chicago, recently. 

At the outset, Mr. Cornett observed 
that the Government often is looked 
upon as an aggressive force intervening 
in business affairs but it is his thought 
that the Government is “at least a 
rather passive institution which will fill 
the vacuum when private enterprise does 
not do an adequate job.” 

The program of his own company, de- 
signed to increase life sales through the 
medium of its sickness and accident 
sales force was described by Mr. Cor- 
nett, who said: 

Guide Field Representatives 

“We have worked out a carefully de- 
veloped program designed to assist and 
guide our field representatives in becom- 
ing specialists in providing complete 
personal protection, and thus serve thé 
public well—on a career basis. The key- 
stone around which we have built our 
program is the sickness and accident 
contract. Our philosophy is that income 
in event of sickness or accident is pri- 
mary protection.” 

Mr. Cornett said that because it is 
easier to build the right new attitude 
than to correct a wrong one, “we prefer 
to hire inexperienced men for a career 
with us.” 

He continued: “By adding life insur- 
ance to our line of contracts we made 
it possible for our men on the firing 
line to render complete personal protec- 
tion to the people in their community. 
With our sickness and accident policies, 
they provide protection against the liv- 
ing death caused by sickness and acci- 
dent. Through life insurance they pro- 
vide protection against the economic 
death of dying too soon or living too 
long. Thus, our representatives are 
equipped to protect the people in their 
community against the three greatest 
economic hazards which threaten every 
one of us. 

Man in Field Must Follow Through 

“But the process of manufacturing 
these products and making them avail- 
able to our representatives is quite dif- 
ferent from getting men in the field to 
follow through in a way which serves 
the public best without doing damage to 
themselves. We would be doing no one 
justice if we took a highly successful 





The Curtains Are Always Open 


On stage at our Boca Raton Convention was a new 
package plan... The Security Mutual Accumulator. 





This combination of Life Insurance and Disability 


Protection has been proved worthy in a field test. 
Agents receive special training in the plan and learn 
how to make it work for them. It does work, too! 


“SECURITY MUTUAL LIFE INSURANCE CO., Binghamton, New York 
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FAMILY SECURITY 


Boston Mutual Programs are 
created from our Modern Policy 
Series with the same professional 


skill and care that fashioned this 
Colonial Sign. 


JAY R. BENTON, President 
Boston, Mass, 








sickness and accident salesman and 
turned him into a mediocre life insur. 
ance man. I could not kid myself into 
believing that we are serving the public 
better if our life insurance sales in- 
creased at the expense of our accident 
and sickness sales. Yet there is a very 
real and practical danger of doing just 
that: 

Mr. Cornett said his company strives 
for equal balance between life insur- 
ance and accident and sickness but this 
is not always easy to achieve because a 
tendency to push the new product out 
of proportion to the old may develop. 
His company seeks first to give a new 
man thorough sickness and _ accident 
training; he is expected to specialize 
in sickness and accident insurance and 
is given minimum life information. After 
he has been in the sickness and acci- 
dent field for a period of six months, 
Mr. Cornett said, he is invited to at- 
tend the life insurance school where he 
is led through the same six steps which 
he took in the accident and sickness and 
accident school. These steps were sun- 
marized by Mr. Cornett as follows: 


Summarizes Six Steps 

“Step number one is knowledge of the 
business, which takes the mystery ou! 
of life insurance and builds confidence 
in the representative’s ability to give 
simple and intelligent answers to ques: 
tions about life insurance. 

“Step number two is prospecting, and 
here he learns what makes a good lie 
insurance prospect, how to develop: 4 
‘nose for prospects’ and to sense life in- 
surance situations. 

“Step number three are the sales 
stories which have been given the acid 
test of field use. These take him 
through the complete process: the ap 
proach, the presentation, the tailor-made 
proposal, through the closes (he is givet 
four different closes) and all the way 
through the application. 


Learns to Handle Excuses 


“The next step, number four, shows 
him how to handle excuses so that they 
will not throw him off the track, but 
how to meet them to best advantage ™ 
completing the sale, 

“In our fifth step we go into time col 
trol and its close relationship to quality 
prospecting, to dollar control, and to his 
progress in the business. : 

“The last, step number six, is building 
a renewal income. Here we show whal 
following the sales success formula 
means to him in rendering greater ser 
ice, in obtaining security for himself and 
his family and in winning the success he 
desires. He learns how to tie life insu 
ance selling in with his daily work habits 
without interfering with his regular 
sickness and accident selling.” 
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Institute of Actuaries 

















is are 
Policy 
sional 
d this 


resident 
Mass, 







F, A. A. MENZLER 





nan and 
fe insur- 
‘Self into F. A. A. Menzler, newly elected presi- 
he public HM dent of the British Institute of Actu- 
sales in- MMM aries, who succeeds Sir George Maddox, 
accident MM was originally in the British Civil Serv- 
Sa very MM ice. While in the Government’s actu- 
Jing Just MF ary’s department he was secretary of the 
permanent consultative committee on 
y Strives MM official statistics and was a member of 
e insur- MM the statistical committee of the Medi- 
but this MH cal Research Council. He was also a 
ecause afm member of the National Whitley Council 
duct out MM for the Civil Service as representative 
develop. J of the Institution of Professional Civil 
e a newMme Servants, of which he was chairman. 
accident He resigned from the Civil Service 
pecialize fm in 1929 to take an appointment in the 
nce andi personal office of Lord Ashfield, then 
n, After fe chairman of the Underground Group of 
nd acci- Companies. In 1930 he was appointed 
months, |e actuary to the Group and later to the 
1 to at- London Passenger Transport Board, a 
here he [Me position he held until he was made chief 
.s which fe financial officer of the board in 1939. He 
1ess and fe Decame London Transport’s first chief 
re sum- (ae development ‘and research officer when 
Ws: the post was created in 1945. In the 
same year he was appointed chairman 
of the Special Advisory Committee to 
e of the HP the Standing Joint Committee of the 
ery out Main Line Railways and the London 
ifidence HM Passenger Transport Board which was 


to give MM set up under the London Passenger 





O ques- Transport Act of 1933. 

} Mr. Menzler is a Bachelor of Science 
ng, and (London), a Fellow of the Institute of 
vod life Actuaries, a Fellow of the Royal Statis- 
‘elop: a tical Society and a Member of the 
Bite ie Institute of Transport. He was also a 

member of the statistical committee to 
— advise the Royal Commission on Popula- 
= pee tion, 
e him 
he ap- ° 
ae A. L. Soule, Jr., Acting Mgr. 
5 given New England Mutual Life announces 
le way that A. Lee Soule, Jr., cashier of the 


New Orleans agency for 27 years, has 
been appointed acting manager. He suc- 
; ceeds Wilson Williams, who, until his 
shows death, was dean of the company’s gen- 


t they eral agents and head of the Louisiana 

k, but agency for 38 years. 

‘age in Thomas C. “Nicholls, Ne, CEU a 
graduite of Loyola of the South with 

e coll an LIB. degree from Tulane, has been 

quality name: director of training. He has been 





to his assoc.ted with the company for the 
Dast years and is currently a mem- 
silding ber oi: the Quarter Million Club, New 
- what Englad Mutual’s honorary organiza- 
mula tion ©! outstanding fieldmen. 
- serv: 
If and WITH AETNA LIFE 40 YEARS 
ess he Lawrence H. House, general agent of 
insut- Aetna Life’s Utica office, was enter- 
habits ‘ained by about 40 company associates 
eg ular in the Yahundasis Golf Club, Utica, 


vers in observance of his 40th anni- 
‘tsary with the company. 





Atlantic Life’s Fiftieth Year 


Atlantic Life of Richmond, Va, 
president of which is Robert V. 
Hatcher, this month begins the cele- 
bration of its fiftieth anniversary 
The company has more than $57,000,000 
in assets and more than $206,000,000 in 
insurance in force. In its mortgage loan 
and real estate department the com- 
pany at the end of 1949 owned 3,288 
separate mortgage loans for $27,200,000; 
investment real estate under long-term 
lease valued at $1,737,000, and other real 
estate, including its home office build- 
ing valued at $585,000. In its investment 
department the company owns _ bonds 
and stocks valued at nearly $22,000,000. 
Among the bond holdings are those of 
51 electric power, telephone, gas, transit 
and water companies, 8 railroad compa- 
nies and 46 industrial corporations. 
Stocks are owned in a total of 60 busi- 
ness enterprises. 


Has Disbursed $80,000,000 


Since the company’s organization it 
has paid to insured and _ beneficiaries 
more than $80,000,000. It has 42 branch 
offices. The company’s field organiza- 
tion increased its production 4% over 
1948. 

Among its officers are Coleman A. 
Hunter, executive vice president; Clif- 
ton M. Miller, Jr., and E. Lynn Gordon, 
vice presidents, and Charles W. Phil- 
lips, vice president and superintendent 
of agencies. Other officers are H. Ken- 
dall Bache, Jr., secretary; George A. 
Shuman, treasurer; Adolphus B. Scott, 
general counsel; Paul C. Moore, actu- 
ary; David E. Fortna, associate ac- 
tuary; Montgomery M. Blair, assistant 
vice president; Cullen Pitt, medical di- 
rector; Robert W. Corstaphney, attor- 
ney; Alton C. Griffith, assistant secre- 














ROBERT V. HATCHER 


tary and cashier; Robert B. Rawles, 
assistant secretary; H. Ernest Owen, 
assistant treasurer; James W. Childrey, 
agency secretary; Frank H. Lansinger, 
agency supervisor. 





FREDERIC BROOKFIELD DEAD 

Frederic Brookfield, 49, assistant man- 
ager of John Hancock in Syracuse, N. Y., 
died last week after a long illness. He 
had been associated with the company 
for 17 years and was a member of the 
Life Underwriters Association of New 
York State. 





HE STRENGTH AND CHARACTER 
of the Sun Life Assurance Company 
of Canada reflect the approval of 
one and a half million 


policyholders the world over and the 


public confidence in the sound principles 


HEAD OFFICE + SUN LIFE ASSURANCE 





of service on which 


the Company is founded 


COMPANY OF CANADA + MONTREAL 





William A. Holman, Jr. Dead 


William H. Holman, Jr., 53, general 
agent, Connecticut Mutual Life, 17 East 
Forty-second Street, New York City, 
died on Wednesday. In 1925 he went 
with Equitable in Baltimore. He came 
to New York in 1938 with the Connecti- 
cut Mutual and was made general agent 
in 1943. A son, William A., III, is with 
the Holman general agency. 


MATTHEW P. GAUER DIES 
Matthew P. Gauer, 57, veteran life 
insurance agent at Dubuque, Ia., died 
unexpectedly at his home recently.. He 
had been associated with The Prudential 
at Dubuque for the past 29 years. 

































Meet EVERY Accident 
& Health Need... 


. . . from United States Life’s 
portfolio. All standard types of 
Accident & Health and Life 
policies available, as well as a 
great variety of unusual policies. 
For example... 

Hospitalization for Individuals 

and Families 
2-year Non-confining Sickness 


Lifetime accident coverage for 


hazardous occupations 


Worldwide Travel-Accident 


coverage 


Medical expense coverage for 
College Student groups 





Prompt cheerful service on all 


claims. 
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T. J. ROSS ON PUBLIC RELATIONS 

T. J. Ross, senior partner of Ivy Lee 
and T. J. Ross, one of the outstanding 
men in the field of public relations, 
was one of the lecturers in a series en- 
titled, “Public Relations and the Ameri- 
can Scene,” held under the chairmanship 
of Dr. Benjamin Fine, education editor, 
New York Times, at the New School of 
Social Research. 

The long career of Mr. Ross in this 
field has given him some strong, defi- 
nite ideas of its operation in order that 
they be successful. He told what these 
ideas are. A summary of them follows: 


To be competent and do its job the 
public relations department should have 
proper understanding of its function and 
importance to top 
throughout the 


recognition of its 
management. Persons 
organization must have respect for what 
people think outside as well as inside 
the company or industry, No such de- 
partment can function properly unless 
it is consulted before things are done 
instead of afterwards. Publicity cannot 
be expected to substitute for corrective 
action where correction is needed. The 
department cannot function effectively 
if other departments have more to say 
than the public relations department 
about what is good or bad public rela- 
tions. (This does not mean executive 
decisions or technical or legal aspects.) 

No public relations department is good 
unless the company management is will- 
ing to stand on its own feet, to speak 
its own piece, and not expect others “to 
pull its chestnuts out of the fire.” The 
department must be encouraged to speak 
frankly. It can do no lasting good un- 
less it is realized in good times and bad 
that the building and maintenance of 
public good will call for continuing ef- 
fort. If business is to be believed, to 
be trusted, to be credited with good 
acts and intentions it must do a continu- 
ous job. 


“Sensible business men know that a 
corporation management can_ scarcely 
expect to achieve the status of being 
beloved by anybody, either by its em- 
ployes, its stockholders or the public at 
large,” said Mr. Ross. “It is not too 
much, however, for them to expect to 
be understood. And they recognize that 
to be understood, they must likewise 
understand. * * * So long as this remains 
a free society, public relations will serve 


by being aware of changes, by helping 
to bring about those that are wholesome, 
by having convictions and courage, by 
helping principals to arrive at sound de- 
cisions and to disseminate truthful and 
accurate information about the actions 
resulting from these decisions.” 





WOMEN AS BUYERS OF 
LIFE INSURANCE 


Because financial responsibilities of 
women are growing, there are more 
women employed than ever, and they 
are looking forward to retirement in- 
come for themselves a greater amount 
of life insurance was purchased by them 
last year than in any single year. Insti- 
tute of Life Insurance says it amounted 
to $3,700 billion dollars. The women 
own a round 40 billion dollars of life 
insurance which is approximately one- 
fifth of all life insurance in the United 
States. 

It is only within the last generation 
that women have bought Ordinary life 
insurance to a large extent. A wide 
ownership of this kind of insurance 
spells a greater interest in adequate life 
insurance programs for their own retire- 
ment and a greater interest in more 
financial protection for their families, 
is the Institute’s view. 


During 1949 women once again bought 
more weekly premium life insurance 
than men, purchasing $1,800 billion. This 
kind of insurance has always numbered 
many millions of women among its own- 
ers, and women today have almost one- 
half of all weekly premium insurance. 

An interesting development in life in- 
surance ownership is the growth in the 
number of women covered by Group 
life. This is natural in view of the large 
number of women employed in large 
industrial plants. 


* %* * 


Beverly Odessa Smith, daughter of 
Ralph W. Smith, president, Unity Mu- 
tual Life & Accident, was married re- 
cently to James Lowell McAdam, Jr., 
in a candle light service in the Pasadena 
Presbyterian Church. Many guests 
were in attendance at the ceremony and 
the reception at the home of the bride’s 


parents. 
ee 


Maurice S. Tabor, Buffalg insurance 
executive, has been appointed treasurer 
of the Community Chest of Buffalo and 
Erie County for the fall campaign. 





JARVIS W. MASON 


Jarvis Woolverton Mason, well known 
in insurance advertising circles, who is 
vice president of the Hartford adver- 
tising agency of Wilson, Haight & 
Welch, Inc., has completed 25 *years in 
the insurance business. His career start- 
ed in American Surety’s home office 
followed by further bonding experience 
with the Sun Indemnity. He then formed 
his own insurance agency in Mt. Ver- 
non, N. Y., which represented the Trav- 
els. In 1928 he joined the Charles 
Austin Bates Advertising Agency and 
handled insurance accounts. Three years 
later he became advertising manager of 
London Assurance, resigning in 1937 to 
join National Fire of Hartford. His 
present connection began in 1942, and 
among the accounts he handles are the 
Connecticut Mutual and the Security of 
New Haven Group. In the fall Mr. 
Mason’s new book on “Insurance Adver- 
tising”’ will be published by Rough 


Notes Co. 
x ok x 


Charles P. Butler, who recently re- 
signed as executive vice president of 
the National Association of Insurance 
Agents, has opened law offices at 49 
Wall Street, New York City. 


* * * 


Edith Radclyffe Dulles, daughter of 
William Winslow Dulles, Riverdale, N. 
Y., and of Mrs. Nathaniel F. Glidden, 
Jr., Englewood, N. J., and Peter LeRoy 
Sylvester, son of Mrs. Horace Clapp 
Sylvester, Caldwell, N. J., and the late 
Mr. Sylvester, were married in River- 
dale Presbyterian Church, May 6. The 
bride was graduated from Riverdale 
Country School for Girls and from Ben- 
nington College. Mr. Sylvester .is a 
graduate of Lawrenceville School and 
Williams College and is a member of 
Zeta Psi fraternity. He served in the 
Navy in the Pacific during the war. He 
is with the Royal Insurance Co., has 
jist completed the home office special 


agents’ training course and will soon be’ 


assigned to the field. 
* * x 


Oliver M. Whipple, financial vice 
president, Mutual Life of New York, has 
been elected to the advisory board of 
the Rockefeller Centre office of Chemi- 
cal Bank & Trust Co., New York City. 


‘a oe 


Ernest C. Steefel, international lawyer 
who has made many studies of insur- 
ance abroad for clients, and also has 
had an association with the State De- 
partment, has moved his office to 52 
Wall Street, New York. 





JOHN M. HANCOCK 


John M. Hancock, partner of Lehman 
Brothers, New York investment house, 
and a director of John Hancock Mutual 
Life, has been elected chairman of the 
board of directors of Lever Brothers Co, 
one of largest makers of soap, dental 
creams and similar products. As a mem- 
ber of the War Resources Board he 
was associated with Bernard M. Baruch 
in preparation of a survey of the rubber 
industry, and was a member of the ad- 
visory unit of the Office of War 
Mobilization for War and_ Post-war 
Adjustment Policies. He was alternate 
of Mr. Baruch as a member of the 
U. S. delegation to the United Nations 
Atomic Energy Commission for 1%4f, 
He is a director of a score of leading 
U. S. corporations. 


* o * 


Fred S. North of Binghamton, N. Y, 
who has represented Employers’ Lia- 
bility there for many years, and Mrs. 
North, will sail May 16 on the “Queen 
Elizabeth” for a two months’ trip abroad 
Their itinerary includes London where 
they will visit the Employer’s head of- 
fice; Brussels, Interlaken, Oberammer 
gau where they will see the “Passion 
Play,” Italy and Paris. They will return 
home on the. “Queen Mary” in July. 


* * * 


United States Senator Homer E. Cape- 
hart of Indiana will open the convention 
of National Association of Mutual In- 
surance Agents at Virginia Beach, Va, 
May 15. He will discuss democracy % 
the nation’s greatest asset. Fxecutit 
secretary of the association is Philip |. 
Baldwin. One of the subjects to be dis 
cussed at the convention is the associ 
tion’s “All-Risk” dwelling insurance 
policy. 

ie ee 


Gale F. Johnston, former vice pres 
dent of Metropolitan Life, addressed the 
annual public relations luncheon of. the 
Dallas Association of Life Underwriters 
last week. Mr. Johnston, who had beet 
associated with Metropolitan Life, 1 
20 years, is president and a_ directo! 
of Mercantile-Commerce Bank of St 


Louis. 
a, ae 


James T. Phillips, vice president, !" 
charge of underwriting, New York Lite, 
has an article in the current Nylic Re 
view, agency publication of the com 
pany, describing the numerical rating 
system used by the New York Lifes 
underwriting department. 
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250 in Travelers’ Employes Show; 
13,000 Attend 


A big success was scored by the Trav- 
elers Men’s and Girls’ Clubs in the stag- 
ing of “The Time Is Now,” the third 
annual all-employe show, which was held 
for four nights, May 2 to 5 inclusive, 
at the Bushnell Memorial Hall, Hartford. 
It was attended by 13,000 people. Two 
previous hits of the clubs were “TIC 
Jamboree” and “Love Is the Best Insur- 
ance.” ~ 

The cast of “The Time Is Now,” a 
musical revue, numbered more than 250. 
It was produced under the direction of 
C. Davis Calkins, chairman of the pro- 
duction committee, whose advisory staff 
consisted of William F. Byrnes, F. Ken- 
neth Broderick and John W. Tierney, 
the latter a member of the Travelers’ 
publicity department. 

In a foreword of the program souvenir 
booklet prepared for the show Jesse W. 
Randall, president of The Travelers 
Companies, expressed his pride that the 
cast of “The Time Is Now” had “given 
so generously of their time and talent 
for the entertainment of the Travelers 
family.” Each production, said Mr. Ran- 
dall, “proves the point of my favorite 
slogan, ‘anything we do, we can do 
better’ ” =. 

Eight original songs, written by Trav- 
elers employes, highlighted the musical 
background of the production. Five 
dance lines combined choreography and 
beauty in a number of clever routines. 
Participants in the rhumba group are 
shown on this page. In addition, two 
hilarious comedy skits provided the fun, 
always a highspot in the Travelers’ an- 
nual shows. 


After weeks of preparation and re- 
hearsal, “The Time Is Now” in its fin- 
ished state centered around a tour of 
the entertainment world, featuring radio, 
television, motion pictures, vaudeville 
and burlesque. Dick Partridge, popular 
comedy favorite, paced the show as mas- 
ter of ceremonies. 

One feature of this show’s presenta- 
tion, which impressed me, was the care 
with which the program makers gave 
recognition in the souvenir booklet to 
all who helped in the success of the pro- 
duction, either on the stage, backstage 
or on publicity or ticket sales. Not over- 
looked were the home office supervisors 
“who arranged their daily schedules to 
permit show personnel to attend meet- 
ings.” More than 150 employes busied 
themselves with backstage assignments 
or committee jobs. 


* * * 


‘Credit and Finance School 


The fourth annual session of the 
Graduate School of Credit and Financial 
Management will open August 6 at 
Yartniouth College, Hanover, N. H. 
This sraduate school is sponsored jointly 
by the National Association of Credit 
Men ind the Credit Research Founda- 
tion, end is conducted in close coopera- 
ton with Dartmouth’s Amos Tuck 
Schoo! of Business Administration. 














Dinner to Jesse S. Phillips 


Jesse S. Phillips, who recently retired 
as chairman of the Great American In- 
demnity, with which company he had 
been since organization and whose key 
executives he selected when it got under 
way, was guest of honor at a dinner the 
others night attended by many officers 
and directors of the Great American 
Group of insurance companies. Toast- 
master was G. F. Michelbacher, presi- 
dent of Great American Indemnity. Af- 
fair was held in the Waldorf Astoria 
Hotel. 

One of the most felicitous features of 
the occasion was the presence and talk 
of Harvey Wells, a member of the Ore- 
gon legislature who is a director of 
Great American Indemnity and also is 
general agent of the company in Port- 
land, Ore. Mr. Wells is a former Insur- 
ance Commissioner of his state and 
while a member of the Commissioners 
association he seconded the nomination 
of Mr. Phillips as president of the Com- 
missioners. 

The speakers discussed different pe- 
riods or facets of Mr. Phillips career. 
William H. Koop, chairman of executive 
committee of companies in Great Amer- 
ican Group, told how Mr. Phillips joined 
the organization. While the Great Amer- 
ican Fire was considering the advisabil- 
ity of starting a casualty affiliate it was 
decided, said Mr. Koop, that two of its 
executives should call on prominent 
agents of the company for the purpose 
of ascertaining their views, also sound- 
ing them out on what type of man they 
thought should be selected for presi- 





dent. The men who made the trip were 
the late Charles G. Smith, then presi- 
dent of Great American Fire, and Mr. 
Koop, then vice president. They quickly 
found that the launching of such a com- 
pany by Great American would be wel- 
comed by the agents. Consensus of 
opinion was that the man they would 
like to see as president was one with a 
national. reputation in the insurance in- 
dustry, well-respected throughout insur- 
ance, who had exxecutive ability, and, at 
the same time, was in a position to 
know what kind of assitants possessing 
the necessary technical equipment should 
be selected. Mr. Phillips, then manager 
of the old National Bureau of Casualty 
and Surety Underwriters, in which post 
he had made a great success, appeared 
to be the man for the job. Two of the 
Great American’s directors were the late 
General Samuel McRoberts, noted in the 
banking field of New York, and Earl 
D. Babst, now chairman of American 
Sugar Refining Co., and still a director. 
McRoberts and Babst had been in Uni- 
versity of Michigan Law School when 
Phillips was there and knew him well. 
They heartily approved of such an ap- 
pointment. 

Among others speaking at the Wal- 
dorf- Astoria dinner were Daniel R. 
Ackerman, chairman of the board of 
Great American fire companies; John 
C. Evans, president of the fire com- 
panies; William J. Ahearn, executive 
vice president of the Great American 
Indemnity, and these directors: Percy 
H. Johnston, chairman of executive com- 
mittee, Chemical Bank and Trust Co. 
and a director of New York Life; Ar- 
thur O. Choate, Clark, Dodge & Co., 
a New York investment house; and Mr. 
Wells. The latter was one of the agents 
of Great American Fire when Messrs. 
Smith and Koop called on him in Port- 
land on their fact-finding country-wide 
trip already mentioned. 

During the evening Mr. Phillips was 
given a television set, gift of the offi- 
cers and directors. Asked if it were true 
that he is 79 years old, he said: “No 
use denying it. You can find the date 
of my birth on the record in the small 
up-state New York town where | first 
saw the light of day.” 

on eer SS 


Swedish Insurance Society 

The Swedish Insurance Society, which 
is ¢elebrating its 75th anniversary, has 
published an elaborately illustrated book 
chiefly devoted to the Society’s educa- 
tional and public relations activities. It 
was complied by Ake Grenholm, editor 
of the Swedish insurance journal, 
“Gjallarhornet.” 


Chairman of the Society from 1903- 





Rhumba _ Line 


in Travelers Show 





Seated are Ida Lopes and Beverly Taskar. Second row, left to right, are Laura 


Lopes, Geraldine Kess, Pauline Conti, 


Arlene Buhrer, Carolyn Nelson, Jean 


Cermola, Claire Whitehouse and Mary Giannotti. 


1931 was Sven Palme, then head of the 
Thulia Insurance Co. and known as 
“The Grand Old Man of Sweden.” The 
Society started insurance courses for 
both the indoor and outdoor staffs of 
companies under the chairmanship of 
Paul Bergholm. Interest in the lectures 
became so pronounced that in 1948 they 
were heard by more than 1,000 persons. 
The Society in addition to its school 
also publishes a series of handbooks 
dealing with the various branches of in- 
surance. 

In 1929 a chair in insurance -mathe- 
matics was established in the Stockhoim 
University in honor of Professor Harald 
Cramer. In 1920 an insurance news 
agency was established which has re- 
sulted in more than 300 articles being 
published in the press. This news agency 
was later converted into a public rela- 
tions bureau of the Society and it has 
been distributing many insurance arti- 
cles. It has been particularly active in 
refuting critics of insurance. This bu- 
reau arranged for several courses for 
newspaper men representing 107 dif- 
ferent publications. Course have also 
been arranged for school teachers. More 
than 1,000 lectures have been given in 
colleges and before such organizations 
as women’s federations and farm 
schools, 

Insurance institutional advertising and 
exhibitions are part of the Bureau’s 
programs and it has distributed many 
booklets and folders, 

For various reasons it was agreed in 
1948 between the Society and the As- 
sociation of Insurance Companies of 
Sweden that the latter should take over 
the work heretofore performed by the 
3ureau. 

The Swedish Society, along with those 
of Denmark, Norway and Finland, have 
commenced publishing a joint quarterly 
called The Nordic Insurance Review, 
editor of which is Paul Bergholm. 

Since 1947 chairman of the Swedish 
Insurance Society has been William 
Hemberg and its secretary since 1936 
is Frits Borje. 

* * * 
Clement on R. R. Situation 


In a talk before the San Francisco 
Chamber of Commerce M. W. Clement 
of the Pennsylvania Railroad voiced the 
conviction that sensible regulation per- 
mitting greater freedom of operations 
is an essential not only to the progress 
of the railroad industry, but to its sur- 
vival. He said that the Pennsylvania 
Railroad and the New York Central 
together in 1949 lost about $40,000,000 
in handling the U. S. mail which he 
said was enough to pay the air-mail 
subsidy. Continuing he said: 

“The railroads, in other words, sub- 
sidize the Government and the Govern- 
ment subsidizes our competition. Then, 
under subsidy, our competitors charge 
less for their service, and the railroads 
lose business. 

“The private automobile owner pays 
more than he should in gas taxes so 
that the big trucker can pay much less 
than he should. 

“The railroads want no subsidy. A 
rail subsidy could only mean Government 
control. Government control means Gov- 
ernment ownership, and that is socialism. 

“The constructive 
problem of their own. It is to reduce 
the cost of their production and thus 
to reduce the cost of their service. The 
upper limit of rail rates is fixed, not 
but 
decentralization 

transportation 


railroads have a 


only by competition more so by 
another condition—the 
of industry to avoid 
charges. The railroads produce nothing 
but service. They grew great through 
providing mass transportation in volume 
at low rates. Their future usefulness 


depends on the same thing.” 
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Aetna’s All-Risk Plan 
Described by Gentry 


SPEAKS TO GENERAL AGENTS 





Calls Auto Manufacturer’s Output Policy 
Test Run on Basic All Risk Idea; 
Obstacle Is Rating Procedure 





The evolution of the controversial au- 
tomobile manufacturer’s output policy of 
the Aetna Insurance Co. was described 
by Baxter Gentry, secretary of the 
Aetna, in his address before the annual 





BAXTER GENTRY 


meeting of the American Association of 
Managing General Agents at the Edge- 
water Gulf Hotel, Edgewater, Miss., 
May 8. His subject was “All-Risk De- 
velopments in Property Insurance.” 

Mr. Gentry said that Aetna has done 
much research and development on 
other all-risk forms, especially an all- 
risk householder’s policy which for some 
time has been ready for filing but de- 
cided to “hold back and make the ‘test 
run’ on the basic all-risk idea with 
the automobile manufacturer’s output 
policy.” 

Telescoping the coverages in this 
policy, Mr. Gentry said, already has ac- 
complished a great deal in the matter of 
savings to the company and offering the 
assured the ultimate in installment pay- 
ment privileges. He continued: 


Contingent on Simplified Rating 


“Realization of these potential sav- 
ings, however, was almost entirely con- 
tingent upon a simplified rating pro- 
cedure. Here, we sensed, was our great- 
est obstacle. We could count on the au- 
tomatic opposition of each of the exist- 
ing rating bureaus because a single com- 
posite rate would impinge upon the pre- 
rogative of each and every one. 

“The purpose of the rating bureaus, 
of course, is to establish the price for 
the coverages which the companies sell. 
Industry-wise, we had succeeded in get- 
ting in our own way. Obviously, the 
industry cannot afford to succumb to 
this condition and of course we would 
have done a disservice to the industry 
had we yielded to that condition. 

“We anticipated demands that obei- 
sance be paid to the past by using a 
combination of rates taken from the 
several different existing rating organ- 
izations with perhaps the Inland Marine 
Insurance Bureau asked to issue all-risk 
loadings. This was given long and 


(Continued on Page 30) 





Former Associates in N. Y. 
Dept. Hosts to T. C. Morrill 


In the Belmont Plaza Hotel here 
Monday night Thomag C. Morrill, who 
has left the excitement of Greater New 
York for the placid life of Bloomington, 
Ill, was given a farewell dinner by 
former associates at New York State 
Insurance Department where he was a 
Deputy Superintendent. He is now di- 
rector of research of the State Farm 
Mutual Automobile Insurance Co. 

The turnout was a large one, includ- 
ing numerous Deputies of Insurance, 
former Department men and a repre- 
sentative group from the insurance in- 
dustry. Superintendent Dineen was 
toastmaster and on the dais were Dep- 
uties A. J. Bohlinger, R. C. McCul- 
lough, W. F. Brooks, G. H. Kline, T. J. 
Calogero, and former Deputies Walter 
F. Martineau and Carl Typermass. The 
talks, averaging a minute each, were 
not of a type to make a guest of honor 
uncomfortable. 

Mr. Dineen said he had first met 
Tom Morrill when the latter, as a repre- 
sentative of Alfred M. Best Co., began 
calling once a week. Dineen became 
impressed by the intelligent interroga- 
tion he got at the hands of Morrill, 
his general characteristics also, so he 
finally decided to make him a Deputy. 
Later, he sent him to England on a 
mission and Morrill came back with a 
very intelligent report of happenings 
there in the insurance arena. 

There was considerable ribbing dur- 
ing the dinner of insurance newsmen. 
One editor present was the subject of 
the Superintendent’s ribbing because of 


LESLIE CALLS PA. HEARING 





Asks Representatives of All Insurers in 
State to Meet May 25 to Set Up AIll- 
Industry Recodification Committee 

Insurance Commissioner Artemas C. 
Leslie of Pennsylvania has called a 
meeting at Harrisburg, May 25, of rep- 
resentatives of all insurance companies 
operating in the state to discuss forma- 
tion of an all-industry committee to 
assist in the proposed recodification of 
Pennsylvania’s insurance laws. 

He called attention to the fact that 
the legislature on April 27, 1949, adopted 
a resolution directing the Joint State 
Government Commission to study and 
revise the insurance laws and report to 
the next regular session of the general 
assembly its findings and recommenda- 
tions, with such drafts of legislation 
necessary to carry the recommendations 
into effect. 

“In view of the size of the task of 
recodification,” he said, “I have called 
the above meeting with the thought that 
all segments of the insurance industry 
may be represented on a voluntary All- 
Industry Committee to aid the Joint 


State Government Commission and this . 


Department in such recodification.” 


es take COAST SURCHARGES 





: Purmort, president, Central 
Manufacturers’ Mutual Insurance Co., 
has advised California agents and 


brokers that it is discontinuing the sur- 
charges recommended by the Pacific 
Fire Rating Bureau. 





the editor’s continuous assault in his 
columns on the Superintendent which 
position had not been endorsed by a 
high court decision of this week. Mor- 
rill said the first day he entered the 
Department he saw an insurance editor 
working at a typewriting machine and 
acting as if he owned the place. Every- 
body, kidders and their targets, had a 
good time and Morrill was left in no 
doubt as to the high regard which his 
former confreres have for him. 





0 No: important insurance needs go unrecognized by 


property owners until it is too late to provide against 
loss. Agents of the Companies of the Royal Ex- 
change Group are furnished Insurance Analysis 
forms and other informative literature of value to 


the interest of their clients. 





ROYAL EXCHANGE ASSURANCE 
Edward W. Elwell, United States Manager 


11! JOHN STREET, NEW YORK 


Representation in Principal Cities of the United States 
and in Most Countries Throughout the World 





. The Royal Exchange established in 1720 is one of the oldest 
and strongest insurance institutions in the world. 
J known for its outstanding service to agents and insureds. 


Royal Exrhange Group 


It is 


PROVIDENT FIRE INSURANCE COMPANY 
THE STATE ASSURANCE COMPANY, LTD. 
CAR AND GENERAL INSURANCE CORP., LTD. 


FIRE & CASUALTY INSURANCE 
FIDELITY & SURETY BONDS 
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U.S. Supreme Court G ves 
Definition of “Trade” 


REAL ESTATE BOARDS ASE 
Highest Court Reverses Decisi:n of 
Lower Court; Holds Sherma:. 

Act Violated 








In an appeal by the Governmen: from 
a lower court decision, which lower 
court decision was that the defen jants 
the National Association of Real ‘state 
Boards, had not violated the Sh-rman 
Act, Mr. Justice Douglas of the U, § 
Supreme Court this week delivered an 
opinion reversing the judgment of the 
lower court, The Government had 
brought a civil action to enjoin the real 
estate boards from engaging in “a price 
fixing conspiracy.” 

One part of the decision by U, S, 
Supreme Court this week of particular 
interest to insurance men was the defini- 
tion given of “trade.” Justice Douglas 
said in part: 


The Critical Question 


“The critical question is whether the 
business of a real estate agent is in- 
cluded in the word ‘trade’ within the 
meaning of Section 3 of the Act. The 
District Court said not. It was of the 
view that where personal services are 
involved, a combination to fix the price 
or compensation is legal. It seemingly 
was influenced by the declaration in 
Section 6 of the Clayton Act, 38 Stat, 
731, 15 U. S. C. Section 17, that ‘the 
labor of a human being is not a com- 
modity or article of commerce... nor 
shall such (labor) organizations, or the 
members thereof, be held or construed 
to be illegal combinations or conspiracies 
in restraint of trade under the anti- 
trust laws.’ But we think it a miscon- 
ception to assimilate the services in- 
volved here to those of employes or to 
compare the present case to those in- 
volving the application of the anti-trust 
laws to labor unions.” 


After citing various decisions Justice 
Douglas said: “We do not have here 
any more than we did in (cites cases) 
—an aspect of the employe-employer 
relationship to which the anti-trust laws 
have made special concessions. 


“Members of the Washington board 
are entrepreneurs. Sorhe are individual 
proprietors; others are banks or corpo- 
rations. Some may have no employes; 
others have large staffs. But each is in 
business on his own. The fact that the 
business involves the sale of personal 
services rather than commodities does 
not take it out of the category of ‘trade’ 
within the meaning of Section 3 of the 
Act. The Act was aimed at combinations 
organized and directed to control the 
market by suppression of competition 
‘in the marketing of goods and services.’ 


“Justice Story in The Schooner 
Nymph, 18 Fed. Cas. 506, while con- 
struing the word ‘trade’ in the Coast- 
ing and Fishery Act of 1793, 1 Stat. 305, 
said: 

“‘The argument for the claimant insists, 
that “trade” is here used in its most restrictive 
sense, and as equivalent to traffic in goods, 
or buying and selling in commerce or exchange. 
But I am clearly of the opinion, that such is 
not the true sense of the word, as used in the 
32nd section. In the first place, the word 
“trade” is often, and indeed generally, u 
in a broader sense, as equivalent to occupation, 
employment, or business, whether manual or 
mercantile. Wherever any occupation, eimploy- 
ment, or business is carried on for tlie put- 
pose of profit, or gain, or a livelihood, not m 
the liberal arts or in the learned professions, 
it is constantly called a trade. Thus, we com: 
stantly speak of the art, mystery, or tride 0 
a housewright, a tailor, a blacksmith and 4 
shoemaker, though some of these may !:, an 
sometimes are, carried on without buy ng oF 
selling goods.’ ” 


GIBBS TO ADDRESS FIREMEN 

President Harry M. Gibbs, co: the 
Maryland, Delaware and District of Co- 
lumbia State Fire Prevention As:oc!a- 
tion, will address the convention «/ the 
Maryland State Firemen’s Association 
on June 21, in Ocean City, Md. Mr. 
Gibbs’ topic will be on town inspe: tions, 
with motion pictures illustrating thi> pro 
gram. 
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\y. Y. AGENTS’ NEW OFFICERS 


P:esident, Joseph A. Neumann, Ja- 
maica. 

Executive vice president, Emil T. 
Clauss, Buffalo. 

State National Director, Roy A. 
Duffus, Rochester (retiring president). 

Secretary-treasurer, J. Rose, 
Bufialo (reelected). 

Divectors: William A. Kleine, 
Bronxville; Albert D. Kahn, Pough- 
kee:sie; J. Edwin Fries, Jamaica; 
Raloh W. Johnson, Jamestown; 
Frank M. McDonough, Oswego; E. 
| Leo Spain, Glens Falls. 


—_ 














Neumann Authority on 
Disability Benefits Law 


JOSEPH A. NEUMANN 


Joseph A. Neumann, new president of 
the New York State Association of In- 
surance Agents, served for the past two 
years as executive vice president of the 
association. He is president of the 
George W. Flynn Co. agency at Jamaica, 
Long Island. As chairman of the pro- 
ducers’ liaison committee with the New 
York State Workmen’s Compensation 
Board and chairman pro tem of the 
policy forms subcommittee of the All- 
Industry committee on the New York 
State disability benefits law, he is well 
versed in matters pertaining to the new 
law and has been in demand as a 
speaker on the subject. 

Mr. Neumann entered the insurance 
business in 1926 as an agent in Bayside, 
N. Y. In 1932 he joined Crum & Forster 
as a fieldman in the suburban New York 
area and in 1943, he purchased the Flynn 
Co. which he has headed since that 
time. 

Prominent in agency organization 
work, Mr. Neumann served as director 
of the New York State Association and 
as a member of the executive committee 
and of many other committees before 
his clection in 1948 as executive vice 
Presilent. He is a director of the Ja- 
maica Chamber of Commerce and for a 
hum er of years was a member of the 
Querns County executive council, Boy 
Scouis of America. 





Claiiss Heads Buffalo Board 


Emil T. Clauss, Buffalo, new executive 

vice president of the New York State 
Ass tation of Insurance Agents, is an 
€xperienced organization man. He is 
Presiient of the Buffalo board. He 
ser\1 last year as a member of the 
executive committee and as a director of 
the New York State Association. 


Condemn Direct Serving of D BL; 
May Increase Classes of Membership 


Syracuse, N. Y., May 9—In line with 
the top-heavy agenda that the New York 
State Association of Insurance Agents 
crammed into the hectic two days of 
its 68th annual convention here today 
was the adoption of nine resolutions: 

1. The agents approved a student and 
adult driver educational program and 
asked the incoming administration to 
appoint a committee seeking coopera- 
tion of the New York State Motor 
Vehicle Bureau and suggesting arrival 
at a program that would be recognized 
by the bureau and the New York State 
Board of Regents as raising regulations 
required to qualify students seeking 
automobile: operators’ licenses; 

2. Fieldmen of the New York Fire 
Prevention Association were commended 
for outstanding work in community in- 
spections; 

3. Having previously recorded its op- 
position to deferred premium payments 
in connection with the term rule, the 
association will bring all such plans under 
supervision of the State Insurance De- 
partment to avoid discriminatory trade 
practices ; 

4. Opposition was recorded to social- 
ized medicine by either state or Federal 
program; 

5. It was not deemed necessary to 
attach diagrams to a daily farm report 
when the report says that the agent 
and the company have already filed and 
that no farm buildings are within 50 
feet of dwellings nor more than 500 
feet away; 

6. The association deplored deficit 
Federal Government spending and 
recommended the balancing of the 
Federal budget “for the promotion of 
the free enterprise system” ; 

7. Recommendation was made for the 
appointment of a committee to study 
additional classes of memberships which 
would include other producers of insur- 
ance “who might contribute their sup- 
port to the betterment of insurance serv- 
ice to the public”; 

8. Direct servicing of disability bene- 


Miss Donlon IIl 


Mary Donlon, chairman of the Work- 
men’s Compensation Board, New York 
State, was unable to give her scheduled 
address on the Disability Benefits Law 
—“A Challenge to Producers’—at the 
New York agents’ Syracuse convention 
as she is ill at Cornell Infirmary, Ithaca. 
Pat Merrick, public relations consultant 
of the Workmen’s Compensation Board, 
substituted for Miss Donlon. 








America Fore Party 


Frank S. Ennis, advertising manager 
of the America Fore Companies, was 
host at a cocktail party at the Hotel 
Syracuse following the final business 
session of the convention. This social 
event has long become one of the popu- 
lar fixtures of the meeting. 


Home Officials View Derby 


President Harold V. Smith, Executive 
Vice President Ivan Escott and Vice 
Presidents Kenneth H. Black and Her- 
bert A. Payne of the Home Insurance 
Co., were Derby Day guests in Louisville 
last week, of George Burks, of the Louis- 
ville agency of Hummel, Meyer & Burks. 








Bierwirth on Northern Board 

John E. Bierwirth, president of the 
National Distillers Products Corp. and 
former president of the New York 
Trust Co. has been elected to the 
board of directors of the Northern In- 
surance Co. of New York. 


fits coverage was condemned as con- 
trary to the best practices of an agent’s 
business and the companies were asked 
to rectify this condition; 

9. The Syracuse Underwriters ex- 
change was thanked for “its fine work 
in making this 68th annual meeting such 
an outstanding success.” 

John C. Weghorn, president of the 
Association of Local Agents of the City 
of New York, seconded the financing 
of premiums resolution, addressing the 
meeting from the floor in favoring 
“reasonable regulation by the State In- 
surance Department.” 

Registration of 802 from all classes 
was reported by President Duffus from 
the rostrum.. He said that this number 
is 200 more than attendance last year 
and the largest in the association’s his- 
tory. 

The London Assurance plaque for 
outstanding local board work in accident 
prevention, public relations and educa- 
tion was awarded to the Dutchess 
County Association. Charles D. Penna, 
general agent of the London Assurance, 
New York office, made the presentation 
speech, assisted by Andrew C. Treiber, 
Utica board, who is chairman of the 
London Assurance award committee for 
the New York Association. 

For Dutchess County, acceptance was 
made by Albert D. Kahn, local. board 
vice president, who subsequently was 
elected a director of the New York 
State Association. Frank L. Gardner 
Jr., Poughkeepsie, son of the late Frank 
L. Gardner, a past president ‘of both 
state and National associations, was 
brought to the platform in recognition 
of his work toward winning the London 
Assurance award. 

The state association voted to amend 
its by-laws so that one regional vice 
president would be selected from each 
district and chosen from the board of 
directors. This will raise the number of 
regional vice presidents from four to 
seven. 





Excelsior Gives Luncheon 


Now celebrating its 25th anniversary, 
the Excelsior of Syracuse provided its 
customary buffet luncheon for agents 
attending the meeting Tuesday noon at 
the Hotel Syracuse. Forrest H. Wit- 
meyer, president of the Excelsior, was, 
as always, a genial host. 





Duffus for Legion Command 


Retiring President Roy A. Duffus has 
been nominated to command his Ameri- 
can Legion Post of Monroe County. 
This is just one of the many extra- 
curricular activities Roy always finds 
time for, in addition to being an inde- 
fatigable insurance agent. 


“Granddad” of Meeting 


Henry M. Geisenhoff, representing the 
Groton Chamber of Commerce, hale and 
hearty at the age of 87, was introduced 
to the assembly by Roy Duffus as the 
“granddad” of the meeting. 








Convention Program Crowded 


The convention program of the New 
York State Association of Insurance 
Agents at its Syracuse meeting this week 
was crowded so full of timely and con- 
structive speeches and discussions that 
it might well have filled an entire con- 
vention program of the National Asso- 
ciation of Insurance Agents. 


THE FASTERN 


Carson Labels Roy Duffus 
“One of the Ten Top Men” 





ROY A. DUFFUS 


Russell M. L. Carson, Glens Falls, 
chairman of the nominating committee 
who already had announced his forth- 
coming retirement as state national di- 
rector of the New York State Associa- 
tion of Insurance Agents after 16 years 
of association work, presented the name 
of Roy A. Duffus, Rochester, as his suc- 
cessor. He described Mr. Duffus, retir- 
ing president of the New York State 
Association, as “one of the top ten” in 
both state and national associations. He 
particularly mentioned Mr. Duffus’ tire- 
less activities and his travels throughout 
the country as chairman of the casualty 
committee of the NAIA. 





Rose Enters 26th Year 
In Association Work 





J. W. ROSE 


J. W. Rose, Buffalo, perennial secre- 
tary-treasurer of the New York State 
Association of Insurance Agents, is en- 
tering his 26th year as an officer of the 
association. In the beginning of his long 
tenure, when there was no full-time sec- 
retary, he was successively secretary and 
president of the organization before he 
took over his executive duties. “Jay,” 
as he is affectionately known through- 
out producing ranks, is, as Russ Carson 
remarked when presenting his name once 
again for renomination, one of the coun- 
try’s most celebrated association men. 
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Commission C 


Stott— 
Practical Side 


Syracuse, N. Y., May 9—The sub- 
ject of “Stabilization of Commissions,” 
with John C. Stott, Norwich, N. Y., 
former president of the National Asso- 
ciation of Insurance Agents considering 
the problem from the practical side and 
john M. McFall, vice president and 
chief attorney, United States Fidelity 
& Guaranty Co., analyzing the legal 
aspects, featured this afternoon’s ses- 
sion of the convention of the New 
York State Association of Insurance 
Agents. 

Taking the position that a stabilized 
commission structure is absolutely 
necessary if the American agency sys- 
tem is to survive, Mr. Stott, lead-off 
speaker in the joint program, sees a 
definite step of progress toward this 
goal in the All-industry stabilized com- 
mission committee. 


Describes Events in New York State 

Mr. Stott described events in New 
York State beginning in February, 
1948, when the casualty companies ap- 
proached the Mahoney joint legislative 
committee with a proposal to legalize 
by statute the activities of the Cas- 
ualty Acquisition Cost Conference 
which had regulated casualty commis- 
sions since 1923, Mr. Stott said this 
step obviously was taken by the com- 
panies because of Public Law 15 and 
also the Donnelly Anti-Trust Act as 
amended by the New York legislature. 

This bill, known as the Murphy bill 
and introduced in 1948, said Mr. Stott, 
was an enabling act to permit the Ac- 
quisition Cost Conference to continue; 
it was introduced in the legislature but 
died in committee. “It is interesting 
in passing,” he said, “to note that this 
legislation was conceived with the 
thought that it should contain provi- 
sions for producer consultation in the 
fixing of commissions. These provi- 
sions, however, were not included in the 
bill when it was presented to the legis- 
lature.” 

The next development was Attorney 
General Goldstein’s opinion of Febru- 
ary 24, 1949, that it was illegal for com- 
panies to agree collectively on com- 
missions without enabling legislation at 
the state level. He spoke of subsequent 
proposed permissive legislation which 
gave the Insurance Commissioner a 
grant of power to act as arbitrator and 
the producers the right of consultation. 

Agents Suggested Breakdown 

An amendment suggested by the 
agents’ association was to the effect 
that in a discussion as to standards of 
commissions, such commissions should 





JOHN C. STOTT 


be arrived at in relation to the services 
rendered by the producer, which meant 
a breakdown into selling and servicing 
factors, he said, adding: “It is inter- 
esting here to observe that this theory 
of compensation to producers has been 
most recently picked up and is receiv- 
ing considerable publicity as something 
new and novel in the business.” 

It became apparent, Mr. Stott said, 
that the industry, particularly the com- 
pany interests, was not ready for com- 
mission control legislation; the bill failed 
of passage and the Acquisition Cost Con- 
ference and similar organizations were 
abandoned. 

“We now enter the year 1950 with 
absolutely no commission control in 
our business except a possible allow- 
ance in rate structures for commissions 
which does not prevent the fixing of 
commissions by a company for a great- 
er or less amount than is indicated in 
the rate. In the state of Ohio, for in- 
stance, their law says in effect that 
notwithstanding an allowance in the 
rate for commissions, this allowance 
shall not restrict the freedom of con- 
tract as between agents and companies. 
In fact, the only commission control is 
that which companies and agents may 
exercise individually with each other. 


Problem Faces Producers and Companies 


“In the light of this brief review, it 
must be obvious to you that the practi- 
cal problem facing producers as well as 
companies is whether or not, and how, 
stability in the commission structure of 
this highly competitive business of in- 
surance can be maintained over the 
years to the satisfaction of the insur- 
ance buying public and to the satisfac- 
tion of state and federal authorities. 


Bachrach 
JOHN M. McFALL 


“As an industry we have had the 
benefit of exceptional thought and con- 
sideration of the commission problem 
by recognized leaders. Charles P. But- 
ler, whom you heard this morning, 
speaking on September 15, 1949, on 
commissions as ‘the oldest problem in 
the insurance business,’ so well analyzed 
the problem that his remarks may well 
be used as a foundation for the eventual 
solution of the situation we now face. 
I commend to you the reading of his 
remarks, 

“Superintendent of Insurance Dineen 
at a midyear meeting in New York 
City of the National Association of In- 
surance Agents in 1948 spoke on the 
subject “The 1948 Version of the Com- 
mission Situation’ and he again spoke 
on the subject of commissions in Buf- 
falo in March 1949. He, too, has added 
immeasurably to our store of knowl- 
edge. Today you have another leader 
in John McFall, whom I know will add 
much to your thinking. 


Assume Leadership to Move 


“The leaders of our association, con- 
vinced that a practical commission 
problem faced them, assumed leadership 
in a move to ask the various entities of 
the casualty and fire insurance busi- 
ness to sit together to discuss the prob- 
lem of stabilization of commissions and 
to further discuss whether or not legis- 
lation was desirable and necessary for 
the stabilization of commissions of 
this time. A call for this meeting was 
issued in February this year and repre- 
sentatives for all the segments of our 
business attended, A milestone was 
reached in that it was the first time 


(Continued on Page 25) 





ontrol Joint Discussion 


McFall— 
Legal Aspects 


Syracuse, N. Y., May 9—Statutory 
authorization of concerted action, plus 
official supervision of methods and 
practices of arriving at commission 
rates but with no control over the 
rates themselves would constitute regu- 
lation within the meaning of Federal 
and state acts, in the opinion of 
John M. McFall, vice president and 
chief attorney, United States Fidelity & 
Guaranty Co., as expressed in his ad- 
dress before the New York State Asso- 
ciation of Insurance Agents here today, 


Mr. McFall, who discussed the legal 
problem in connection with stabilization 
of commission rates, described the 
dimensions of the task confronting the 
All-industry commissions committee in 
arriving at a solution of the problem 
that is legal, practical and acceptable to 
insurance companies, producers and 
policyholders. Such an achievement, he 
continued, “would be a major contribu- 
tion in the endeavor to avert Federal 
control and preserve state regulation of 
insurance.” 

Declaring that the present legal prob- 
lem with respect to the stabilization of 
commission rates might have been 
averted, Mr. McFall continued: 


Commissioners Make Proposal 


“On November 16, 1944, the National 
Association of Insurance Commissioners 
submitted to Congress a legislative pro- 
posal for the preservation of state regu- 
lation, which contained, inter alia, an 
unconditional declaration that ‘the Sher- 
man Act shall not apply to any agree- 
ment or concerted or cooperative action 
with respect to the payment of insur- 
ance agents’ or brokers’ commissions.’ 
In the memorandum of explanation of 
the proposed text of legislation, the 
Commissioners justified this exemption 
of commission agreements on the ground 
that ‘unrestricted competition in the in- 
surance business is not in the public in- 
terest.’ 

“Because the industry would accept 
nothing less than complete exemption 
of the business from the Sherman Act 
and refused to support the Comission- 
ers’ proposal, Congress considered vari- 
ous compromise measures and _ finally 
enacted legislation making the Sherman 
Act applicable to the business of insur- 
ance to the extent that the business is 
not regulated by state law. 

“Under the Donnelly Act in New York 
every contract, agreement, arrang ement 
or combination restraining conl{ etition 
or free activity in the marketing or in 
the supply of any article or service in 
commerce is unlawful. By amendment, 
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effective July 1, 1948, the Donnelly Act 
applies to insurers, agents and brokers, 
to the extent not regulated by provi- 
sions of Article VIII of the Insurance 
Law. 5 
Does Not Attempt Regulation 

“According to the Attorney General, 
the Insurance Law of New York does 
not attempt to regulate commissions in 
any manner. Thus, while the Donnelly 
Act effectively shields commission 
stabilization agreements from the im- 
pact of the Sherman Act, there is, in 
the opinion of the Attorney General, no 
legislation on the books in New York 
to prevent the application of the 
Donnelly Act itself to such agreements. 

“The legality of any plan to stabilize 
commissions in New York must, there- 
fore, first be tested under the provisions 
of the Donnelly Act. If we are not able 
to evolve an effective plan which is con- 
sistent with that act, we will then have 
to consider what additional legislation 
should be enacted in New York to solve 
the problem. 

“Individual commission agreements be- 
tween insurers and producers are with- 
out question lawful under the Donnelly 
Act if there is no concerted action 
among insurers or producers with re- 
spect to such agreements. But, in the 
absence of such concerted action, the 
commission rate will be subject to free 
and unrestricted competition. Whether, 
as a practical matter, under open com- 
petition commissions can remain stabi- 
lized at a reasonable level is a question 
upon which there is a wide difference 
of opinion,” 

Quotes Commissioners Opinions 

Quoting statements of Insurance Com- 
missioners and others to illustrate how 
wide this difference of opinion is, Mr. 
McFall said: 

“Suppose, however, it develops that 
commission rates actually cannot be 
stabilized without concerted action 
among insurers or among producers. 
Would such cooperative action be un- 
lawful? In other words, does the Don- 
nelly Act proscribe non-competitive 
commission agreements? In the opinion 
of the Attorney General of the state of 
New York, rendered on February 24, 
1949, insurers cannot, because of the 
Donnelly Act, stabilize commission rates 
through unregulated Acquisition Cost 
Conferences or other private concerted 
arrangements, 

“Pending in the Supreme Court of the 
United States is the case of The United 
States of America v. National Associa- 
tion of Real Estate Boards, et al., on 
appeal from the United States District 
Court for the District of Columbia. The 
principal question presented by this ap- 
peal is whether the established principle 
that price-fixing agreements are illegal 
per se under the Sherman Act is ap- 
plicable to a combination to fix the 
rates of real estate brokerage commis- 
sions in the District of Columbia. The 
lower court distinguished fixing rates 
for personal services from fixing com- 
modity prices and held the former is 
not illegal per se. 

Would Not Be Decisive 

_ “Even if the Supreme Court should 
follow the District Court, the decision 
Would not be decisive of our commission 
question, for two reasons: first, the issue 
in New York might not be limited to 
the per se rule but might go to the 
lurther question of whether commission 
agreements actually impose unreasonable 
restraint upon the free exercise of es- 
Sential activities in the business; and 
secondly, the Donnelly Act specifically 
Covers restraint of competition in the 
marketing or in the supply of any serv- 
ice, while the Sherman Act is less 
Specine in that it applies only to ‘con- 
tracts in restraint of trade.’ 

. This does not mean that the decision 
“5 ‘he real estate brokerage case in the 
om Court will not merit most care- 
'ul consideration, but until the issue is 
judicially determined in New York, in- 
Surers will not attempt to stabilize com- 


mission rates through Acquisition Cost 
Conferences or other private combina- 
tions. 

“In view of the opinion of the At- 
torney, the risk that such concerted 
action would involve the companies in 
a criminal prosecution is too great. Nor 
would the risk of criminal prosecution 
for concerted action be obviated in the 
least by evolving a national pattern of 
commissions or by breaking down acqui- 
sition expense into selling and service 
factors, 


Legislative Solutions Proposed 


“If we find that the stabilization of 
commission rates cannot be effected 
under the Donnelly Act as it stands, we 
must next consider what additional 
regulatory legislation is necessary to 
solve our problem of stabilization. For 
the reason that neither the Sherman Act 
nor the Donnelly Act applies to in- 
surance transactions which are ‘regu- 
lated’ by law, the legislative solutions 
which have been proposed involve sug- 
gested amendments of the New York 
Insurance Law to bring commissions 
within the orbit of state regulation. The 
difference among the various legislative 
proposals are largely due to a difference 
of opinion as to how much regulation 
is neeessary or desirable under these 
circumstances. 

“One of these suggestions is that 
state officials be empowered by law 
to fix or approve the amount of com- 
pensation to be paid to agents and 
brokers, or that the legislature itself fix 
the amount of compensation, as in Iowa 
where the statute limits the compensa- 
tion liability commission to a maximum 
of 15% of the premium charged. Al- 
though such a solution is legally possible 
under both the Donnelly Act and the 
Sherman Act and might reduce or even 
eliminate commission competition, it has 
obvious disadvantages. In fact, it might 


seriously endanger the very existence 
of private insurance. 

“Insurance is affected with a public 
interest, but this does not mean that 
the business should be operated by the 
Government. ‘To say that business is 
clothed with a public interest,’ according 
to the Supreme Court, ‘is not to import 
that the public may take over its entire 
management and run it at the expense 
of the owner.’ 

Would Invite Monopoly, 

“To encourage Government to under- 
take the fixing of amounts of commis- 
sions to be paid to agents and brokers 
is to invite the creation of a vast bu- 
reaucracy. In writing to the Attorney 
General on July 30, 1946, Superintendent 
Dineen stated: 

“The direct control of commissions 
by the state would call for a policing 
operation of considerable magnitude and 
is not to be undertaken lightly and 
without first exploring every reasonable 
alternative.’ 

“State control of the compensation of 
insurance agents would invite extensive 
regulation, threaten the private conduct 
of the insurance business and invade 
individual freedoms. Governmental au- 
thority to determine compensation is 
not found in any of the Federal statutes 
under which management and_ labor 
function today. Even in the field of 
atomic energy, which holds in the bal- 
ance the life and security of the nation, 
the Commission recently appointed by 
the President recommended that labor 
relations in the atomic industry be 
normal, voluntary, and free from Gov- 
ernment interference. 

Would Authorize Voluntary Agreements 

“Another suggested solution involves 
the enactment of legislation which 
would authorize voluntary cooperative 
agreements in the commission field, sub- 
ject to appropriate safeguards. Under 
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this proposal, state officials would have 
the authority to regulate the methods 
employed in determining commission 
rates to insure procedural fairness, but 
no governmental official would have the 
power to fix the amount of commissions 
to be paid. 

“Acquisition Cost Conferences would 
be authorized to operate in the future 
as they have in the past, subject only 
to reasonable regulation of the methods 
and practices employed. This regulatory 
pattern would afford producers an op- 
portunity to be heard before action is 
taken by an Acquisition Cost Conference 
with respect to commission rates. 

“In this proposed solution of the prob- 
lem, the legal question is whether 
statutorial authorization of ' concerted 
action, plus official supervision of meth- 
ods and practices in arriving at com- 
mission rates but with no control over 
the rates themselves, would constitute 
regulation within the meaning of the 
McCarran Act and the amendment of 
the Donnelly Act. It is believed that, 
under the weight of authority on the 
construction of regulation such authori- 
zation -and supervision would meet the 
requirements of the McCarran and Don- 
nelly Acts and the cooperative action 
involved would not be a violation of the 
anti-trust laws.” 





Stott on Commissions 
(Continued from Page 24) 


that all elements of the business met 
on common ground to discuss the com- 
mission problem.” 

The result of this meeting, Mr. Stott 
continued, was inauguration of the All- 
industry stabilization committee, which 
is now functioning and is directed to 
report its study, conclusions and recom- 
mendations on or before September 1, 
1950. The committee is composed of 
12 members, of which six are repre- 
sentatives of the fire, inland marine and 
casualty and surety companies and six 
represent producers’ groups. Agency 
representatives are C. Deisseroth, 
Syracuse, past president of the associa- 
tion; John C. Weghorn, president of 
the Association of Local Agents of the 
City of New York, and Mr. Stott. 

The committee will approach the 
commission problem in its initial stages 
in an effort to find the answer to two 
problems, Mr. Stott said. They are: “Is 
there in fact a commission problem at 
this time?” “What may we as a com- 
mittee recommend to the industry that 
will maintain continuous stabilization of 
commission ?” 

Stabilization Is Necessary 


“We find ourselves face to face with 
the question—‘Is some form of commis- 
sion ‘stabilization desirable?’” Mr. Stott 
said. “I believe that a stabilized com- 
mission structure is not only desirable 
but absolutely necessary if our Ameri- 
can agency system is to long survive. 
You—the producers of New York State 
—are the direct representives of the 
insuring public of this state. You have 
an obligation to them that your part 
of their insurance dollar, and it is the 
largest part outside of losses, should 
be a reasonable part—a part that will 
pay your expenses and a fair profit and 
a part that is justifiable before the pub- 
lic and any governmental agency at any 
time. 

“IT have no sympathy with those 
producers who say we should get all we 
can and when the chips are down let 
thé companies justify their payments to 
us. We cannot—we must not—evade 
the obligation we have to our insur- 
ance public. We are engaged with our 
companies in a joint enterprise of a 
great public service—insurance. We 
must not accept the benefits of this 
joint endeavor and make an effort to 
escape our obligations. 

“I apply the same reasoning to our 
insurance companies. If reports are 
true that some companies engaging in 
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multiple line operation are buying their 
business with excess commissions, if 
commissions in excepted cities which 
were lowered during the market short- 
age, are now raised higher than ever, 
and if company branches of service 
offices are paying excess commissions 
and writing the policies for their pro- 
ducers—then our companies have a 
clear mandate to stop and consider their 
obligation to the business and to co- 
operate in an effort to produce a stabil- 
ized commission structure. 


Must Ascertain Operation 

“Let it not be inferred that I be- 
lieve all commissions are too high or 
too low. It is an obligation of producers 
to ascertain their cost of operation so 
that they may determine whether or 
not their commissions are proper and 
equitable. Our National Association has 
made great progress in cost of opera- 
tion studies, as has our state associa- 
tion. Our state national director, Rus- 
sell Carson, appointed chairman of the 
National Association’s commission com- 
mittee, has reflected his sound judg- 
ment so well recognized in New York 
State, to the thinking on commissions 
from a national viewpoint. 

“A pattern for study of the cost of 
agency operation and management has 
been established by the New York De- 
partment in their examination of my 
own agency. I am grateful to them for 
their study and report. I am sure a 
copy of this report is available from 
Jay Rose, our secretary. 

“There is nother collateral commis- 
sion problem that I would like to dis- 
cuss. That is the gradation of pre- 
miums and commissions by risk size. 
The proponents of gradation plans have 
many potent arguments in their favor. 
I find myself objecting to the general 
application of gradation of commis- 
sion plans as these plans apply to larger 
risks only, until and unless plans are 
devised to start grading up from the 
bottom to take care of agency costs 
in the selling and servicing of small 
premium risks. Again I substantiate 
this thinking by the New York De- 
partment’s report of my office indicat- 
ing the loss in dollars to my agency in 
selling and servicing small premium ac- 
counts. 

Studies Gradation Problem 

“A sub-committee of -the National 
Association of Insurance Commission- 
ers is studying the gradation problem. 
Commissioners generally have indicated 
that they neither have nor propose to 
exercise control over commissions. This 
study, however, if and when complete, 
and if undertaken across the board on 
both small and large risks, will present 
a most interesting picture, especially if 
it is tied to the cost of agency opera- 
tion. 

“Now comes the question—How may 
this great business of insurance have 
commission stabilization or control ?’ 

“It would seem to me that there 
exist three avenues for commission 
control. The first by Government inter- 
vention. The second by legal restora- 
tion of concert of action and if this 
should be the choice the producers will 
insist that their rights be respected. 
The third is private contract between 
the agent and his company. 


Appeals to Producers 


“This last avenue undoubtedly ap- 
peals to many producers. If this choice 
is taken, there must be greater respect 
shown by the contracting parties for 
the contract and it must be conceived 
with a mutual understanding of fair 
dealing as between companies and 
agents and it must serve equally well 
the agent, the company and the public. 
Again, if this last method of commis- 
sion control is to prevail, may I ask if 
we, agents and companies alike, have 
enough intestinal fortitude, enough un- 
selfishness, and sufficient public interest, 
if you will, to maintain a stabilized 
commission structure in this highly 


Dineen On “Battle of the Bureaus” 


Says Public Must Have Opportunity to Buy All-Risk Policies; 
Rating Plans Must Be Simplified; No Alternative 
to Approval of Aetna Filing 


Syracuse, N. Y., May 9—State Super- 
intendent of Insurance Robert E. Dineen 
declared today that the public should 
have full opportunity to express its 
buying preference for all risk coverage 
insurance policies. Defining an all-risk 
policy as one which covers all perils 
except those excluded, Mr. Dineen, 
speaking before the annual meeting of 
the New York State Association of 
Insurance Agents here, detailed the 
“baffling and complicated procedure” an 
insurer would have to follow to get an 
all-risk policy approved by the various 
rating bureaus asserting jurisdiction. 

He said that to make all-risk cover- 
age readily available, there is a respon- 
sibility imposed upon the American fire, 
marine, casualty and surety insurance 
companies to simplify their rating ma- 
chinery and reduce its expense. 


Wants Conflicts to End 
Superintendent Dineen called for an 
end to jurisdictional conflicts between 


rating bureaus. He said: 
“We do not want to have the insur- 





competitive business of insurance. Per- 
sonally, I doubt if we can all stand the 
strain. 

“This industry needs your help. This 
All-Industry commission _ stabilization 
committee needs your counsel and ad- 
vice. In my opinion we must have a 


ance buying public of the United States 
come to the conclusion that the com- 
pany trate-making machinery is so pon- 
derous or the departmental supervision 
of rates so ineffective that neither the 
insurance business nor the Insurance 
Department is able to cope with a 
form of coverage which has been sold 
for decades in England and which now 
gives some indication of becoming more 
widely used in the United States.” 

From company statistics, Mr. Dineen 
showed that 155 various organizations, 
bureaus and boards were servicing the 
fire insurance business at a cost last 
year of over $31 million. In the casualty 
business there were 77 similar organi- 
zations whose costs aggregated nearly 
$714 million. Superintendent Dineen 
called attention to the fact that in 
order to make all-risk filings country- 
wide under the present set-up, a com- 
bination fire and casualty company 
would have to belong to 144 bureaus 
and boards. 

Mr. Dineen made. plain that since the 
legislature had given legislative sanction 
to the sale of all risk coverages in New 
York State he would not permit differ- 
ences of opinion in insurance circles or 
the inability of the business to devise 
effective rate-making machinery to hold 
up those companies which were pre- 
pared to offer this new form of cover- 
age. 

Superintendent Dineen’s speech, en- 


stabilized commission structure. The _ titled “The Battle of the Bureaus,” was 
question is how to obtain it.” precipitated by the recent action of the 
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Compare the following DBL Rates 


and 


Commissions with other companies: 
RATE SCHEDULE — Up to 33 1/3% Females 


Groups of 100 or more: 
Groups of less than 100: 


62¢ per month per $10.00 weekly benefit 
64¢ per month per $10.00 weekly benefit 


OR 


PAYROLL RATE — Based on first $250.00 of monthly wage 


Groups of 100 or more: 
Groups of less than 100: 


OR 


68/100 of 1% of payroll 
70/100 of 1% of payroll 


BLANKET RATE 
In groups of 4 to 49 employees you have the choice of using the 64¢ 
per $10.00 of weekly benefit rate; the 70/100 of 1% payroll rate; or a 
blanket rate of $1.70 per month per employee. 
In having the choice of three rate structures we can tailor-make our 
plan to the best advantage of the employer. 


Here is your commission: 
10%—First year and Lifetime renewals 


Furthermore — you will receive the above 10% commission whether 
the premium is $100.00 or $5,000,000.00. First year and renewals. 


YOU GET THE CUSTOMERS AND OUR GROUP DEPARTMENT WILL 
DO THE REST. CALL OR WRITE FOR CTHER RATES AND FORMS. 


The James G. Ranni Organization, Inc. 
General Agents 


UNION CASUALTY COMPANY 


521 Fifth Ave., New York 17, N. Y. 





MUrray Hill 2-3990 


ROBERT E. DINEEN 


Aetna Fire Insurance Co. in making an 
independent filing of an all risk policy 
for automobile manufacturers instead of 
filing it through the various rating bu- 
reaus of which the company and its 
casualty affiliate were members. 

Discussing his approval of this filing, 
Mr. Dineen referred to the elimination 
of two road blocks—the Insurance De- 
partment’s former Appleton Rule and 
New York legislation prohibiting mul- 
tiple line underwriting. He said: “We 
must make equally sure that depart- 
mental and legislative road blocks are 
not replaced by road blocks erected by 
companies which are unable or unwill- 
ing to write all risk coverage them- 
selves and do not wish to see their 
competitors write it.” 

Mr. Dineen expressed the opinion 
that a sizable amount of the opposition 
to the Aetna plan came from companies 
which had no firm convictions against 
multiple line and all-risk underwriting 
and that many of these companies are 
prepared to introduce all-risk coverages 
themselves, “but because of long ex- 
perience they are believers in_ the 
standardized forms and stabilized rate 
structures.” 


Would Develop Necessary Machinery 


It is their belief, he said, that given 
time, the industry would develop the 
necessary machinery to rate this busi- 
ness and that companies, producers and 
the public alike would benefit from sta- 
bility incidental to an orthodox evolu- 
tionary approach. 

“Before approving the Aetna filing,” 
he said, “the Department gave careful 
consideration to such thinking. We were 
convinced that those who subscribed to 
this view were optimistic when they 
felt that the necessary changes 111 rat- 
ing procedure could be effected in a 
reasonable time. 

“We knew from our experience in 
introducing multiple line legislation in 
the New York State legislature that 


there were powerful and determined 
foes of multiple line and all-risk under- 
writing and—strangely enough—sme 0! 
the strongest opposition came trom 
companies which had multiple «nder- 
writing charter powers. We ha! had 
experience with experts in the «rt ol 
dilatory tactics—men who could + se the 
parliamentary machinery of rati:4 of 
ganizations as devices to dela: their 
competitors from introducing new ‘orms 
of coverage and rate changes. 
Had No Alternative 
“Confronted with these conside: «tions 
the Department felt that it had 0 al 
ternative except to pass upon the merits : 
of the plan in the form of a direct 


(Continued on Page 30) 
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Butler in Stirring Plea for Unity 


(Continued from Page 1) 


wide membership “should be organized 
in an advisory capacity to your elected 
officials.” 

No Room for Provincialism 

“There is no room for provincialism in 
the National Association,” said Mr, But- 
ler, “Chere is no room for the kind of 
person who is politically ambitious to 
he a title-wearer. Men who have served 
you well and at great personal sacrifice 
well carn their titles. You owe it to 
yourscives and to the business of insur- 
ance ‘o lighten their burdens. 

“Of course, any lingering idea that 
may ave heretofore been fostered in 
any quarter that the way to make one’s 
self popular and strong is to damn the 
companies should be branded as slimy 
philosophy and irrevocably cast out and 
the National Association should take 
promptly the necessary steps to vacci- 
nate against this destructive hate-virus.” 

He said that the NAIA must be con- 
ceived of as an organization with consti- 
tuted authority and that it would be 
better if it should become merely a 
forum of discussion if its advices on na- 
tional matters are repudiated by the 
states. 

Local Secretaries Essential 

“Local secretaries are essential to 
successful organization of agents,” he 
continued. “Attitudes must be controlled 
and be the responsibility of local mem- 
bership if it ever becomes necessary to 
localize blame for, and treat with any 
unhealthy attitude toward, the National 
Association. Your National Association 
depends for its membership and finan- 
cial support upon state associations. But 
in this there exists an inherent weak- 
ness for the NATA, for the threat of 
resignation and withholding of financial 
support (‘if you don’t do as we say’) 
suggests the comparison of the weak- 
ness in the United Nations and the en- 
suing mental anguish of its members 
when confronted by the Russian veto. 

“Of course, worthy of consideration is 
the oft-repeated suggestion that the Na- 
tional Association be constituted of in- 
dividual membership with dues directly 
payable to the NAIA—a plan often 
criticised. With the great potential of 
membership, it is hard to believe that 
the agents of this country would refuse 
two dollars apiece for the support of 
their National Association and with a 
potential of 200,000 members, such an in- 
come would double the present NAIA 
budget. 

Come Out From Behind Hypocrisy 
“Again, an oft-repeated suggestion is 
the reformation of the National Asso- 
ciation to encompass a membership that 
will include brokers, solicitors and 
agents. It is believed that the member- 
ship is thus, to a degree at least, so 
constituted, if you would come out from 
behind the hypocrisy of the situation, 
4 reformation in thinking, and inci- 
dentally, amending the constitution of 
the association as required.” 

Mr. Butler concluded by citing the 
NAIA committee studies of agency costs 
and commissions, expressed the hope 
that the companies will weigh the need 
‘or cooperation as well as competition in 
the business to deserve public confi- 
dence, suggested that financing of pre- 
mums “requires the assertion of state 
regulatory powers” and that state su- 
Pervision needs the help of agents “that 
will preserve this governmental concept 
‘tom encroachment and will improve its 
Status, its better appreciation and its 
public relations.” 

he sneaker deemed that if a neces- 
‘ary ruling on financing of premiums is 
missing from the body of insurance 
hw, “snecific legislation is, therefore, 
Necessary and must be forthcoming.” 

‘More unity, much less provincialism, 
quicker solution of problems that re- 
{ure so‘ution on a national basis—in all 
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these phases, state supervision can help 
itself, but you of the business of insur- 
ance must improve your attitude and 
take more of the initiative in helping 
to make this governmental concept con- 
tinue to work well. 

“I ask you each to support vigorously 
your National Association and I hope 
you will do your utmost to promote 
cooperation with your companies. Un- 
derstanding of company-agent relation- 
ships can only be attained when the 
effort is made from the common ground 
of respect and tolerance each for the 
other. Never, never will you progress if 
you counsel or in any way adopt selfish, 
greedy, provincial, jealous, suspicious, 
conceited or hateful attitudes. Assureds, 
agents, brokers, companies and super- 
vising officials, we will do better if we 
will but reasonably cooperate.” 





Brush Conducts Local Board Session; 
Officers Report for Organizations 


Syracuse, N. Y., May 8.—Presiding at 
the local board forum, Clarence G. 
Brush, Huntington, president of the Suf- 
folk County Association of Insurance 
Agents, introduced officials of the vari- 
ous local associations who reported to 
the New York State Association mem- 
bership. 

W. Ranson Rice, president of the Ni- 
agara Falls Association, said that his 
group was entering for the London As- 
surance public relations trophy. Julius 
Levin of the Westchester County Asso- 
ciation, reported on its fire prevention 
program which resulted in the lowest 
fire record in Larchmont history, the 
automobile safety campaign and _ the 
driver education classes sponsored by 
the Westchester board. The association 
has asked the New York State body to 
name a committee seeking cooperation 
of the New York Motor Vehicle Bureau 
to encourage high school and adult 
driver education programs. 

Louis Hawes, Rochester Board, told of 
the plan to help the public get insurance 
on automobiles and give credit to the 
agent. His association had built good 
will through advertising in the local 
papers on safe driving, in limerick con- 
tests and in sponsoring radio programs, 
he said. 

Marie M. O’Day Reports 


Marie M. O’Day, reported for the two- 
year-old Chenango Board. Andrew C. 
Treiber told how the Utica Association 
had sponsored a school safety program 
and had cooperated with the Utica Safe- 
ty Council, police and city officials to 
repeal the junior driver bill because of 
the number of fatalities reported in this 
class. 

Ed Rogers reported that the Suffolk 
County Association had increased its 
membership from 63 to 111 and had 
worked for a change of rules for the 
Long Island farming area. 

Frances Mantell reported that the Nas- 
sau County Association had increased 
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from 70 members to 128 which makes it 
the top local board in New York State. 
She paid great credit to President. Rich- 
ard Thompson’s bulletins to the mem- 
bership for this advance. 


Walsh Reports for Buffalo 


John N. Walsh revorted that the Buf- 
falo Board has started a CPCU course 
and also classes in insurance law and 
practices. WEBR radio station had won 
a citation from the National Board of 
Fire Underwriters, he said, for the help 
that the Buffalo Board had contributed 
in the station’s fire prevention cam- 
paign. 

Catherine P. O’Dwyer reported for 
the Schenectady Board. 

John D. Henderson, speaking for 
Herkimer County, reported progress 
with traffic surveys and legislation and 
with the disability law. 

Don Smith, Jamestown, said that 
his association made a practice of in- 
viting local business men to address the 
membership and offer criticism of how 
the agents might render more public 
service. He said the board had been 
instrumental in keeping the 20-year aver- 
age fire loss at $120,000. 

Weghorn on Installment Premiums 

John C. Weghorn, president of the 
Association of Local Agents of the City 
of New York, reported on his group’s 
resolution opposing the Insurance Com- 


pany of North America’s installment 
premium payment plan, the work of 
the joint legislation committee, the 


stopping of the discriminating practice 
of automobile salesmen offering free in- 
surance with car purchases and the sup- 
port of legislation for commission con- 
trol. 

Sidney Rubin, Rockland County, re- 
ported local newspaper advertising for 
the small number of fires in that section, 
due to local board prevention work and 
the same for the DBL law. 

Robert O’Donohue, for the Suburban 
Agents, reported consideration of a 
farm form similar to that used in 
upstate New York and told of regional 
meetings to bring membership up to 
date on new insurance coverage. 

Stephen E. Gutleiber, Queens County, 
cited the first place award in the New 
York City safety contest. 


Staten Island Day 

Eno G. Johnson, Richmond County, 
reported on the “Bringing You Up-to- 
Date” insurance day on Staten Island 
and the six weeks public relations course 
sponsored by his association. 

Albert D. Kahn, Dutchess County, 
asked that the New York State Associa- 
tion sponsor safe driving awards. 

W. F. Stanz, Brooklyn, told how his 
board had supported the commission 
control set-up and the NAIA installment 
premium stand and had protested deficit 
financing in Washington. He said that 
the New York State Association should 
persuade insurance companies to agree 
on a common procedure for multiple 
line writing. 

Kenneth Cameron, New Rochelle, re- 
ported that his board had spent $500 
advertising the bank and agent auto 
plan. 


CALLS ESCOTT PLAN HEARING 

The Escott multiple location rating 
plan has been filed with the Ohio As- 
sociation of Insurance for approval. 
Much opposition has been raised to the 
plan and the department has set a hear- 
ing for May 18. 


N. Y. BLUE GOOSE OUTING 

The annual outing of the New York 
City Pond of the Blue Goose will be 
held at West Orange, N. J., Friday, 
June 16. 
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Panel Session Features Inland Marine, 


DBL, Bonds and Fire Legal Liability 


Rauter Moderator; Company and Agency Speakers Paired; 
Masterson and Johnson, Dalziel and Neumann, Anderson 


and Twichell, Leslie and Duffus Make Up Teams 


Syracuse, N. Y., May 8—Opening its 
68th annual convention here today at 
the Hotel Syracuse, the largest in its 
history, the New York State Associa- 
tion of Insurance Agents struck the 
meatiest feature of its first sessions with 
a panel discussion of inland marine 
lines, disability benefits insurance, solici- 
tation of bonding business and the latest 
developments in fire legal liability and 
casualty insurance. 

The grand ball room of the hotel was 
full when Clarence R. Rauter, director 
of the educational and research division 
of the National Association of Insurance 
Agents, took the chair as moderator, 
and President Roy A. Duffus, Roches- 
ter, reported that registration for mem- 
bers, wives and guests had already ap- 
proached the 700 mark, a respectable be- 
ginning for an association whose total 
membership is now 1,614. 


Masterson on Inland Marine 


“Learning from Those Who Know,” 
title for the panel discussion, first 
brought to the platform Edward J. 
Masterson, American Insurance Group, 
and Charles L.. Johnson, Van Voast 
Agency, Schenectady, for the inland ma- 
rine feature. Mr. Masterson, taking as 
his theme, “A little selling in a good 
market where there is a good need,” dis- 
cussed the broad contract for fur stor- 
age, a timely topic for spring and sum- 
mer. He explained the contract under 
four headings: the custody rider on the 
amount for which the furrier issues -a 
receipt, with the rate based on the con- 
struction feature of the vault; excess 
liability, which he urged that salesmen 
bring to the attention of the prospect 
for the customer’s protection; storage 
and service charge which protects the 
furrier’s income and is linked to the 
co-insurance clause; and the excess 
legal liability for bailees, some of whom 
have no storage vaults of their own. 

Mr. Masterson also spoke briefly of 
transportation coverage in reference to 
retail stores to which goods must be 
brought by freight, air, parcel post or 
public trucks. Here, he noted, the goods 
are traveling at the risk of the receiver 
who must rely on the insurance pro- 
vided by the shipper. 

“Your customer is already buying in- 
surance and not getting full coverage,” 
he said. “What a sales opportunity for 
agents! Through an inland marine sale, 


you can give him better coverage at a 
cheaper charge.” 
Johnson on Sales Advantages 

Mr. Johnson broke the sales advan- 
teges for inland marine down into six 
points: (1) The agent must select a 
company with a thorough experience in 
the line and a tested special agent; (2) 
“Don’t try to keep all your companies 
happy by sending small amounts of 
business to each. A couple of good in- 
land marine companies can handle it all 
if you make it worth their while in the 
business you send in”; (3) “Give your 
client a chance to buy.” ... “A squeak- 
ing wheel gets the grease”; (4) “Plan 
your work and work your plan.” He 
advised agents to study the line until 
they are thoroughly acquainted with it 
before attempting to sell it; (5) pick out 
a good list of prospects and create new 
business rather than a redevelopment of 
old lines; (6) installment sales. Banks 
and loan companies are best for this 
line. 

Anderson on Techniques 


Fred B. Anderson, home office repre- 
sentative of Aetna Casualty & Surety, 
Hartford, under the heading, “Sales 
Techniques That Work,” said that the 
biggest problem of home office produc- 
tion departments is making bond busi- 
ness appeal to agents. Stumbling blocks, 
he said, seem to be that the producer 
is too busy to bother with developing 


the line, or cannot understand the rate - 


manual or that he feels that “Joe Doakes 
writes all this business anyway, so why 
should I bother?” 

“We know that agents want this busi- 
ness,” he continued. “Its production is 
not specialized. Companies are training 
men who can help you sell it. It isn’t 
feasible to put out an abbreviated man- 
ual, much as we would like to do it. 
The rate cards are easy to understand, 
if you will apply yourself to studying 
them. 

Develops Bond Business 


“Now, as to this argument that Joe 
Doakes writes all the business. If he 
does, it’s because he’s been developing 
it for years, perfecting know-how and 
service to his customers. Get hold of a 
good bond man and he'll put you on the 
track. 

“First, you must create the need for 
the cover. We haven’t done the proper 
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job in that regard. 
with your customers the cost of main- 
taining such services as the FBI and 
agencies for the detection of embezzle- 
ment? These agencies are certainly use- 
ful, but have they lessened the crime 
loss? 
loss—about $400,000,000 a year. Dishon- 
esty insurance is the core of the bond- 
ing business—just as vital in our field 
as fire insurance. Why does the ‘trusted 
employe’ go off the deep end? Because 
of living beyond his means. One-third 
of business failures in the past ten years 
has been due to dishonest employes. The 
protection an employer needs is a proper 
accounting system and a good counter- 
signature check system.” 


Why not discuss 


The embezzler creates a huge 


Mr. Anderson told the agents that the 


bonding field is still 65% uninsured and 
urged the producers to talk “the ro- 
mance” of crime with their customers 
and “then come up with the cure” in the 
form of the 3-D blanket form that has 
“an attractive ear-appeal.” 


Should Keep Prospecting 


“Understand your contracts, keep 


prospecting old and new customers, get 
the feel of this business and keep your 
written proposals out frequently,” he 
said. “The need for this type of cover 
has already been created, the forms are 
satisfactory and you can convince a 
prospect that you are the person who 
should sell him this insurance. 


“There’s a $6,200,000,000 backlog of 


work coming up in the next 10 or 15 
years that awaits you. It will be a won- 
derful era for bonding. 
the new public officials are in your town 
and those who require bonding—find out 
about them before election. 
of all types of bonds, permits and li- 
censes. Advertise your qualifications to 
write surety business and keep asking 
for this business. You can dovetail it in 
with your other lines.” 


Find out who 


Get a list 


Clarence H. Twichell, Twichell Agency, 


Syracuse, following Mr. Anderson on 
the same topic, 
should have enough initiative to go after 
this business 
home office. 


stressed that agents 


without relying on the 


Get Acquainted With Contractors 


“You must get out and become ac- 


quainted with the building contractors in 
your town, 
change in Syracuse,” he said. “Join their 
associations. 
Send your home offices financial state- 
ments of companies, have the forms pre- 
pared and ask for authority to write 
this business.” 


such as the Builders Ex- 


Know the surety manual. 


Mr. Twichell cited opportunities in 


judicial bonds, appeals, attachments, re- 
plevins and other moves in law courts 
that demand bond issuance and sug- 
gested cultivation of attorneys as busi- 
ness aids. 

“You have to make your own market,” 





PRITCHARD 


tines, 
he said. “Tell your clients the stop, 
illustrating the need for this busines 
and, when you get it, deliver the bond 
promptly.” 


Duffus and Leslie Speak 


Roy A. Duffus, president of the Ney 
York State Association and chiairmay 
of the National Association’s casualty, 
committee, shared the platform ij) 
William Leslie, general manager of the 
National Bureau of Casualty and Surety 
Companies, in discussing fire legal |ja. 
bility and casualty cover up to date 
Mr. Duffus said that 120 questionnaire; 
had been sent countrywide asking 
agents their views on this business an( 
that replies had been received from 4 
states. He said that his committee haj 
worked closely with the National By. 
reau. 


The three-year policy on finance bug. 
ness with adjustment of annual pre. 
mium, sale of insured cars without ter. 
minating the policy and complaints from 
bus lines about private car owners a(- 
vertising for riders were discussed. Mr 
Leslie commented on age groups of 
drivers in reference to determining acd- 
dent rates, saying that companies haye 
no clear statistics on the 20-25 age 
group and that “other classifications 
mean burdensome detail with no basis 
for accuracy.” He said that the section 
of the rate manual regarding non- 
ownership drivers would be rewritten. 

Referring to the fire damage legal 
liability, he said that fire and casualty 
companies were seeking a mutual way 
to write this cover and that it will prob- 
ably be incorporated as part of the 
comprehensive liability policy, as com- 
prehensive fire and theft. 


Dalziel Discusses DBL 


George Dalziel, superintendent of the 
New York group disability department, 
Employers’ Group, spoke on the benefits 
of the New York State disability bene- 
fits law, and Joseph A. Neumann, execu- 
ive vice-president of. the. New York 
State Association, spoke on the business 
challenge it offers to New York State 
producers. 





Company Headquarters 

Headquarters in the Hotel Syracuse 
were maintained by the following: Lon- 
don & ‘Lancashire, Phoenix Assurance, 
Hanover, Home, Maryland Casualty, 
Corroon & Reynolds, Providence Wash- 
ington, Manufacturers Casualty, Ger- 
eral Accident, Fireman’s Fund, Crum & 
Forster, Pacific Fire, Fidelity & Deposit, 
London Assurance, Continental Casu- 
alty, Aetna Casualty and Surety, North 
British & Mercantile, Hartford, North 
America, Agricultural, American Ass0- 
ciation of Insurance Companies, United 
States Fidelity & Guaranty, National 
Surety and Great American. 
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HROUGH an underground passage 
leading from Mount Clare to the 
Patapsco River, women and children sought 
refuge on ships when Baltimore was men- 
aced by approaching Indians after Brad- 
dock’s defeat in 1755. This passage and the 
room into which it opened are now boarded 
up, but otherwise Mount Clare appears 
much as it did in the 18th century. It is 
the only Colonial house within the city lim- 
its of Baltimore that has survived fire and 
commercial or suburban development. Bal- 
timore’s Park Board, present owner of the 
property, is responsible for its careful re- 
habilitation. To the Maryland Society of 
the Colonial Dames of America, which 
leases the house, belongs credit for restoring 
its authentic furnishings. 
Many articles now in Mount Clare orig- 
inally belonged to Charles Carroll, known 


by his own wish as the Barrister “because 


there are so many of my name in this town.” 
The house was built in 1754 by his father, 
Dr. Charles Carroll, Chyrurgeon, as he 
styled himself, a native of Ireland who set- 
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ONLY SURVIVING 


COLONIAL HOUSE IN BALTIMORE 


tled in Annapolis and acquired Mount 
Clare as a country home and base for ship- 
building operations. Though the Barrister 
was educated in England, Dr. Carroll re- 
minded him to “Fix your Eye for future Life 
in Maryland,” and here he returned after 
his father’s death in 1755. 

Like his father, the Barrister took an ac- 
tive part in local affairs but he rose to even 
greater prominence. Despite his grief at 
breaking with England, he threw himself 
wholeheartedly into the Colonial cause. As 
one of Maryland’s “seven most distin- 
guished patriots,” he lent his facile pen to 
writing important documents, including the 
state’s Declaration of Rights, and 
held many high offices. According 
to family legend, he was not among 
the signers of the Declaration of 
Independence only because he was 
incapacitated by an attack of gout. 

After being entertained at Mount 
Clare John Adams commented most 
appreciatively on the beautiful ter- 
races which still lead down to the 





a 
rrister 





river. In the hallway of the home hangs an 
oil painting of two other distinguished visi- 
tors, Generals Washington and Lafayette, 
pictured with the Barrister on the broad 
lawn which once stretched before the house. 

The Barrister’s wife was the former Mar- 


garet Tilghman, “a young lady of great 
Merit, Beauty and Fortune.” As their only 
children were twins who died in infancy, 
he left Mount Clare to James Maccubbin, 
his sister’s son, with the proviso that he 
adopt the Carroll name. The young man 
complied and for many years the property 
remained in the family’s possession. 

The Home, through its agents and brokers, is 
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DALLAS BOARD NAMES SCHEID 





New Secretary Resigns From Crum & 
Forster; Formerly With Insurance De- 
partment; Succeeds Alfonso Johnson 


The selection of Max Scheid as ex- 
ecutive secretary of the Dallas Insurance 
Agents Association is announced by 
President C. M. Patrick. Mr. Scheid 
succeeds the late Alfonso Johnson who 
managed the affairs of the Dallas agents 
for more than 20 years. “We are de- 
lighted to obtain a man of Mr. Scheid’s 
outstanding qualifications,” said Mr. 
Patrick. “He will begin his work on 
May 15, at which time his resignation 
as a special agent for Crum & Forster 
will become effective.” 

Mr. Scheid spent three years with the 
Texas Fire Insurance Department and 
bore the title of rate supervisor when 
he left to enter the armed forces. He 
served for more than three years, in- 
cluding a foreign tour of duty, and 
emerged with an armored cavalry com- 
mission. 

Mr. Scheid was graduated from high 


school at Whitesboro, Tex., and com- 
pleted his formal education at North 
Texas Agricultural College, the Uni- 


versity of Texas and the University of 
Missouri, preparing himself for an in- 
surance career. 

Mr. Scheid has been active in insur- 
ance company groups, being a member 
of the Blue Goose and also on the ex- 
ecutive committee of North Texas Field 
Club. He was chosen by a special com- 
mittee which President Patrick ap- 
pointed, consisting of Porter Ellis, chair- 
man; J. Frank Holt and Richard H. 
McLarry. 





HOPKINS HEADS IOWA AGENTS 





Alexander Announces Return of Former 
Base for Reporting Form Premiums; 
Williams Grounded by Windstorm 


B. W. Hopkins, Des Moines, was 
elected president of the Iowa Associa- 
tion of Insurance Agents to succeed 
Emil Elling, Garner, at the annual meet- 


ing at Sioux City, May 3-5. Fred W. 
Teemer, Waterloo, was elected vice 
president and Ivan H. Anton, Des 


Moines, treasurer, and Philip E. Jester, 
state national director, were reelected. 

James F. Mulqueen, Council Bluffs, 
was renamed to the executive committee 
while new members are Robert A. 
Brown, Waterloo, and J. Watt Wool- 
ridge, Sioux City. 

Insurance Commissioner Sterling Alex- 
ander, announced that the reporting 
form minimum premium would be re- 
stored to its former base of $100 per 
policy. During the past year the mini- 
mum has been $200 per account and 
restoration of the old base is expected 
to enable agents to handle more of the 
smaller mercantile accounts on that basis. 

John H. Carney, Eau Claire, Wis., a 
member of the executive committee of 
the National Association of Insurance, 
represented the national body on the 
program. W. W. Hamilton, executive 
secretary of the Illinois association, was 
scheduled to make an address but on 
his way to the convention he was 
grounded by a windstorm at Omaha., 
Neb. 

The attendance figure exceeded 300. 


TEXAS AGENTS HOLD MEETING 





Trimble, Butler, Chrisman, Brewster, 
Carson, Beling and Leopold Appear 
at Fort Worth Convention 


Eight formal addresses are on the 
program for the 52nd annual convention 
of the Texas Association of Insurance 
Agents being held at the Texas Hotel, 
Fort Worth, May 12-13, according to 
an announcement by Drex G. Foreman, 
executive secretary. 

As usual, two groups were held pre- 
convention sessions May 11, with the 
board of directors meeting all day and 
the officers of local associations holding 
a conference in the afternoon, with 
Forest S. Pearson, president of the 
Austin Association, presiding. 

The first general session is set for 
the morning of May 12, with the fol- 
lowing speakers: Russell R. Trimble, 
San Angelo, president; George B. 
Butler, chairman of Texas Board of In- 
surance Commissioners; Norman A. 
Chrisman, Pikesville, Ky., former exec- 
utive committee member of the Na- 
tional Association of Insurance Agents, 
and W. H. Brewster ,manager of auto- 
mobile division, National Bureau of 
Casualty Underwriters, on “Teen-Age 
Driver Problem.” There will be an ex- 
ecutive session that afternoon for the 
election of officers and to hear a full 
explanation of the “Wage and Hour 
Law” by William J. Rogers, regional 
director in Dallas for the wage and 
hour division of the U. S. Department 
of Labor. 


Speakers at the final session on the 
morning of May 13 are: Ellis H. Carson, 
president, National Surety, on “Multiple 
Line Thinking”; Oscar Beling, super- 
intendent of agency systems department, 
Royal-Liverpool Group, on “How Proper 
Records and Forms Help Make Sales 
and Profits,” and Joseph F. Leopold of 
Dallas, southern manager, National Tax 
Equality Association, on “Doing Busi- 
ness Without Paying Taxes.” 





VAN M. HOWELL 

Van M. Howell, 56, Fayetteville, Ark., 
died April 18. He had been a leader in 
Arkansas insurance for several years. 
At the time of his death, he was at- 
tending an executive council meeting of 
the Arkansas Association of Insurance 
Agents at Little Rock. He had been 
associated with Cravens & Co., Fayette- 
ville insurance firm since 1933 and had 
been president for the past six years. 
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N. Y. BROKERS EXAMINATIONS 


Course of The Delehanty Institute 
New York City, to Start 
May 17 

With another New York State exam- 
ination for insurance brokers’ licenses 
to be held in September, renewed inter- 
est is being shown in the preparatory 
course offered by The Delehanty Insti- 
tute, 115 East Fifteenth Street, New 
York City. Enrollment classes start May 
17 at 6.30 o’clock. One feature of the 
training is the subject of insurance 
practice which affords a field trip for 
students to a large midtown insurance 
agency as well as a study of every 
day problems and unusual situations 
confronting brokers. 

Founder and director of the Institute 
is M. J. Delehanty. Classes are limited 
to assure every student an individual 
desk and lectures are by insurance ex- 
ecutives. The course is approved for 
veterans under the GI Bill, or the mod- 
erate fee may be paid in installments. 

All Delehanty students, in addition 
to the insurance brokers’ license classes, 
have the privilege of attending without 
additional charge the special life insur- 
ance course. It covers five 2- hour ses- 
sions usually held Saturday mornings. 








MIDDLETON HEADS LA. AGENTS 
Johnson, Minor and Luecke Address As- 
sociation at Alexandria; Attendance 
Was 325 

Cecil R. Middleton of DeRidder was 
advanced to president of the Louisiana 
Association of Insurance Agents at the 
30th annual convention held in Alex- 
andria, April 26-28, to succeed Harold 
A. Boling, Lake Charles. More than 
325 attended the sessions. 

Other new officers are: Vice president, 
B. H. Talbot, Jr.. New Orleans; secre- 
tary-treasurer, Emmett <A. Herring, 
Hammond; executive committeemen— 
George F. Thomas, Nachitoches, and S. 
Alvin Leopold, Bastrop, who are new 
members, and Gary E. Gillis, Jr.. New 
Orleans, William M. Daniel, Jr., Shreve- 
port, and Gibson Stevenson, Houma, who 
were reelected; state national director, 
Ed J. Seymour, Monroe. 

At a brief session following the con- 
vention the executive committee reap- 
pointed Allen L. Smith, Baton Rouge, 





Dineen on Bureaus 
(Continued on Page 26) 


filing. We followed a similar policy in 
connection with the Atlantic Mutual 
and Federal filings. 

“The suggestion has been advanced 
that the procedure followed by the De- 
partment will lead to chaos. The threat 
of impending chaos has been used so 
often whenever a new idea is presented, 
that it has begun to lose its effective- 
ness in the Department. On the other 
hand, any objective student of the prob- 
lem will have to recognize that repeated 
individual all risk filings will tend to 
create difficulties for the rating bureaus. 
Perhaps the existence of these problems 
will create a demand for their solution 
which might otherwise be lacking. As 
some believe, the situation will prob- 
ably get worse before it gets better.” 
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as manager of the association and picked 
Edgewater Park, Miss., as the site for 





Principal speakers at the convention 
were O. Shaw Johnson, president of the 
National Association of Insurance 
Agents, who discussed recent actions 
and decisions of the national body; 
Claude D. Minor, president of the Vir- 
ginia Fire &. Marine, who spoke on “The 
Agents’ Professional Responsibility,” and 
Erwin H. Luecke, superintendent of 
agents, Fidelity & Casualty. 





TALBOTT JOINS CAGE CO. 


Robert F. Talbott has joined Jack 
Cage & Co. Dallas insurance agency, 
as vice president in charge of sales. 





Aetna All-Risk Plan 


(Continued from Page 22) 


thoughtful consideration but finally re- 
jected. 


Settle on Single All-Risk Rate 


“We decided to settle on a single all- 
risk rate indivisible into factors for each 
and every peril or even the major perils. 
Some opposition has been publicly ex- 
pressed to this development. Much of tt 
is quite sincere. 

“Naturally, there are dangers to all- 
risk. Policy contracts, for instance, will 
have to be more carefully drawn than 
ever before to make sure that they ac- 
curately express the intent of the as- 
sured and the company; that they cover 
fortuitous losses, but are not abused by 
maintenance losses. 

“Although we in the Aetna have hap- 
pened to be the ones spotlighted on this 
development, there are many other com- 
panies who have been thinking along 
similar lines. 

“How we arrived at the rates, the 
structure and philosophy of our rating 
plan is a story in itself, as is the pro- 
cedure which has been set up within 
our companies to underwrite and supet- 
vise whatever business is placed with 
us in this new multiple line category. 


Welcome Exchange of Ideas 


“We solicit and welcome the exchange 
of ideas on the subject with other com 
panies, Several have been to see us and 
we have had the pleasure of eviolding 
our whole development to them. 

“About 25 states have said ‘yes to Us. 
We think this number will grow as We 
have the opportunity to explain i» more 
detail what we are trying to do. 

“Public reaction, though limited, has 
been favorable. The executive in charge 
of insurance of one of America’s leading 
industrial corporations, after list~ning ' 
an outline of our policy concept aa 
rating ideas, looked out the window 4 
few minutes, then turned and said, 
have dreamed of an insuranc: policy 
like this for 20 years. I never «xpecté 
to live to see it.’” 
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FINANCIAL STATEMENTS DECEMBER 31, 1949 


VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 


Total Admitted Liabilities Surplus to 
Companies Capital Assets (except capital) Policyholders 


Firemen's Insurance Company of Newark, N. J. $12,975,000. $91,178,165. $54,406,756. $36,771,409. 
Organized 1855 


The Girard Fire & Marine Insurance Company 1,000,000. 9,297,967. 6,312,304, 2,985,663. 
‘Organized 1853 
National-Ben Franklin Fire Insurance Company _—‘1,000,000. 8,935,297. 5,898,881. 3,036,416. 


Organized 1866 


The Concordia Fire Insurance Co. of Milwaukee 1,000,000. 9,011,092. 5,895,237. 3,115,855. 


Organized 1870 

Milwaukee Mechanics’ Insurance Company 2,000,000. 23,982,042. 16,002,417. 7,979,625. 
Organized 1852 

The Metropolitan Casualty Insurance Co. of N.Y. 1,500,000. 32,672,213. 25,929,830. 6,742,383. 


Organized 1874 


Commercial Casualty Insurance Company 1,000,000. 36,706,474. 29,257,840. 7,448,634. 
Organized 1909 
Royal Plate Glass and General Ins. Co. of Canada 100,000. 371,949. 729. 371,220. 


Organized 1906 


Pittsburgh Underwriters - Keystone Underwriters 
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All Can Help Build 
Good Will, Says Ross 


NOT AN INDIVIDUAL OPERATION 





Questions Management Should Ask It- 
self in Studying Improving Public 
Attitude Influences 





Suggesting certain criteria that public- 
minded management will apply to fu- 
ture public relations programs T. J. 
Ross, senior partner of Ivy Lee and 
T. J. Ross appeared in the series of 
lectures on “Public Relations and the 
American Scene,” under the chairman- 
ship of Dr. Benjamin Fine, education 
editor, The New York Times, at the New 
School for Social Research. The ques- 
tions which public relations-minded 
management should bear in mind are 
these: 

1. Is it a positive program of action 
with a public interest point of view in 
mind ? 

2. Does it embrace affirmative action 
to present to the public generally and 
to special groups, wholesome facts about 
the business or industry and to correct 
misinformation ? 

3. Does it include self-examination? 

4. Does it take practical recognition 
of the need for self-regulation and self- 
improvement ? 
5. Does it contemplate corrective 
measures where corrective action is nec- 
essary and within the control of the 
business or industry or organization, 
whatever it may be? 

6. Does it include research that is 
fundamentally in the public interest? 

7. Does it include the use of all ap- 
propriate media of communication with 
the public? 

8. Does it include cooperation with 
the public authorities ? 


Not a Single Function 


Mr. Ross said that fundamental public 
relations is the art of making and hold- 
ing friends in an understanding, cordial, 
favorable or at least a tolerant relation- 
ship. The present-day acceptance of its 
responsibility is that public relations in 
an organization is not a separate or 
single function by itself, but a whole 
group of activities undertaken to affect 
the public’s atttitude, beginning with 
integrity of the product or service and 
sound policy. 

“Included as means of making these 
basic things known and understood, are 
all media of communication; advertising 
of all kinds, institutional and product; 
news and other forms of written and 
oral publicity; financial reports and 
other information to stockholders and 
investors; relations of employer with 
employes; customer and consumer rela- 
tions; relations with vendors, suppliers, 
servicers and others who have business 
dealings with the organization; relations 
in communities where the organization 
sells, manufactures or operates; and re- 
lations with various government author- 
ities,” said Mr. Ross. “Closely akin to 
community relations are those with 
charitable, philanthropic, trade and simi- 
lar organizations. 

“Tt seems reasonable to assume that 
the future of public relations will call 
for increasing recognition of the fun- 
damental and simple idea, that what 
people think about a business or an in- 
stitution of any kind is important. And 
the word ‘people’ includes all kinds—the 
people who work for the company or 
are associated with the institution; the 
people with whom they come in daily 
contact, at home, at the theatre, in 
church, in the streets; the people who 
take out insurance policies or buy rail- 
road tickets; the people who sit in the 
legislatures and on the bench; the peo- 
ple who occupy the pulpits and run the 
gas stations; the people who write for 
newspapers and magazines, and the peo- 
ple who read them; the people who lis- 
ten to the radio and look at television; 
and the people who own the company 
as stockholders, or those who are mem- 
bers of or subscribers to the institution 
or participate in its affairs in any way.” 


Pfister Appointed Deputy 
Commissioner of Indiana 


Governor Henry F. Schricker of In- 
diana, announces the appointment of 
Paul A. Pfister of Indianapolis, as 
Deputy Insurance Commissioner. Mr. 
Pfister, 46 years old, is a graduate of 
Indiana School, Class of 1925; practiced 
law at Mount Vernon, Ind., for nine 
years and then served as Assistant 
United States Attorney for the Southern 
District of Indiana for a period of 12 
years. Since 1947 he has been in gen- 
eral practice of law at Indianapolis. 

Mr. Pfister succeeds John D. Cramer 
who asked to be relieved of part of the 
duties of the Department on account 
of health. Mr. Cramer has served as 
Deputy since 1931. He is to continue 
service in an advisory capacity as a 
Deputy of the Department. 


Mrs. Chris B. Sheffe Dies 


Edith F: Sheffe, wife of Chris D. 
Sheffe, recently retired United States 
manager of the London Assurance, died 
at her home in West Englewood on 
May 1 after a long illness. In addition 
to Mr. Sheffe she is survived by two 
sons, Thomas F. and Harold J. and three 
grandchildren, Thomas, Chris and Leslie. 

Born in Bellport, Long Island, Mrs. 
Sheffe was the daughter of the late 
J. B. and Ida M. Fuller. Mr. and Mrs. 
Sheffe were married in 1910, became 
residents of West Englewood in 1915 
and for many years Mrs. Sheffe was an 
active participant in civic affairs of her 
community. 








Merante Installs Officers 


Charles A. Merante, chairman of the 
Insurance Brokers Association joint 
council, installed the newly elected offi- 
cers of the Bronx Insurance Brokers 
Association on May 11 at the annual 
installation luncheon at the Horse Shoe 
Tavern, Bronx, 


J. A. Gray General Agent 


Of Phoenix-Connecticut 


John A. Gray has been appointed gen- 
eral agent of the Phoenix-Connecticut 
group to assist Secretary Edward J. 
Martin in field administration of New 
England and New York State. Mr. 
Gray, has been state agent in western 
Massachusetts and Connecticut for the 
past several years. His present field 
duties will be assumed by State Agent 
Stetson Ward presently traveling the 
same territory for the Equitable Fire 
and Marine. Mr. Ward will retain su- 
pervision of his present assignment and 
will be assisted by Special Agents Law- 
ton G, Sargent, Jr.,and Dana F. Higgins, 
Jr. State Agent Ward will continue his 
New Haven office with the association 
of Special Agent Sargent. Special Agent 
Higgins will be domiciled at Hartford 
and will work directly under Mr. Ward’s 
supervision. , 


Christie Staff Adjuster 
For Home at Los Angeles 


Robert M. Christie has been promoted 
to the position of staff adjuster at the 
Los Angeles office of the Home Insur- 
ance Co. 

Mr. Christie joined the home office 
of the Home in April 1927, and in 
March, 1932, was made a clerk in the 
eastern underwriting department. In 
October, 1933 he was transferred to the 
suburban department as assistant exam- 
iner, subsequently becoming examiner 
in that department. He was promoted 
to the position of adjuster and trans- 
ferred to the company’s Los Angeles 
office in October, 1938. 


NAMED FIELD REPRESENTATIVE 

John L. Hardie has been named field 
representative in southern California for 
the Planet Insurance Co. fire and 
marine affiliate of the Standard of 
Detroit Group. He will have his head- 
quarters at Los Angeles office. 
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Big problems become little problems when 
you use SPRINGFIELD GROUP SERVICE. 











SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY SPRINGFIELD, MASS. 


SENTINEL FIRE INSURANCE COMPANY 
MICHIGAN FIRE AND MARINE INSURANCE COMPANY , 
NEW ENGLAND FIRE INSURANCE COMPANY . . . 


- SPRINGFIELD, MASS, 
DETROIT, MICH. 
.« SPRINGFIELD, MASS, 
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Stimulating Talks a 
Chicago Insurance Day 


ATTRACT RECORD ATTENDANC: 





Speakers Were Messrs. Leen, Kegley 
Simonson, Groves, Kuffell, Hodson, 
Ulseth and Wilson 

The annual Chicago Insurance Day 
held May 4 in the Palmer House, » 
tracted a record attendance. In additioy 
to a splendid program of eight acidreggex 
featuring important coverages, the dip. 
ner attraction was Countess Mar 
Pulaski, a refugee, who spoke on “Jy 
Life as a Spy,” and William L. Shire: 
famous news commentator, who 2. 
dressed the luncheon meeting. W, | 
Laadt presided at that gathering. Emi 
L. Lederer, president, Chicago Board oj 
Underwriters, sponsors of the program, 
presided at the dinner. Morning anj 
afternoon chairmen were respectively 
Waldo B. Ames of Moore, Case, Lyman 
& Hubbard and Max R. Schrayer oj 
Associated Agencies. The various ad. 
dresses are highspotted as follows: 

Patrick J. Leen, Chicago manager of 
Wm. H. McGee & Co., declared in his 
talk on the personal property floater 
that the outstanding thing about PPR 
in comparison with covering a risk by 
fire and extended coverage, plus resi. 
dence burglary and outside theft, is its 
coverage of unusual hazards. For in- 
stance, he said, flood, water damage, rain 
and snow protection are provided as 
contrasted to the fact they cannot be 
covered under fire and extended cover, 

Mr. Leen emphasized that PPF fora 
comparatively small premium differential 
gives a broad spread of coverage not 
found in the regular policies, and this 
differential is reduced by writing a de- 
ductible. 

Kegley and Simonson Talks 

The important factor of writing life 
insurance was stressed to the general 
insurance producers by Robert B. Keg- 
ley, manager, life and accident depart- 
ment, Moore, Case, Lyman & Hubbard, 
which represent John Hancock Mutual. 
Life as general agents. 

He touched particularly on_ the 
“golden opportunity” afforded general 
insurance men in writing group insur- 
ance in industry, where they have the 
best possible entree through their work- 
men’s compensation, building and con- 
tents, fidelity and other insurance lines 
The whole subject of pensions also is2 
very live one today, he said, and this 
too, affords a wonderful chance to sel 
business. Both lines can be merely te 
ferred to specialists of life companies 
with the broker and general producer 
securing his commission merely for pro- 
viding the introduction and salient data 
Mr. Kegley touched also on business life 
insurance and key man insurance. 

Comprehensive Liability 

W. A. Simonson, assistant manages 
western department of the Employers 
Group, discussed the comprehensivt 
general liability contract vs. the olf 
time liability contract, recommending 
that on new or renewal business the 
comprehensive be specified. He advised 
this even though the comprehensive cot 
tract must exclude some coveragts 
which the insured will not buy. 

An important feature of the compre 
hensive, he said, is protection agaits 
hazards existing but unknown when the 
policy is written. Again, assumed li 
bility is important, for the old time cot 
tract covered only liability imposed by 
law. The comprehensive provides aut 
matic coverage for liability assumed by 
the insured under several types of cot 
tracts, and Mr. Simonson said there att 
a multitude of other types of contracts 
mostly work contracts under vhich at 
assume a tremendots 
amount of liability for which he does 
not have coverage. It can be obtain 
only by submission to the company, hav: 
ing the coverage endorsed on ihe polit) 
Yet the comprehensive takes over ™ 
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Merits of selling accident if 


were told by Benjamin H. Groves, 
(Continued on Page 49) 
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HEY MISTER. DON'T You 
AO: KEEP THREE CAR 


There's no surer way to risk a collision—plus legal liability for damages—than to 
rive too close to the car ahead. A good rule is to stay one car length behind the car ahead 
for every 10 miles of speed you are traveling. Thus—30 miles an hour—3 car lengths. 
40—4 car lengths. 50—5 car lengths. Etc. Why not read this rule to your entire family? 


This advertisement also appears—in color—in TIME, NEWSWEEK, PATHFINDER, 
U.S. NEWS and WORLD REPORT. W. Ross McCain, President 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY « THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY « STANDARD INSURANCE CO. OF N. Y. 
HARTFORD, CONNECTICUT 





ce 
“4 Standar I‘ 


P. S. Think first of the Aetna when you have unusual problems. For example, a 


famous manufacturer of cedar chests wished to give his products the additional , 


feature of “insured moth protection.”’ Was it possible to obtain insurance that 
would back up this feature to the customer? The Aetna worked out a satisfactory 
policy at a satisfactory premium. 
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FOUNDED IN 1819, the Aetna 


Insurance Company takes its name 
from the famous volcano, which 
“though surrounded by flame and 
smoke is itself never consumed.” 
From that day to this—through 
wars, conflagrations and depres- 
sions—no policyholder has ever 
suffered loss because of failure of 
an Aetna Company to meet its 
obligations. 
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Cites Responsibility 
Of Insurance Agent 


MINOR TO LOUISIANA AGENTS 


Virginia F. & M. President Urges 
Knowledge of Industry, Duty to 
Clients, Following American Way 





Responsibility of the insurance_agent 
not only in doing his job well and serv- 
ing his clients, but also as a good citi- 
zen were stressed by Claude D. Minor, 
president of the Virginia Fire and Ma- 
rine, Richmond, Va., in his address, 
April 27, before the Louisiana Associa- 
tion of Insurance Agents at Alexandria, 
La. 

In the first category, Mr. Minor cited 
his belief that the agent’s responsibility 
to be as proficient as possible is a pro- 
fessional one, which means, he added, 
that he must be “thoroughly qualified.” 
He listed as qualifications: knowledge 
of types of insurance the agent sells, 
enthusiasm for the business of insur- 
ance, striving to give full service for 
commission, received, mindful of the 
value of insurance as a public service 
and loyalty to the agent’s clients and 
companies, 


Knowledge of Business 


“No agent,” he said, “can make proper 
recommendations to a manufacturer or 
to a merchant or to the owner of any 
other type of business, as to the kinds 
of insurance he should carry, without 
having reasonable knowledge of the 
operations of the business and of any 
special or peculiar processes involved. 
The more knowledge the agent has as 
to the operations and processes of a 
business, the better qualified he is to 
make a correct analysis as to the insur- 
ance coverages which are essential and 
those which are advisable. 

“This means, then, that for true pro- 
ficiency in the discharge of his profes- 
sional responsibility the agent must 
know not only all he can about his own 
business but should know as much as 
he can about the businesses with re- 
spect to which he effects insurance. 
When he has such a knowledge, the 
agent is in a position to make his rec- 
ommendations logical and .effective. Like 
the doctor, he can give a ‘prescription’ 
based on a professional diagnosis. Of 
course, he cannot compel the property 
owner to carry out his recommenda- 
tions, but neither can the doctor compel 
his patient to take the medicine he 
prescribes. If the agent, however, makes 
his diagnosis in a manner and with that 
skill to engender confidence in him, the 
chances are the property owner will 
follow his recommendations, just as the 
chances are the patient will take the 
medicine the doctor prescribes. 


Business Interruption 


“The reference to business operations 
and processes of manufacture reminds 
me of a type of business insurance 
which in my judgment it is the profes- 
sional responsibility of each agent to 
present, through adequate and proper 
explanation, to every business owner in 
his community if the business involved 
is of such a nature that its earnings 
may be diminished or completely stop- 
ped through the destruction of or dam- 
age to the physical property occupied 
and used. This is business interruption 
insurance. 

“There are literally hundreds of in- 
stances with which I have some familiar- 
ity that are reasons for this reminder, 
but reference here to only one will suf- 
fice. The risk was a drug store in a~ 
town of about 10,000 population. The 
building was ordinary brick and was 
owned by the druggist. The building 
was substantially destroyed by fire and 
practically all of the stock was ruined 
either by the fire or by water used in 
fighting the fire. Ample fire insurance 
was carried with respect to the building 
and stock, but there was no business 
interruption insurance. The druggist 
could not obtain temporary quarters in 





the same locality, so he had to stay 
out of business for approximately three 
months while a new building was being 
erected. His uninsured loss (net profit 
prevented plus continuing charges and 
expenses which he had to pay) for that 
period was something over $10,000. He 
had never heard of business interrup- 
tion insurance. Doubtless, you will agree 
that the agent who wrote the fire insur- 
ance for the druggist failed miserably 
to live up to his professional responsi- 
bility. 
Prestige Builder 


“Business interruption insurance should 
be carried on every business where 
earnings of that business may be im- 


paired or entirely cut off by reason of 
damage to or destruction of the prop- 
erty used in the conduct of the business. 
It is a prestige builder if properly un- 
derstood and properly sold. I say this 
because it is sold only to business men 
—men who make it a practice to discuss 
their management problems with other 
business men and who in such discus- 
sions will say a good word for the agent 
if he has made the right kind of ex- 
planation and done a real selling job. 

“I know one very substantial agency 
which was built in about 10 years’ time 
from a volume of around $10,000 a year 
to a volume close to $100,000 a year, 
simply because the owner made it a 
point to present the values of business 


— 
interruption insurance to Pr cticall 
every business firm in his city. 7 
Public Service 

“It is the professional resp: sibilit 
of the agent to be an ever min iy] aa 
an active proponent of the public serpy. 
ice aspects of insurance. Cert: inly, i 
is of public interest if any ind istry in 
a community is put out of Usiness 
through a disaster not covered by in. 
surance. If the disaster is one againg 
which insurance can and should he cap. 
ried, it is evident that through nattep. 
tion or neglect on the part of < ’Meone 
the public service value of ji surance 
was lost. 

“Again, when the operator of an auto- 
mobile, who may be a fine citizen but, 
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.. since 1799 


Fem 1799 to 1950, initiative 
has been a notable characteristic 
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Today, Providence Washington provides dependable protection through 
thousands of agents in principal cities from 
coast to coast, Hawaii, Alaska and Canada. New 

England's oldest stock insurance company 

will be pleased to serve your agency too. 


Almanac reproduced from files 
of the R. I. Historical Society 
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CLAUDE D. MINOR 


unfortunately, is without substantial 
means, has his mind on some personal 
problem while driving along and negli- 
gently wrecks the car in which Mr. and 
Mrs. Jones and their two young chil- 
dren are ridine, with the result that 
the father is killed, the wife and one 
child maimed for life, and the other 
child only slightly injured, it is a mat- 
ter of public interest as to whether the 
negligent operator had adequate bodily 
injury liability insurance, or whether 
Mrs. Jones and her two children are 
to become public wards. If he has ade- 
quate insurance, indemnification there- 
under is distinctly a public service. If, 
however, the negligent operator has no 
insurance, or if he has inadequate insur- 
ance, the public service value of insur- 
ance will be lost. 

Automobile Liability 

“In this connection I would be remiss 
if I failed to urge that every agent 
when effecting automobile liability in- 
surance live up to his professional re- 
sponsibility and his responsibility to the 
public generally by insisting that his 
insureds carry very substantial limits. 
The limits -of $5,000/$10,000 of another 
day are wholly inadequate. Even if these 
are increased tenfold, the increased 
amounts might prove to be inadequate 
under present day conditions. 

“The second point which I have in 
mind in relation to the public service 
phase of the insurance business is that 
which pertains to the conservation of 
life and property. There can be no ques- 
tion as to the public service angle here, 
and there can be no question about the 
fine job which the business of insurance 
has done and is doing in this connec- 
tion. The splendid work in -this direc- 
tion has been spearheaded and is ac- 
tively supported by our business, and 
the efforts of the National Fire Pro- 
tection Association, the National Board 
of Fire Underwriters, the National 
Safety Council, and the Association of 
Casualty and Surety Companies are too 
well known for me to undertake to 
recount any of them. 

Support American Way 

“It is my belief that it is the pro- 
fessional responsibility of the insurance 
agent to foster and support the Ameri- 
can way of life. During the past 17 
years we have seen a new trend in the 
United States. In some ways this trend, 
from the standpoint of the economic 
Principles in which most of us have 
been trained to believe, has been in- 
sidious, No doubt, portions of the trend 
Were necessary ‘and proper. The in- 
Sidious portions are those which tend 
to ow idermine initiative, circumscribe 
Incen{ ive, regulate business to the point 
of reg imentation, and influence the peo- 
ple—p; irticularly those of the younger 
8eneration—to depend upon socialistic 
Manipulations for sustenance. 

; “One facet of the agent’s professional 
sponsibility is, in my judgment, to 





Suburban New Yorkers 

Walter F. Ficke (Providence Wash- 
ington) has been elected president of 
the Suburban New York Field Club. 
Other officers elected are: Henry W. 
Tesche (Provident Fire), vice president; 
Charles M. Bowman (American of New- 
ark), secretary; Irving B. Lake (F. F. 
Richardson), treasurer. Arthur F. 
Checkett (Fireman’s Fund) was re- 
elected moderator of the discussion 
group. 





use his influence to the fullest to thwart 
any such insidious trends and to prevent 
the substitution of governmental regu- 
lation and directive for individual in- 
itiative and business growth. Conversely, 
he shou‘d use his influence to encourage 
a continuation of the somewhat con- 
servative but sound business ideas and 
principles which have been the basis 
for the progress and economic stability 
of this great nation of ours. One of the 
important factors which helped to make 
this nation strong was the obstacles 
and difficulties encountered by the 
founding fathers and which they had 
to overcome in order to survive. Ob- 
stacles and difficulties sharpen our wits 
for greater achievement. On the other 
hand, too much ease and security defeat 
their own objectives by allowing ambi- 
tion, incentive, and industriousness to 
die for the want of stimulating exercise 
and action.” 


Davidson, Dickert Named 


Executive Gen’! Adjusters 


W. H. Davidson, for the past five 
years executive supervisor for General 
Adjustment Bureau at Atlanta, Ga., has 
been appointed executive general adjust- 
er. His duties remain the same, but 
the change of title is to describe more 
clearly the work in which he is primarily 
engaged. 

Charles R. Dickert, who has been with 
the bureau for more than 25 years, has 
been advanced to executive general ad- 
juster at Atlanta headquarters. He was 
branch manager at Knoxville, Tenn., 
prior to advancement as general adjuster 
in the departmental office. Much of 


Distaffs Name Delegates 

President Lillian L. Herring and Vice 
President Mildred M. Kirk have been 
elected delegates of the Insurance Dis- 
taff Executives Association of Chicago 
to the annual meeting of the National 
Association of Insurance Women. at 
the Copley Plaza Hotel, Boston, June 
14-16; the Chicago association will hold 
its 1th annual meeting and election of 
officers May 18, following a dinner at 
the Palmer House. 





his work is confined to adjustment and 
supervision of cotton and railroad losses 
and storm adjusting operations. 








Noted for Prompt Claim Service 


W. C. HORTON Agency 


GLADSTONE, N. J. 
Telephone: Peapack 8-0010 


A 51-Year Record of Good Will Building 
in Handling Fire-Casualty Business 
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AMERICAN INTERNATIONAL 
UNDERWRITERS 


Digby 4-9200 
102 Maiden Lane, NewYork 5, N.Y. 


SAN FRANCISCO + WASHINGTON « CHICAGO 























re 


ec ‘What policy 
takes care of this? 


Be costal There’s more here than meets the eye! This is a tough question... 


“While driving into town to have my dog clipped by a veterinarian, I 
see a friend walking and stop to pick him up. As my friend enters 
my car my dog attacks and severely bites him. What policy takes care of this?” 










Comprehensive Personal Liability policy? Automobile Liability 


policy. Or some other policy? 


Want to know the answer? Ask the Advertising 
Department for “True ‘or False” #20. You'll be surprised. 





ROYAL-LIVERPOOL LY 








150 WILLIAM ST., NEW YORK 8, N. Y. 


CASUALTY + FIRE > MARINE RovAL INSURANCE COMPANY, LTD. * THE LIVERPOOL & LONDON & GLOBE 
INSURANCE CO. LTD. « AMERICAN & FOREIGN INSURANCE CO. 
FOREIGN MARINE INSURANCE COMPANY, LTD. 
QUEEN INSURANCE COMPANY OF AMERICA * STAR INSURANCE COMPANY 
THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 


OF AMERICA « 


EAGLE INDEMNITY COMPANY « GLOBE INDEMNITY COMPANY + ROYAL INDEMNITY COMPANY 


¢ BRITISH & 
¢ THE NEWARK FIRE INSURANCE CO. 
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&° 2S GREATNO ASG May 12, 1950 May 
Sherwood on Principles — 

Of the National Board Cc Ak Cc -9 4 
MAKES PITTSBURGH ADDRESS TH 
Outlines Rules of Apportionment and JE WEL R y A PPRA ISA l SER VICE 

Their Direct Benefit to Policyholder 

in Assuring Prompt Payment @ Saks-34th jewelry experts will examine and appraise all types of INL 

Guiding principles of the National jewelry at a nominal cost to the customer. Mel 
Board = nig FS eng emi re - @ A certificate will be issued, itemizing the jewelry at the current ti 
subject of the address delivered by D. : : 

B. Sherwood, general adjuster, — retail value for insurance purposes. : 
Board of Fire Underwriters, at the ee F 
Pennsylvania Insurance Day meeting INSURANCE COMPANIES, BROKERS and their clients find this an ou 
at Pittsburgh, May 5. Saying that his invaluable service. Appraisal hours 9:30 A. M. to6 P.M. (Thursday’s elec 
primary interest, of course, centers until 9). Saks-34th—Mezzanine Floor. Unc 
around the committee on a of ing 
the National Board, Mr. Sherwood out- ey 
lined the guiding principles as follows: 34TH AT BROADWAY, N. Y. | e LACKAWANNA 4-7000 Ss 

“In all of our guiding principles we Tra 
have constantly kept in mind the rights Principle V dealing with personal prop- guage in our dwelling forms, guiding the 
of the insured. Not only are the com- erty floater policies and household fur- principles—dwelling and contents form. Mm &°" 
panies prepared to always resolve all niture policies as may be disclosed by  fire—were prepared by a special com. tan 
reasonable doubt in favor of the in- way of a pickup endorsement attached mittee of the National Board of Fire a 
sured, but beyond that, the insured must to the personal property policy. As we Underwriters. Over 100,000 of these tor 
be given first consideration in those all know, the difference between the have been distributed to adjusters and fe | 
cases of conflicts _between COMpREes, D. B. SHERWOOD amount of the personal property floater agents throughout the country. 5. | 
especially in those instances where it is . and the amount of the pickup endorse- “Here again we say in effect. 1. Per 
a question of the extent of payment on companies and personal effects floaters ment is the amount that will contribute Specifically insured property shall be to | 
the part of two or more sets of insurers. on behalf of the inland companies. Here, with the household furniture policy in deemed primary; 2. bailee policies shall mit 

Rules of Apportionment : too, the principles provided that specific the payment of loss. be deemed primary. Boy 

“It came to pass in 1934 a special insurance shall take precedence over “In 1947 in view of the broad lan- (Continued on Page 37) C 
committee of the National Board de- blanket insurance. for 
termined on four rules of apportion- “Later in 1946 came the agreement of ecu 
ment to which companies could look guiding principles fire-inland marine, © ol Ins 
for guidance in dealing with the insured. prepared jointly by a committee of the ; ree 
The companies were urged to make full National Board of Fire Underwriters wa: 
use of these rules with the full realiza- and the Inland Marine Underwriters h 
tion they were not perfect, but that Association. Here again, and expanding THE for 
over the years the law of averages on the principles established in the a 
would work and that in all cases pay- ‘inland-inland’ agreement, it was deter- g 
ment could: promptly be made to the mined: INSURANCE CORPORATION G. 
policyholder. All companies, including “1, Insurance covering specific articles tiv 
non-members and mutual and reciprocal shall be deemed primary; 2. insurance of 
insurers, were urged to make use of specific as to location shall be deemed 
what we now refer to as the ‘National primary; 3. bailee policies shall be Fr 
Board rules for non-concurrent appor- deemed primary. 
tionments.’ “In addition to the above, consider- 

“IT like to think of these rules as able interest has been centered around FIRE AND ALLIED LINES \ 
our first guiding principles. They have fre 
worked well—indeed the success of these Of in 
rules has exceeded the fondest hopes e : ary 
of the committee, and countless policy- Year in and year out ‘ ing 
holders have benefited even though they . = JOHN A. HEINZE, President me 
were quite unaware of the problem be- you il do well with the Tri 
fore the companies and the willingness is 
of the companies to solve that problem HARTFORD ro 
between themselves. the 

“With the growth of all risks and in- Statement as of December 3|st, 1949 of 
land marine policies and the practice of 29 
inserting excess clauses therein, again pe tor 
the insurance business found their pol- s5ar5 Pm 
icyholders with two sets of policies, ra 
either one liable in the absence of the Ly. S-Govetnment Bonds ......¢....5.. <4 08 6% $1,991,074.23 cal 
other and neither one liable because of oe eis eck eapaeue 107,656.88 Fe 
the conditions found in each contract. 

It was soon recognized that this was GOMIUIR HOGS 25.) ss 5500s bbe ore Sack teow alone ae 688,465.00 , 
an intolerable situation and that some- Gash in anks and OMce 3s is. ed eee es 181,242.77 re 
thing must be done to relieve the in- ‘ 
sured froth: this. enenvleide puaition: Dalsnces Undet G0 Days... case ce cewesss 117,794.80 ay 

Inland Marine Principles Interest Due and Accrued and Other Assets. .. 48,517.40 

“In 1942 the Inland Marine Under- , Oe es 39% 
writers Association prepared so-called $3,134,751.08 pa 
‘guiding principles—inland-inland’ which ‘ 2 ; ie 
in effect held: Liabiliti . 
; iy Specifically insured articles shall tabilities ed 
»e deemed primary; 2. bailee policies : ti 
shall be deemed primary. YS ffi Reserve for Outstanding Losses Ler a EEA’ $ 261,707.74 - 
Ment -w early part of 1946 agreement ai forms of fire, Reserve for Unearned Premiums............. 1,700,901.85 ba 
of guiding-principles between the casu- . + pes pa 
alty people and the inland marine peo- marine and casualty Reserve for All Othet Liabilities....... 00... 140,712.67 . 
a concluded, dealing only with insurance and fidelity Capital Paid ee eee $300,000.00 22 
theft policies on behalf of the casualty S + bs pge M 

urplus Over All Liabilities....... 731,428.82 
and surety bonds. P ’ E 
or eit ri 
“ Surplas to Policpholders. ... 2.0. cs evcdeerns 1,031,428.82 Fe 
THE OLDEST INSURANCE Tina wees : i ial 
. aD hy 
COMPANY IN THE WORLD SERVICE $3,134,751.08 2 
» 4 
th 
HARTFORD FIRE 2 ee at 
INSURANCE COMPANY , PP q Sesaa 
HARTFORD ACCIDENT 
AND INDEMNITY COMPANY 
HARTFORD LIVE STOCK 
INSURANCE COMPANY 
SS FIFTH AVE., NEW YORK HARTFORD 15, CONNECTICUT fo) 
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INLAND MARINE MEN’ ELECT 


McBride Made President of A ia- 
tion. Powell, Vice President; Ogden 
Chairman, Inland Marine Bureau 


F. B. McBride, vice president and 
secre. ary, Home Insurance Co., was 
elect president of the Inland Marine 
Underwriters Association at its meet- 
ing a’ White Sulphur Springs last week. 
J. L. Powell, Chubb & Son, was elected 
vice president, and L. M. Baldwin, 
Travelers Insurance Co., chairman of 
the executive committee. H. L. Wayne, 
general manager, and J. G, Bill, assis- 
tant general manager, were reelected. 

Members of the executive committee 
for the term expiring 1953 were elected 
as follows: O. A. Ogden, H. I. Bartlett, 
S. Curtis Bird, T. S. Deering and E. J. 
Perrin, Jr. G. W. Coward was elected 
to fill a vacancy on the executive com- 
mittee for the unexpired term of W. F. 
Boylan. 

0. A. Ogden of the National of Hart- 
ford was elected chairman of the ex- 
ecutive committee of the Inland Marine 
Insurance Bureau and H. L. Wayne was 
reelected general manager. J. G. Bill 
was reelected assistant general manager. 

Members of the executive committee 
for the term expiring in 1953 follow: 
F. B. McBride, E. J. Perrin, Jr., O. A. 
Ogden, G. G. Quirk and L. M. Baldwin. 
G. W. Coward was elected to the execu- 
tive committee for the unexpired term 
of W. F. Boylan. 











Freight Transportation 
Increase 16.9% In March 


Washington, May 10— Volume _ of 
freight transported by motor carriers 
in March increased 16.9% over Febru- 
ary and 21% over March, 1949, accord- 
ing to statistics compiled by the Depart- 
ment of Research of the American 
Trucking Associations. 

Comparable reports received by ATA 
from 326 carriers in 40 states showed 
these carrrers transported an aggregate 
of 3,491,269 tons in March, as against 
2,986,264 tons in February and 2,884,307 
tons in March, 1949. 

Approximately 77% of all tonnage 
transported in the month was hauled by 
carriers of general freight. The volume 
in this category increased 18.2% over 
February and 22.5% over March, 1949. 

Transportation of petroleum products, 
accounting for about 15% of the total 
tonnage, showed an increase of 9.1% 
ne February and 18.5% over March, 

Carriers of iron and steel hauled about 
3% of the total tonnage. Their traffic 
volume increased 19.1% over February 
and 8.1% over March, 1949, 

About 5% of the total tonnage report- 
ed consisted of miscellaneous commodi- 
ties, including household goods, textiles, 
groceries, meats, heavy machinery, to- 


A 


bacco, motor vehicles, motor vehicle 
Parts, paper, coal, cement and chemi- 
cals. Tonnage in this class increased 
222°: over February and 16.7% over 


March, 1949, The March tonnage of 
rs reporting from the eastern dis- 
trict represented increases of 18.7% over 
‘ary and 21.8% over March, 1949. 
rs in the southern region reported 
ncrvises of 17% over February and 

“c over March, 1949. Tonnage from 
the estern district revealed increases 
Or 158% ae February and 17.8% over 


*y 





pW RENCE PROMOTED BY HOME 
W. C. Lawrence, special agent in San 
Antcnio, Tex, for the Home Insurance 
Co., ‘s been advanced to associate state 
ager’ in that office, working with Vance 
' ffmaster, Before joining the Home 
4 +3, Mr. Lawrence was in the fire 
insuivince division of the Texas Board 
usurance Commissioners. 


Named by North British in 
Southern Service Office 





H. M. DICKERSON 


The North British Group has ap- 
pointed H. M. Dickerson as superintend- 
ent of the southern service office of the 
inland marine and special lines depart- 
ment with headquarters in the Haas- 
Howell Building, Atlanta. Mr. Dicker- 
son had had a number of years experi- 
ence specializing in inland marine insur- 
ance. 





State Farm Mutual Cuts 


Auto Rates in Five States 


Bloomington, Ill., May 10—Rate cuts 
on certain types of automobile policies 
written by the State Farm Mutual 
Automobile in five states are announced 
as follows: 

Maryland policies on comprehensive 
coverage to 14%, and on collision to 
19%. 

Pennsylvania comprehensive 
rates cut 21%; collision, 15%. 

South Carolina rates for bodily injury 
and property damage down 5%; com- 
prehensive, 25%; collision, 15%. 

West Virginia comprehensive down 
18%, collision, 20%. 

Minnesota comprehensive cut 15%; 
collision, 19%. 

All cuts are effective April 30, except 
those in Minnesota, effective May 


policy 





Sherwood on Principles 
(Continued from Page 36) 


Particular interest surrounds that por- 
tion of the agreement where we ar- 
bitrarily place certain items under the 
building item and certain items under 
the household furniture coverage. For 
example, stoves and refrigerators are 
considered contents even though, in 
some sections of the country, stoves 
are generally considered as a permanent 
part of the building. 

Hold Television Antenna as Contents 

“Recently we circulated an addendum 
to our fire-fire agreement wherein we 
hold that television antenna shall be 
considered .as contents in those cases 
where the antenna is affixed to the 
dwelling in contrast to the tower some- 
times seen embedded in concrete and 
set in the ground apart from any build- 
ing. In those cases, we consider it a 
structure and, as such, comes under the 
10% extension of the dwelling item. 

“A word now about the intent and 


application of all of these guiding prin- 
ciples. 

“It is not the intent or purpose of 
these guiding principles to write a new 
contract for the insured, nor do they 
have application when no overlapping 
exists. As we have said before, all our 
efforts in these guiding principles have 
been aimed to assist the insured, to see 
that the greatest amount of recovery 
is afforded him and to see that any con- 
flicts that exist may be resolved in 
advance between companies, rather than 
to place the insured in the position of 


















waiting until the interested companies 
take time out to make a determination 
of the issue involved. 

“The insurance business is aware that 
just as our rules of non-concurrent ap- 
portionments are not perfect, there are 
imperfections in our guiding principles. 
Nonetheless, they benefit the insured 
and, in doing so, they benefit the whole 
insurance business. They are being 
widely observed by all companies and, 
while they may work a hardship on 
one company today, the reverse will be 
true tomorrow—and, always, the insured 
has first consideration.” 





This is one of a series of advertisements appearing regularly in 
leading newspapers throughout the country. 




















Spooky was a small dog, but 
secretly he knew he had the 
heart of a lion. And he mourned 
the fact that his quiet street 
offered so few chances to prove 


his courage. 


Then one afternoon his chance 
came. Trotting around a corner 
of the Heywood’s house, he saw 
a stranger in funny clothes dig- 
ging near the cellar window. 
Spooky heard the clear call of 


his teeth in the intruder’s leg. 


It took the combined efforts 
of the plumber and a passerby 
to shake him loose. The plumber, 
who had been fixing an outside 
pipe, was not favorably im- 
pressed with Spooky’s heroism. 


Neither was Mr. Heywood. 
The plumber’s leg became in- 
fected . . . he lost two weeks’ 
work . . . hospital and doctor’s 





Things every Insurance Buyer should know—No. 38 


duty. With a flying leap, he sank — 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 


Home Office: 49 Wall Street, New York 


Baltimore Boston Chicago Cincinnati Cleveland Dallas + Detroit 
Grand Rapids Houston Los Angeles Newark New Haven Oakland 
Philadelphia - Pittsburgh - Portland - St. Louis - San Francisco - Seattle - Syracuse 


Marine, Fire, Inland Transportation, Yacht, Property Floaters, Automobile and Casualty Insurance 




















You never know 
what goes on 
in a dog’s mind 


expenses piled up. Legally, Mr. 
Heywood was responsible, but 
fortunately his personal liability 
insurance covered all expenses. 


* * * 


FACT: This actual case from 
our files presents only one of a 
hundred ways in which the law 
holds you personally liable for 
accidents. Recent years have 
seen wider and wider applica- 








tion of this legal principle of 





liability. If you have a home... 
children ... pets . . . household 
help... sports activities ... you 
must assume ever-increasing re- 
sponsibilities in case of accident. 


ACT: Call on your broker or 
agent. He will gladly explain: 








how a comprehensive personal 





liability insurance policy will 





protect you against current and 





future exposure to risk. 
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Matthai and Heard 
Elected by C. & S. Ass’n 


NEW PRESIDENT AND VICE PRES. 








Dorsett and Murphy Reelected at An- 
nual Meeting; F. W. Lafrentz, Surety 
Dean, in Luncheon Spotlight 





Featuring the 22nd annual meeting of 
the Association of Casualty & Surety 
Companies, May 9, at the Waldorf- 
Astoria, New York, was the election of 
Joseph F. Matthai, executive vice presi- 
dent, United States F. & G, as presi- 
dent and that of Manning W. Heard, 
vice president and general counsel, Hart- 
ford Accident & Indemnity, as vice 
president. Mr. Matthai, who has served 
the association as vice president for 
two terms, succeeds William E. McKell, 
vice president, American Surety, and 
president, New York Casualty. 

J. Dewey Dorsett, general manager of 
the association since 1944, was reelected 
to that post and Ray Murphy was re- 
elected general counsel. The following 
member companies were elected to the 
executive committee for a_ three-year 
term: Aetna Casualty & Surety, Great 
American Indemnity, Ocean Accident & 
Guarantee, Standard Accident, Travelers 
Indemnity and the United States Guar- 
antee. Annual reports were given dur- 
ing the business meeting by Mr. Dor- 
sett and Mr. Murphy. A reception and 
luncheon followed, attended by approxi- 
mately 200 insurance executives and 
their guests. 

Luncheon Welcome by Matthai 


As always the luncheon was a color- 
ful occasion, completely given over to 
good fellowship and reunion of old 
friends as there was no speech making. 
Interest in the affair was heightened by 
the presence of F. W. Lafrentz, 90-year- 
old chairman of the American Surety, 
who was introduced by President 
Matthai as “the dean of the surety busi- 
ness—a great pioneer who is_ beloved 
by all surety men.” Mr. Matthai also 
had the honor of introducing E. Asbury 
Davis, president of his own company, 
who had come up from Baltimore espe- 
cially for the meeting. 

In his friendly words of welcome Mr. 
Matthai called upon Fritz K. Kleene, 
vice president of the Home Insurance 
Co. of Hawaii, to take a bow. Mr. 
Kleene, he said, had the distinction of 
having traveled the longest distance to 


attend the gathering. Three distin- 
guished state officials—Alfred J. Boh- 
linger, first deputy Superintendent of 


New York; C. F. J. Harrington, Massa- 
chusetts Commissioner, and W. Ellery 
Allyn, Connecticut Commissioner—were 
also welcomed. 

Mr. Matthai then centered attention 
on the association’s past presidents at 
the head table, noting that two of them 
Frank <A. Christensen, president, 
America Fore Companies, and James M. 
Haines, U. S. manager and general at- 
torney, Phoenix of London—were past 
presidents of both the Casualty & Surety 
Association and the National Board of 
Fire Underwriters. Dean of past presi- 
dents is C. B. Morcom, vice president, 
Aetna Casualty & Surety, who served 
from 1933-36. J. Arthur Nelson, board 
chairman, New Amsterdam Casualty, 
served from 1936-38; Richard V. Good- 
win, vice president, Fireman’s Fund In- 
demnity, served in 1946 and William E. 
McKell is immediate past president. All 
were introduced. 

In a brief statement President Matthai 
expressed his satisfaction over the as- 
sociation’s staff, its purposes and ac- 
complishments, and predicted with con- 
fidence “new and even greater effective- 








JOSEPH F. MATTHAI 


ness for the future.” He promised that 
he would let nothing happen to change 
the course fixed and _ conscientiously 
pursued by the organization. “We 
haven’t begun to reach our full strength 
in membership and influence,” he said. 
Points to Problems Ahead 
Pointing to problems ahead, Mr. 
Matthai said: “Proper and adequate 
education of the public about the casu- 
(Continued on Page 48) 


National Bureau Holds 





Heads Reappointed; New Southwest- 
tern Branch Office Announced 





The 40th annual meeting of the Na- 
tional Bureau of Casualty Underwriters 
was held May 10 at Hotel Commodore, 
New York. One of its features was the 
annual report of General Manager Wil- 
liam Leslie who sketched the growth 
of the bureau over four decades and 
pointed with pride to the healthy in- 
crease in membership. A total of 62 cas- 
ualty and fire companies are now mem- 
bers. Mr. Leslie was reelected general 
manager and James M. Cahill was re- 
elected secretary. 

In accordance with the principle of 
rotating membership on National Bu- 
reau committees the Aetna Casualty & 
Surety, Fireman’s Fund Indemnity, 
Maryland Casualty, Massachusetts Bond- 
ing & Insurance and the Zurich were 
elected to the executive committee, 
succeeding the American Surety, New 
Amsterdam Casualty, Ocean Accident & 
Guarantee, Travelers and United States 
F G. The full committee is com- 
posed of the following: 

Aetna Casualty & Surety, Commer- 
cial Casualty, Eagle-Globe-Royal Indem- 
nity Cos., Fireman’s Fund Indemnity, 
Hartford Accident & Indemnity, Home 
Indemnity. Maryland Casualty, Massa- 
chusetts Bonding & Insurance, National 
Surety Corp. and the Zurich. Other 
committee changes will be announced 
next week. 


Additional Officers Reappointed 
At the meeting of the executive com- 
mittee which followed the annual meet- 
ing the following additional officers were 
reappointed : 
Actuary, T. O. Carlson; general coun- 
sel, J. B. Donovan; assistant secretaries, 

















Underwriting Specialists 


FIDELITY and SURETY 
BONDS 


INSURANCE CONTRACTS 
FOR UNUSUAL NEEDS 


SEABOARD SURETY COMPANY 


75 MAIDEN LANE, NEW YORK 
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40th Annual Meeting 


REELECT LESLIE AND CAHILL 
Other Staff Offieers and Department 


















WILLIAM LESLIE 
W. J. Heinrich and E. A. Twaits; man- 


ager, accounting division, C. E. Gillott 
Jr.; manager, automobile division, W, 
H. Brewster; manager, boiler and ma- 


chinery division, G. P. Wieman, man- 
ager, burglary division, L. A. Sawyer; 
manager, general liability division, Mil- 
ton Acker; manager, glass division, L, 
A. Sawyer, and office manager, E. A, 
Bantel. 

Benbrook to Manage Texas Branch 

Spot news announcement by Mr. Les- 
lie at the meeting ‘was that the National 
Bureau will open on June 1 a southwest- 
ern branch office with headquarters in 
Austin, Texas. Its manager will be 
Paul Benbrook, who is resigning his 
post as casualty actuary of the Texas 
Board of Insurance Commissioners to 
take this new post. 

The territory within which the south- 
western branch will function embraces 
eight states, namely, Arkansas, Colorado, 
Kansas, Louisiana, . Mississippi, New 
Mexico, Oklahoma and Texas. The 
branch will act in an advisory capacity 
for all kinds of insurance under the 
jurisdiction of the National Bureau in 
each of these states. In Texas, the 
branch will administer on behalf of mem- 
bers and subscribers the application oi 
the manuals of classifications, rules and 
rates, and the rating plans for general 
liability, burglary and glass insurance 
which are in effect in that state. 

The office will also serve as a con- 
venient point of contact with Agents 
Associations and supervising officials in 
the several states within the territory. 


Surety Ass’n Annual Meeting 
Held May 11 at Hotel Astor 


The Surety Association of America 
met May 11 at Hotel Astor, New York, 
for its 42nd annual meeting with 1s 
entire membership of 56 companies rep- 
resented, An executive committee Sts 
sion followed the annual meeting which 
was in the morning. A reception and 
luncheon were then held. 

The annual election resulted in the 
reelection of Martin W. Lewis as get 
eral manager and John L, Kirkwood and 
E. Vernon Roth as secretaries. The fol 
lowing officers were reappointed: 

Assistant secretaries — Elmer C. An- 
derson, John F. Fitzgerald, Philip 1. 
Morehouse, Peter A. Zimmermann al 
William J. Zimmermann; educatioma 
director, David Porter; actuary, 
Franklin, and engineer, Edward 
Higgins. 


PURMORT REELECTED TO BOARD 

L. G. Purmort, president of the 
Central Manufacturers’ Mutua! Insur- 
ance Co., was reelected a board member 
designate of the National Industrié 
Conference Board, Inc. for a one-yet 
term, at the board’s 313th regular meet 
ing which was ‘held recently in New 
York, to represent the American Mr 
tual Alliance. 
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Pennsylvania 


Insurance Days 


Meeting May 4-5 at 


Pittsburgh 





—— 


Twenty local and state organizations 
joined together May 4-5 to produce an 
outstanding Pennsylvania Insurance 
Days program, which was staged at the 
William Penn Hotel, Pittsburgh. With 
4 record-breaking attendance of insur- 
ance nen and women representing all 
segments of the business, the opening 
luncheon featured James F. Malone, Jr., 
former State Insurance Commissioner, 
as toastmaster. Artemas C. Leslie, who 
succeeded Mr. Malone, made his first 


appearance May 5, giving an informal 
luncheon. talk. 

The political atmosphere of the gath- 
ering was quite evident as four of the 
program participants, including Messrs. 
Malone and Leslie, are in the thick of 
a hot Pennsylvania primary campaign. 
The two others are George N. Wade, 
insurance committee chairman in the 
State Senate and candidate for the Re- 
publican party’s nomination for lieu- 
tenant governor, who spoke at the 
fraternal forum, and William E. Liven- 
good, secretary of internal affairs, up 
for reelection to that office, who was 
May 5 luncheon speaker. 


Teamer Convention Gen’! Secretary 


Much of the success of the gathering 
was due to the careful planning for 
months in advance by the Insurance 
Federation of Pennsylvania, the host 
organization, whose secretary-manager 
—Homer W. Teamer—was general 
secretary of the convention. Cooperat- 
Ing organizations—and -they all played 
an important part in the proceedings— 
included Pennsylvania Claim Men’s As- 
sociation, Pennsylvania Fraternal Con- 
gress, the Pennsylvania Association of 
Life Underwriters, the State Mutual 
Agents Association, Pennsylvania Fed- 
eration of Mutual Fire Insurance Com- 
panies, Pennsylvania State Association 
of Mutual Insurance Companies, Sparks 
Club, Smoke and Cinder Club, Casualty 
Insurance Association of Pittsburgh, In- 
surance Club of Pittsburgh, Insurance 
Women of Pittsburgh, Pittsburgh Asso- 
ciation of Accident & Health Under- 
writers, Pittsburgh Association of In- 
surance Agents, Pittsburgh Casualty 
Claims Association, Pittsburgh Casualty 
Insurance Claims Managers’ Council, 
Pittsburgh Fire Loss Conference, Pitts- 
burgh Life Underwriters Association, 


ene Surety Association of Pitts- 
urgh, 


Dineen and Thore Keynoters 


Headliners at the opening day’s ses- 
‘ons included Robert E. Dineen, New 
re Superintendent of Insurance, and 
“ugene M. Thore, general counsel, Life 
nsurance Association of America. Both 
made keynote talks which set the quality 
Ws of the program. The evening ban- 
lags highspot_ of the meeting, 
Chiet © t Admiral Louis Denfeld, former 
le Naval Operations of the United 
“fates, who spoke on the present worth 
and future outlook for the Navy. 
mae Second day’s program featured 
oy ‘essions, speakers for which were 
ae ‘or intimate knowledge of their 
Phen Highspots of four such ad- 
*s€s are given as follows: 


Jones Sees Threat in H. R. 6000 


], 1 
eat) J. A. Jones, executive secre- 
y, International Association of A. & 

























Quality Program Attracts Record 


Attendance to Pa. Insurance Days 


Keynote Speeches of Opening Day at Pittsburgh Followed by 
Forum Discussions; A. & H., Casualty Claims and 
Surety Underwriting Trends Given 


H. Underwriters, lead-off-man at the 
A. & H. forum, declared that there is 
no business or profession in the United 
States today which is in greater danger 
of direct governmental rivalry or of 
being submerged than that of insurance 
He warned that the proposed increases 
in social security benefits, sought in 
Congress, are “prima facie evidence of 
federally-guaranteed, compulsory hand- 
out state competition for commercial life 
insurance.” Mr. Jones also emphasized: 

“But the invasion of a new field of 
personal insurance through the medium 
of permanent and total disability bene- 
fits, as currently proposed in H. R. 6000, 
poses the most foreboding threat to 
the position of America’s No. 1 salesman 
—the personal insurance man. 

“Tt is but a short step from the 
permanent disability benefits in the 
measure currently before the 81st Con- 
gress. to nartial and temporary disability 
benefits. From that stepping-stone, who 
can deny that the Federal legislators 
will unanimously seek to justify the 
‘need’ for Federal hospital care and 
socialized medical care, made ‘available 
by compulsion’ to all the people? 

Mr. Jones urged that all insurance 
interests should meet this threat by 
hoth defensive and offensive opposition. 
He saw agents, brokers and general 
avents playing an important role in the 
ficht against Federal encroachment as 
thev have much at stake. At the same 
time. the speaker pointed to the use- 
fulness of organizations such as the 
National Association of Life Underwrit- 
ers and International Association of A. 
& H. Underwriters, whose members 
have mobilized their attitudes and ac- 
tions—narticularlv against enforced gov- 
ernmental disability insurance schemes. 


David W. Donley’s Sales Pointers 


Striking an inspirational note, David 
W. Donley, A. & H. manager of Yoffee 
& Beitman, Harrisburg agency, pre- 
dicted that the A. & H. industry was 
on the threshhold of its greatest era of 
business building. “We must establish 
at this point,” he said, “the fact that 
there are no bargains in sound, secure, 
accident and sickness insurance. The 
man who insists on buying cheap and 
inferior protection to save money, might 
just as well stop the hands of the clock 
in order to save time.” 

In tribute to the management of acci- 
dent and sickness companies, Mr. Donlev 
said: “Our companies have learned and 
profited from experience. We know that 
they now have their course marked. 
There is also ample proof that the sale 
of personal A. H. benefits throuch 
methods of low pressure on _ needs, 
rather than high pressure on frills. 
makes the old excuses such as ‘it hurts 
my other business’ as flabby as last 
year’s garters.” ; 

Along the same line the speaker main- 
tained that A. & H. insurance appeals 
to the right motives of purchase. “The 
old high pressure method of salesman- 
ship says: ‘Find your prospect’s weak- 
nesses—his vulnerable spots—then con- 
centrate your efforts in that direction.’ 
It likens selling to warfare, with the 
prospect as the enemy who must be 
advanced upon, overcome and made to 
submit to the will of his conqueror. 

“The low-pressure method based on 
needs follows this plan—‘Always appeal 
to your prospect’s strongest, highest 


qualities—to his finest faculties of right 
reasoning.’ ” 
Kenneally on Auto Medical Payments 


Claims 


An outstanding job was done by the 
two speakers at the casualty claims 
forum—John PP. Kenneally, assistant 
secretary, New Amsterdam Casualty, and 
W. Kenyon Lloyd, vice president, Mary- 
land Casualty, whose address is reviewed 
on another page. Mr. Kenneally dis- 
cussed “Problems Arising Out/of Auto- 
mobile Medical Payments Claims” and 
his attention-getting introduction was as 
follows: 

“This is a story of artificial legs; of 
false teeth; of funerals and births; of 
new noses and old ears; of hearing aids 
and eyeglasses. It is an attempt. to 
correlate the thinking of the professor 
of English with the authors of medical 
nayments coverage and the courts which 
have interpreted it; the claims man who 
must pass upon the claim presented 
under it and the producer who must 
explain all this to a puzzled insured. 

“The past 15 years have seen the 
transition, in the insurance industry, be- 
tween the period of adjustment of anti- 
quated methods and theories and the 
period of development of new methods 
made necessary by the opportunities of 
the wider horizons which have been 
opened to us by the trend of present 
day thought.” 

One of these trends, Mr. Kenneally 
indicated, came to fruition on January 
1, 1942, when the standard automobile 
liability policy was amended to provide 
medical payments coverage upon the 
payment of a premium. “The main 
thought behind this new coverage,” he 
said, “as well as the paramount con- 
sideration which prompted it, was an 
honest effort to create and foster good 
will on the part of the insuring public. 

“Medical payments came as a direct 
result of the need for a plan to provide 
some degree of recompense for guests 
in an automobile who are injured and 
is based upon the premise that the 
prevalence of injuries is so great that 
it should not be the subject of extensive 
common law litigation. It was a com- 
promise with those advocates of auto- 
mobile compensation plans. It was a 
major repair job on the crumbling crack 
which had appeared on the chief front 
of our industry. It was not offered as 
a perfect answer to the problem but did 
hold out hope that the insurance busi- 
ness recognized its duty and was willing 
and able to meet it.” 

What the Courts Have Done 

Mr. Kenneally aroused keen audience 
interest when he told in detail what the 
courts have done with medical payments 
coverage during the eight years in which 
it has been in effect. He explained: 
“There have not been many cases de- 
cided by courts of record but we have 
already found that the courts are in- 
terpreting the coverage a little different- 
ly than the authors anticipated. 

“Great stress has been laid on the word 
‘upon’ in the insuring agreement. The 
courts have consistently interpreted 
doubtful phrases against the writers of 
a policy. This is a fundamental principle 
of insurance. This is where the pro- 
fessor of English enters the picture. 
What is the difference between ‘on’ and 
‘uvon?’ The first case that we have been 
able to find was decided several years 
ago in Ohio. Madden vs. Farm Bureau 
Insurance Co., 82 Ohio App. 111, 79 
N. E. (2d) 568 has been adopted in New 
York by a trial court and affirmed in 
the Appellate Court. . .” : 

As to dentures, false teeth, artificial 
legs, hearing aids and eyeglasses, the 
speaker said that the medical payments 
coverage does not make specific refer- 
ence to these items “but it is the intent 
under the rule to interpret medical pay- 
ments insurance as including coverage 
for such damage provided the policy 
applies to the individual for a bodily 
injury sustained in the same accident. 

“If an individual for whom medical 


payments coverage would apply simply 
drops and damages his eyeglasses, medi- 
cal payments insurance does not cover 
the damage to the eyeglasses. How- 
ever, if the individual sustains a bodily 
injury for which medical payments cov- 
erage applies and in the same accident 
damages his eyeglasses, the policy also 
covers the damage to the eyeglasses. 

Further along Mr: Kenneally pointed 
to the fair attitude adopted by. most 
companies in their interpretation of the 
word “reasonable.” He noted that it is 
the practice in New York to pay for 
erection of a headstone or grave marker 
as part of a reasonable funeral expense. 
It has also been considered “reasonable” 
to pay traveling expenses to bring the 
body back to the cemetary if the death 
occurred out of town. “On the other 
hand,” he said, “a bill for an ornate 
monument has been denied and traveling 
expenses for the family of the deceased 
refused.” 


Presenting further case history, Mr. 
Kenneally told about a woman in Brook- 
lyn who recently gave birth to a pre- 
mature baby in the back seat of her 
husband’s automobile after he had been 
involved in a slight accident. He said: 
“She demanded reimbursement for her 
hospital bills and doctor’s bill for the 
confinement which followed. The acci- 
dent was caused by the use of the auto- 
mobile. She was riding in it at the time 
of the accident. Her doctor proved that 
she would not have had a premature 
delivery except for the traumatic injury 
she sustained. She was paid for all the 
unusual expense she incurred but was 
denied recovery, for the inevitable con- 
finement and hospitalization. This was 
a solution worthy of King Solomon.” 


_ Finally Mr. Kenneally said that the 
intelligent supervision and ethical ad- 
justment of claims involving dual cover- 
age under Insuring Agreement “A” 
(bodily injury liability) and Insuring 
Agreement “C” (medical payments), 
“have resulted in a favorable response 
to this coverage by the insuring public.” 
The speaker said he firmly and militant- 
ly subscribed to the belief that in cases 
involving collateral liability under both 
coverages, the adjuster should fully in- 
form the claimant of his rights. “He 
should refrain from any act which might 
necessitate a defense or even an explana- 
tion of his conduct. He should not 
assume a mental attitude of bestowing 
largesse, a gratuity or a dole. His com- 
pany thas received a presumably ade- 
quate premium from its assured for 
medical payments coverage. The dis- 
charge of the obligation imposed by the 
acceptance of that premium is of equal 
if not greater importance to the duty 
imposed by the bodily injury insuring 
premium.” 


Conlon Gives Underwriting Advice 


Most significant portion of the con- 
tract bond address by Vice President 
Charles C. Conlon of the United States 
F. & G., presented at the surety forum, 
was his sound advice on underwriting 
under present day conditions. Mr. Con- 
lon pointed to the prediction made in a 
recent Wall Street Journal article that 
“this country in 1950 will probably see 
the biggest volume of building in its 
history—but, brother, will the competi- 
tion be fierce!” In complete agree- 
ment Mr. Conlon said: 

“The writer of that article noted that 
a great many new contractors have 
come, into being in the last few years, 
taking as his autority the growth of the 
Associated General Contractors’ mem- 
bership roster. In 1939 it numbered 


2,300, compared with 3,161 in 1945 and 
5,511 in January, 1950, considerably 


more than 100% increase. As building 
volume has increased, so has the num- 
ber of contractors. As their number has 
grown so have the number of bidders, 
and the greater the number of bidders, 
the greater the competition. Where on 
a large contract formerly there were 


(Continued on Page 45) 
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Pennsylvania Insurance Days Meeting May 4-5 at Pittsburgh 





McKay on Difficulties 
In Multiple Line Field 


MAKES PITTSBURGH ADDRESS 





Says Closer Cooperation of Rate Mak- 
ing Bodies Will Be Essential if 
Package Policies Are to Prevail 

A closer cooperation of fire and casu- 
alty rate making bodies will be neces- 
sary if multiple line underwriting is to 
become common practice in the future, 
said H. A. McKay, vice president, 





H. A. McKAY 


Travelers Insurance Co., at the casualty 
forum of the Pennsylvania Insurance 
Days convention at Pittsburgh, May 4 
and 5. 

Mr. McKay said that many people 
think of multiple line underwriting in 
terms of package policies in which 
certain exposures which now necessitate 
separate contracts will be wrapped in 
one policy and that such. practices will 
save considerable expense and _ time, 
spread the risk and be advantageous 
to all parties. 

Asking why is it not a simple matter 
for the companies to proceed and put 
these practices into effect immediately, 
Mr. McKay explained that in attempt- 
ing to accomplish these objectives, the 
companies must at all times comply 
with the various statutes and be ever 
vigilant to keep solvent. 

Must Comply With Regulations 

For example, he said that in the fire 
insurance field, in many states, the com- 
panies must comply with statutory fire 
regulations and a package policy which 
includes fire exposure must comply with 
such regulations. To sweep other lines 
into one contract, he continued, might 
result in a rather cumbersome docu- 
ment; package policies also carry the 
general idea of one composite rate 
rather than a separate rate for each 
peril but these rates are pretty much 
controlled by separate rate-making 
bodies functioning under supervision of 
state authorities and to arrive at one 
rate for the various coverages is not 
an easy matter under present conditions. 

Pointing out some of the difficulties 
inherent in multiple line underwriting, 
Mr. McKay said: 

“As yet there is no one rate making. 
body to function on the number of 
specific perils that evidently must be 
included in this broad type of contract 
so at the moment the only mechanical 
means of writing such a contract is 
through the medium of individual filings 
in most of the states. This practice 
would eventually lead to rather chaotic 
conditions, and I doubt if such practices 
would be acceptable to state authorities, 
to agents or to the insuring public. This 


Philips Praises Auto 
Law of Pennsylvania 


75% OF CARS IN STATE INSURED 





Says New Security Type Safety Respon- 
sibility Law Will Result in Greater 
Protection to Citizens 


“Approximately 75% of the motor ve- 
hicles in Pennsylvania have been insured 
since the enactment of the new security 
type safety responsibility law,” Harold 
K. Philips, manager of the public rela- 
tions department of the Association of 
Casualty & Surety Companies, said May 
5 at the Pennsylvania Insurance Days 
convention held at Pittsburgh. 

This all-time high in the number of 
insured motorists represents an increase 
which may be as high as 114% over the 
number who’ were insured prior to Feb- 
ruary 1, when the new statute became 
effective. According to Mr. Philips, the 
exact number of cars which were insured 
previously is not known, but estimates 
range from 35% to 55% of the number 
of registered vehicles. Even on the 
basis of the 55% figure, expansion in 
the number of cars covered by liability 
insurance has been rapid and this fact 
led Mr. Philips to state: “There seems 
to be little doubt that before the snow 
flies again at least 85% of the motor 
vehicles in Pennsylvania will be covered 
by automobile liability insurance.” 

Although these rising percentages are 
encouraging, Mr. Philips warned that a 
real danger exists when more than half 
of the drivers who do not own cars are 
uninsured. “When you realize that while 
you have approximately 2,500,000 ve- 
hicles in Pennsylvania and some 3,500,- 
000 operators in the state, you under- 
stand that this can have a very impor- 
tant bearing on the effectiveness of your 
statute.” 


Follows Close Pattern 


Mr. Philips pointed out that Pennsyl- 
vania’s 75% is a little higher than most 
states attain so rapidly, although the ef- 
fectiveness of the security type safety 
responsibility law usually follows a 
pretty close pattern. “The average 
state,” he said, “begins with approxi- 
mately 35% of its motor vehicles covered 
by automobile liability insurance. With- 
in six weeks to three months after the 
law becomes effective, this percentage 
usually doubles, so that within 90 days 
we find that approximately 70% of the 
cars are covered. Three or four months 
later this percentage has climbed to 
somewhere between 80% and 85% and 
finally goes up to 90% or 95%, as wit- 
ness states like New York and Virginia 
which have had the law in effect for a 
number of years. 

“Tt is entirely probable that Pennsyl- 
vania is going to set another record 
with regard to this law,” Mr. Philips 
stated, referring to the economical ad- 
ministration of the new law by Norwood 
Keck, chief of the Responsibility Law 
Division in Harrisburg. According to 
Mr. Philips, estimates of the annual 
administrative costs had varied from 
$250,000 to $400,000, but only $100,000 
had been appropriated. Mr. Philips de- 
clared that Mr. Keck’s opinion at the 
end of the first three months of the 
new law is that this appropriation 
“would come mighty close and perhaps 
even prove sufficient.” 

It is the belief of Mr. Philips that the 
new security type of safety responsi- 
bility law which is being administered so 
inexpensively will result inevitably in 
greater financial protection in case of 
automobile accidents for everyone in 
Pennsvlvania. 


Dineen Favors Private 
Health Insurance Plans 


ENDORSES COMMUNITY TESTS 





Urges Private Ins. Experimentation; 
Says Government Should Practice 
What It Preaches 





Superintendent of Insurance Robert 
E. Dineen of New York proposed that 
private insurance industry conduct com- 
munity health insurance experiments to 
demonstrate that health insurance can 
be provided efficiently and economically, 
in his address before the luncheon at 
Pennsylvania Insurance Day, May 4. 

Mr. Dineen said that while no action 
on compulsory health insurance is ex- 
pected during the present session of 
Congress, the drive for it continues un- 
abated and it is destined to be one of 
the major political issues of the times. 
“In the New York Insurance Depart- 
ment,” he said, “we believe that private 
enterprise can and should provide health 
coverage in the United States on a mass 
scale.” 


Urges Community Experimentation 


Urging community experimentation, 
Mr. Dineen recalled the 1916-1923 health 
demonstration conducted in Framing- 
ham, Mass., by the Metropolitan Life 
Insurance Co. in cooperation with the 
National Tuberculosis Association, and 
a somewhat similar experiment by the 
same company in Thetford Mines, Que- 
bec, in 1921, designed to reduce the in- 
fant mortality rate. Calling for ex- 
perimentation, Superintendent Dineen 
pointed out that various plans were util- 
ized in European countries with rela- 
tively small populations, such as Nor- 
way, Sweden, Denmark and Switzer- 
land. He stressed particularly that. in 
Switzerland the health insurance plans 
vary from canton to canton. 


In arguing against compulsory Federal 
health insurance, Superintendent Dineen 
stated that it was impossible to elimi- 
nate politics from such plans. He said 
that last October Prime Minister Atlee, 
appalled at the cost of the British 
Health Service, announced that a fee of 
one shilling would be levied for pre- 
scriptions. The introduction of this 
charge was postponed in view of the 
forthcoming British elections, and after 
the elections, having in mind Labor’s 
small margin and the possibility of a 
new election, Mr. Bevan, the Minister of 
Health, refused even to discuss the sub- 
ject. 


Speaks of Congressional Investigations 


Mr. Dineen also drew a parallel be- 
tween the present Congressional inves- 
tigations of monopolies and bigness in 
business and the proposal for a giant 
governmental monopoly involving the 
furnishing of health insurance to 140 
million Americans. 


He said: “The time has arrived for 
the Federal Government in Washington 
to practice what it preaches; for if 
monopoly in private business is bad, 
monopoly in Government is worse; if, 
as some in Government assert, bigness 
in business is evil, bigness in Govern- 
ment should be equally evil. In any sub- 
ject as vital as health insurance the 
American public is entitled to a stand- 
ard of comparison. The creation of a 
vast Federal health insurance cartel be- 
fore private enterprise has had a fair 
chance to prove its mettle in this rela- 
tively new and rapidly developing field 
can scarcely be in the public interest.” 





entire question is having the attention 


of the executives of the business, but no ° 


one has come up with the .answer—at 
least, not at this time. It is evident, 
therefore, that multiple line underwrit- 
ing will tend toward the closer coopera- 
tion of these rate making bodies if real 


package contracts are to become the 
common practice in the future. 
Difficulties in Claim Field 
“Difficulties appear ahead in the claim 
field. In the past many of the fire com- 
panies have limited their automobile 
(Continued on Page 50) 


Lloyd Talks on Bond of 
Producer and Claim \an 


CITES AREAS FOR TEAM ‘vorx 





Tells Pittsburgh Audience Prop. - Per. 
formance of Insurance Dep-=nds 
Upon Common Effort 





The relationship between claiin men 
and producers was the subject of the 
address made by W. Kenyon Lloyd, 
vice president, Maryland Casualty Co, 
before the casualty forum held in con. 


nection with Pennsylvania Insurance 
Day at Pittsburgh, May 5. Citing the 
South-Eastern Underwriters Association 
decision as a warn- 
ing that just as the 
power to tax is the 
power to destroy, 
the regulation of 
rates is the power 
to control and ab. 
sorb, Mr. Lloyd 
said that the pro- 
ducer not only must 
cultivate his pres- 
ent market but, 
under present - day 


concepts of Goy- 
ernment in many 
quarters, he must 


fight to retain that 
market. 

The area of com- 
mon effort of the 
producer and the claim man is becoming 
much broader, Mr. Lloyd said, and the 
end result is now becoming more and 
more clearly seen as indivisible. Gen- 
erally, he declared, it must be said that 
production and claim “must operate as 
a team which can_ crystallize only 
through the ability of both, recognized 
and respected by each.” 





W. Kenyon Lloyd 


Becomes Joint Effort 


The industry realizes, he said, that 
the writing of the policy is but the first 
step in the relationship and that “the 
proper delivery of the promise by per- 
formance becomes the joint effort of 
producer and claim man. 

“It must be kept constantly in mind 
that claim settlements are our only 
products and that prompt, fair and sat- 
isfactory claim settlements are the best 
advertisements, not only for the indi- 
vidual insurance companies, but also for 
the entire insurance industry and the 
philosophy on which it is founded.” 

Mr. Lloyd presented five examples of 
teamwork between the producer and the 
claim man, as follows: 

“Every notice of claim coming to the 
producer should be promptly transmitted 
to the claim department. Much can be 
lost through delayed investigation, and 
this is a prime source of litigation. Law- 
suits are perhaps our greatest waste, 
in time, money and good will. 


Should Ease Claim Man’s Way 


“When a claim is made and coverage 
is doubtful, the producer could ease the 
way for the claim man by so notifying 
the insured so that, if the final decision 
is ‘no cover,’ claim and production have 
the support of each other and can bet- 
ter satisfy the insured. 

“A disclaimer should never be issued 


. by claim without consultation w:th pro- 


duction. General consideration of the 
over-all situation may, in certain cases, 
require an antedated endorsenicnt oF 
other equitable treatment. 

“Non-waiver agreements are « happy 
solution for companies in thei: desire 
to be helpful and fair without a’ andon- 
ing legitimate rights yet to be di eloped, 
and should, under proper circum <tances, 
be used in close cooperation w ‘!1 pro 
duction, 

“Claim should keep producti. cof 
stantly advised as to knowledg which 
has been developed with regard to ul 


(Continued on Page 50) 
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Compulsory Health Insurance 


Or National Socialized Medicine 
By Dr. A. J. Rosrnson 


Vice President and Medical Director, Connecticut General 


The cost of medical care is a problem 
in which the American people, American 
medicine and voluntary insurance plans 
have a vital interest. Numerous bills 
have been prepared by our Administra- 
tion in Washington, hoping that the 
House and Senate will act favorably on 
some form of national compulsory health 
insurance or socialized medicine. I cer- 
tainly do not pretend to know them all. 
I doubt if even our own Senators know 
the details of all of them. However, the 
bill being sponsored by President Tru- 
man and Federal Security Administra- 
tor, Oscar Ewing, would contemplate a 
payroll tax of 1.5% on all earnings up 
to the first $4,800. This tax deduction 
would be matched by a like contribution 
from employers to finance hospital and 
medical care. In addition, the bill calls 
for another .5% of salary from each 
source to finance dental and nursing 
care. 

A National Health Insurance Board 
would be set up to run the program. 
The board would allocate the money 
collected through payroll taxes to state 
agencies. Doctors, nurses, dentists and 
hospitals would enter into agreements 
with the state agencies for payment by 
various methods. There would be no 
payment directly by the public to doc- 
tors or hospitals. 


Truman - Ewing Propaganda 


The Truman-Ewing program is being 
expertly propagandized by the Security 
Administrator, and the taxpayers are 
paying the cost of the selling campaign. 
Arrayed against the proposal are the 
American Medical Association and a 
variety of allies, including the major 
veterans’ organizations, the American 
Farm Bureau Association, public health 
officers, the National Grange, and Amer- 
ican Bar Association and a variety of 
other groups, including voluntary insur- 
ance plans. In the New York Times of 
Sunday, April 2, I noted that Mr. Ewing, 
in a speech before the National Asso- 
ciation of Retail Druggists, pointed out 
that compulsory health insurance would 
mean “more dollars in your cash regis- 
ter.” Notwithstanding this, the National 
Association of Retail Druggists are op- 
posed to compulsory health insurance. 
These groups believe that the best an- 
swer to the cost of medical care in the 
United States is through voluntary pro- 
vision for the costs of illness. 

Outside the Government, the prin- 
cipal supporters of socialized medicine 
and compulsory health measures are the 
leaders of certain labor organizations. 
So far, there is no indication that the 
rank and file of these organizations are 
sufficiently informed on the implications 
of the plan to entertain more than a 
vague notion that if medical and hos- 
pital care could be obtained “for free” 
it sounds good. 

Let us examine why this proposal has 
come hefore the Congress and the peo- 
ple. Why is it being proposed by the 
President and Mr. Ewing? First, there 
is the element of humanitarianism in 
the picture. Then there is the element 
of politics. The Administration under- 
standably hopes it will have a popular 
issue here and that their stand will 
gather votes for them in the future. 
And then there is the element of power. 
We have watched the growth of bu- 
Teaucratic empires in the Government 
and we know something about their 
cost and efficiency. If this plan should 


80 through, Mr, Ewing and his succes- 
, hold. prime power over one 
life most vital aspects of American 


Comments on Propaganda Fallacies 
Let's take a look at the arguments 
ut. “wing or one of his advisers might 


place before a Senate committee con- 
ducting hearings on this issue. 


Draft Rejection Figures 

He might start out by stating that 
the health of this nation, rich as it is, 
is in a deplorable state. As eloquent 
testimony, he would point to the draft 
rejection figures of over 33%. 


American Medical Assn. Statistics 
He might say that the American 
Medical Association statistics on the 
number of people currently covered un- 
der voluntary plans against hospitaliza- 
tion, surgical costs, accident and _ sick- 
ness, and medical expenses are inflated, 
and that its hopes for the future of 
voluntary plans are far too optimistic. 


Can’t Afford It 

He might tell the committee that 
most people can’t afford such protec- 
tion, and that even of those who can, 
many may never be given an oppor- 
tunity to avail themselves of it. He 
would argue that none of these plans 
offer complete coverage, and practically 
no protection in chronic illnesses where 
benefits are quickly exhausted. 


Charity Care 

This train of thought might lead our 
advocate to the subject of charity care. 
To him this is repugnant, because, when 
charity care is obtained it is not good 
enough even for the indigent in either 
the material or psychic sense. 


Compulsory Health Insurance 
And Socialized Medicine 


It would be argued that compulsory 
health insurance cannot be called so- 
cialized medicine. The Government would 
merely collect money and see that it is 
properly dispensed. There would be no 
governmental interference with the pa- 
tient’s free choice of doctor, no dicta- 
tion to the medical profession as to 
where or how it should practice medi- 
cine, no heavy hand of bureaucracy on 
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the initiative which stimulates research. 
The relationship between doctor and 
patient, often delicate and sometimes 
vital, would be preserved. Government 
would simply control the purse. 


Socialized Medicine in 


Other Countries 

Although our spokesman says he is 
not proposing socialized medicine, he 
would point to other countries, includ- 
ing Britain and Germany, which have 
adopted socialized schemes. He would 
say that the system ‘seems to be work- 
ing all right in these countries, and if 
so many nations have turned to social- 
ized medicine why should we think we’re 
exempt from a march along the same 
road? To be sure, doctors, nurses and 
hospitals are overtaxed in these places 
by the rush to take advantage of their 
services. If overtaxed, so the argument 
runs, it is Government’s business to see 
that more facilities, both human and 
material, are provided. 


Cost ; 
As for cost, gentlemen of the com- 
mittee, it will run only about $5,600,- 
000,000 a year, plus an unspecified extra 
amount to care for the indigent and 
to provide for new hospital, laboratory 
and research center construction. This 
is the sum figured by Government 
actuarial experts. 

What is the other side of the pic- 
tute; the case which many of us think 








* Streamlined policies, with com- 
binations of Life, Accident, 
Health and Hospital insurance, 
easily tailored to fit the indi- 
vidual or family need and 
budget. 


* Visual sales aids that help to 
dramatize benefits. 


* Prospecting plans, including 
effective inquiry-getters. 





Business is Booming 


The big stride made by Federal Life and Casualty producers 
in 1949 is continuing apace. The first quarter of 1950 shows 
production gains averaging 52 per cent better than the first 
quarter of 1949... and 1949 was Federal's biggest year. Why 
such progress? Because Federal is on the march with: 


Work with a Winner 


If you are considering expansion of your service .. . if you are 
looking for increased income . . . why not investigate the many 
opportunities now open with a Company that knows what the 
public needs and wants . . . what agents need and want. 


FEDERAL LIFE AND CASUALTY CO. 
DETROIT 2, MICHIGAN 


* Personal Home Office coopera- 
tion in developing territories. 


* Fast claim service . . . a 
service that makes every claim- 
ant a powerful center of in- 


fluence. 

* Liberal commissions PLUS 
vested A & H as well as Life 
renewals. 























counterbalances the arguments previ- 
ously outlined? Let us examine these 
statements, point by point. 


Draft Rejection Figures 

As for draft statistics, any casual 
analysis will show that a majority of 
rejections were occasioned by factors 
on which improved medical care would 
have had no effect—factors such as 
illiteracy, subnormal mentality, defective 
personality, and various disease condi- 
tions which medical science has not yet 
learned to prevent or cure. 

We fail to see that the nation’s health 
is in a deplorable state. The doubling 
of life expectancy since the turn of the 
century, the markedly lowered mortality 
figures for all the preventable and cura- 
ble diseases, do not substantiate pes- 
simistic claims. 

American Medical Assn. Statistics 

It is difficult to see how figures on 
the number of people now covered by 
voluntary plans can be very much in- 
flated, or how, at this time, hopes for 
the future of such plans can be called 
“over-enthusiastic.” After all, the statis- 
tics of Blue Cross, Blue Shield, and 
private insurance carriers are a matter 
of record and they show that at least 
60 million people have some coverage. 
The rate of expansion is tremendous. 
Currently voluntary plans are adding 
people at the rate of 8,000,000 per year. 
There is every reason to feel that with 
proper education of the public an even 
greater majority of the population will 
be enrolled under one of the various 
plans within the next few years. 


Can’t Afford It 

Through mutual cooperation and con- 
cession by both the medical profession 
and insurance carriers, progress is con- 
stantly being made in broadening bene- 
fits and seeing to it that more coraplete 
coverage is offered. Any family that can 
afford a pack of cigarettes a day or a 
weekly movie can afford to purchase 
protection that will take most of the 
sting out of the cost of medical care. 
Should it then be a function of Govern- 
ment to force protection on all of us, 
at the expense of all of us, to take care 
of a segment of the population which 
is too lacking in initiative and foresight 
to voluntarily do something for them- 
selves? 


Charity Care 

It seems to me that, for the totally 
indigent and the chronically ill, Govern- 
ment may have to assume responsibility 
free from the stigma of charity, prefer- 
ably at a state level. However, this is 
a far cry from universal inclusion of 
the whole populace in a Federal Govern- 
ment plan. It is also recognized that 
Government has a necessary place in 
financing new hospital construction. It 
should be encouraged also to continue 
and to expand its public health work. 
These are problems where governmen- 
tal participation is necessary. 


Compulsory Health Insurance 
And Socialized Medicine 


Theoretically, compulsory health in- 
surance is not socialized medicine. How- 
ever, bureaucratic forces, once en- 
trenched, never voluntarily recede. As 
surely as day follows night, dependence 
of the medical profession on the funds 
collected and disbursed by the state 
would, in a short time, lead to full sub- 
jugation. New directives would soon flow 
from Washington which would make it 
necessary for every doctor, in the inter- 
est of his own economic self-preserva- 
tion, to restrict his activities to a defi- 
nite panel of patients, and for patients 
in turn to consult only one particular 
doctor. Freedom of choice would soon 
be lost and medicine on the assembly 
line would be with us. 

There are many people who, although 
perfectly healthy, love to talk to a doc- 
tor about imaginary complaints; and if 
they can get a shot of the newest medi- 
cine or can boast to their friends about 
how “the doctor X-rayed me from top 
to bottom,” so much the better. Once 
open the floodgates to 150 million peo- 
ple there is no limit to the financial 


(Continued on Page 46) 
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Sees Need for Positive 
Thinking by A. & H. Men 


STUMPF’S MINNESOTA THEME 





Scores Socialistic Manifestos; Upholds 
Individual Freedom; Ernst and 
O’Connor Also on Program 





Scoring governmental policies and 
practices that he believed to be harmful 
to the United States, Charles B. Stumpf, 
Madison, Wis., president of the Interna- 
tional Association of Accident & Health 
Underwriters, told the Minnesota acci- 
dent and health congress at Minneapolis, 
May 6, that it is time to do some posi- 
tive thinking in this country. Emphasiz- 
ing this point in his luncheon talk, Mr. 
Stumpf said: 

“We must be for free choice, for the 
competitive system, for individual free- 
dom. We must be for freedom of in- 
dividual opportunity, for in America it 
has developed able management, in- 
spired investment in machinery, result- 
ing in doubling the purchasing power 
of the workers’ wages. 

“Positive thinking tells me that the 
only worthwhile society is one in which 
the individual is free to choose, free to 
compete and free to bargain. Further- 
more, the principles worth fighting for 
are not found in socialistic or commu- 
nistic manifestos but in the Bill of 
Rights and the Sermon on the Mount. 


Sacrificing Independence for False 
Security 

“Positive thinking tells me that many 
people are sacrificing their independence 
for the illusion called security, and that 
it is our obligation to let people know 
that voluntary plans of coverage are 
doing the job. It is also our obligation 
to conduct ourselves in such a manner 
that we will be beyond reproach; to 
give the best personal service and to 
make every policyholder a staunch be- 
liever in personal service. 

“It is extremely important for the in- 
dustry to coordinate its activities with 
other organizations and take the lead. 
We must join hands with other Ameri- 
can thinking groups.” 

Highspots of Ernst and O’Connor Talks 

Four “assists” in selling were listed 
by Carl A. Ernst, North American Life 
& Casualty, St. Paul, in the following 
order: “See a stranger; speak to him; 
show him and sell him.” 

“The one thing that Americans talk 
about more than anything else is 
money,” Mr. Ernst said. “Then why 
should not we, who sell money, talk 
about it all the time? A man buys in- 
surance with good health and pays for it 
with money.” 

Mr. Ernst stressed the importance of 
using good and tried sales tools, such 
as the duplicate claim slips showing ac- 
tual payments by the insurance com- 
pany. They serve a definite purpose, he 
said: 

E. H. O’Connor, managing director, 
Insurance Economics Society of Amer- 
ica, who followed Mr. Ernst, said that 
through private enterprise and particu- 
larly through the insurance business an 
amazing webb of economic protection 
has been voluntarily built up by the 
people of the United States. “This enor- 
mous total of over 300 billion dollars 
operates as a highly creative and dy- 


namic factor in the continual growth of - 


our economy,” said Mr. O’Connor. 
“Whether we should expand the present 
compulsory system of government pro- 
tection should be determined perhaps 
not so much by what we have to gain 
as by what we have to lose. 

“Political reformers have given the 
impression that insurance companies are 
large financial institutions conducted 
solely for profit. Nothing is farther 


from the truth and this misconception 
must be dispelled. The entire insurance 
business flows back into the national 
economy millions of dollars each year. 
The assets of insurance companies have 
become recognized as the greatest fi- 
nancial resource at the disposal of en- 
terprise, both private ,and public. Men 
in the insurance business can rightly be 
termed ‘purveyors of security.” 


60 Receive Leading Producer Awards 


At the luncheon, President Stumpf 
presented “leading producer awards” to 
over 60 members of the Minnesota As- 
sociation, 

At the afternoon session Monarch 
Life’s Minnesota agency put on a round 
table discussion of A. & H. selling pro- 
cedures. Archie Altermatt of that agency 
was the moderator and participants in- 
cluded Victor Bohnen, Oscar Elton, Jeff 
Hennes, Eugene Cashman, Harold Ahl 
and Conrad Eliason. Presiding officer at 
the various sessions of the congress was 
Arthur Hyneman, president of the asso- 
ciation. Stewart McPherson, prominent 
radio announcer, was a guest speaker. 


Archie Altermatt was elected presi- 
dent for the coming year; J. J. Symanitz 
of Minneapolis was elected secretary- 
treasurer. Regional vice presidents were 


named as follows: Victor Benson, 
Winona; J. O. Peterson, Fairmont; 
Darrell Dwyer, Glenwood; Russell 
Dowell, Mankato, and J. P. Devine 
St. Paul. 





TO HOLD SAFETY CONGRESS 
The 38th annual safety congress and 
the National Safety 


Council will be held in Chicago October 
16-20. 


exposition of 


Holcombe’s Talk Closes 

Chicago A. & H. Meeting 
SALES MANAGEMENT STRESSED 
AMA Director Promises A. & H. Re- 


search and Other Projects; W. T. 
Grant’s Optimistic Outlook 











John Marshall Holcombe, Jr., managing 
director of the Agency Management 
Association, declared at the final session 
of his organization’s A. & H. spring 
.conference in Chicago that the experi- 
ence of the life insurance companies 
in their studies of sales management 
can be of great importance to the acci- 
dent and health field. Mr. Holcombe 
was the concluding speaker at this two- 
day gathering of A. & H. writing mem- 
bers of the AMA which was marked 
by a quality program and keen audi- 
ence interest. 

“Life insurance companies have care- 
fully built up their public relations un- 
til today they appear to be at an all 
time high,” Mr. Holcombe said. “This 
has been achieved through the better 
recruiting, better selection and better 
training of their agents, resulting in a 
high grade of representation. 

Need for Better Trained Agents 

“In the A. & H. field today there is 
an obvious need for both a company 
and an institutional responsibility to have 
agents who sell accident and health 
insurance far better trained to do it 
than they are at present. Only through 
such a process as the life companies 
have experienced can the reputation of 
accident and health insurance be raised 
to the level where it belongs. Our 
studies of life insurance in the associa- 
tion enable us to recognize the present 
life insurance practices as a guiding 
beacon to the development of better 
sales management in accident and 
health insurance. 

“Accident and health insurance was 
initiated by the casualty companies, but 


(Continued on Page 43) 





pital insurance, is featuring 


First National Bank Building. 


NEW and DIFFERENT 


Family Hospital-Surgical Expense Policy— 
family with four children—for only 25 cents 
a week per person! 


American Health Insurance Corp., specialist in hos- 


entire family on a monthly “budget” premium basis. Pro- 
tection includes broad surgical benefits, physician’s fees 
and hospital expense. No exclusion or reduction clause 


in policy! It’s easy to sell, relieves family worry. 


New franchise and organizational plans are also avail- 
able in New Jersey, Maryland, Connecticut, Ohio, the 
Virginias and other states, covering groups of five or 
more. Write for our “Facts and Figures” brochure for 


full details on rates and coverages. 


AMERICAN HEALTH 
INSURANCE CORPORATION 


this new contract for the 


Baltimore, Md. 
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CLAIMS ADMINISTRATOR WANTED 
Group hospital and surgical experience es. 
sential. Small rapidly growing company, 
Good Opportunity. Box 1942, The Eastern 
Underwriter, 41 Maiden Lane, New York 7, 





May 12, 1959 








Mutual of Omaha Has 
DBL Plans for New York 


MAYO RELEASES INFORMATION 
Offers Two Programs to Meet Statutory 
Requirements, One for Small and 
One for Larger Groups 





The sales manual and underwriting in- 
structions for writing statutory disabjl- 
ity benefits coverage under the New 
York disability benefits law have been 
released by Joseph A. Mayo, regional 
group executive in New York for the 
Mutual Benefit of Omaha. 

The program is divided into two parts, 
the first for 24 or fewer employes and 
the second for groups of 25 or more, 
The first plan, for 24 or fewer em- 
ployes, is based on a fixed rate per 
employe per month, regardless of fe- 
male participation in the group. Unit 
price for this coverage is $1.80 per 
month per employe, plus rate-ups for 
industries listed as hazardous. 

In writing these groups, it is only 
necessary to have the application com- 
pleted and signed and to procure a 
deposit premium of $1 per person, with 
minimum of $20. Under this plan, pre- 
miums will become due at the end of 
each calendar quarter at which time the 
employer will forward a copy of his un- 
employment insurance report together 
with the premium. Allowance will be 
made on the first full premium for the 
amount of the deposit premium. 

Grace Period Allowed 


A 3l-day grace period is allowed for 
payment of this premium, which enables 
the employer to prepare his unemploy- 
ment insurance report so that a copy is 
available to assist his premium calcula- 
tion. 

The plan for the larger groups was 
developed to provide benefits in ac- 
cordance with the law and the premiums 
charged are a percentage of the taxable 
program, which eliminates the neces- 
sity of maintaining extra records. The 
rate applicable is based on the amount 
of female participation and hazards in- 
cident to the industry in question. 

Under this plan, premiums are due at 
the end of the calendar quarter. Appli- 
cation is accompanied by a deposit pre- 
mium of $1 per employe which will be 
credited toward the payment of the first 
quarterly premium. For risks where fe- 
male content is less than 11%, the rate 
is 66% of taxable payroll; 11% to 21%, 
69% of taxable payroll; 21% to 31%, 
73% of taxable payroll. The rate 1s 
gradually increased, going to 96% on 
risks with 91% or over female content. 

For risks listed as hazardous, pre- 
miums are increased from 10% up 10 
50%. 





NEW FAMILY POLIO POLICY 


Lumbermens Mutual Casualty Co. an- 
nounces a new family polio policy, offer- 
ing a three-year coverage to a family 0! 
four, with benefits up to $5,000, covering 
hospital doctors’ and nurses’ expenses, 
regular commercial air and rail trans- 
portation from the place where a policy- 
holder is stricken to a hospital or sant 
tarium qualified to treat polio, and local 
ambulance service to and from the hos- 
pital. 





DBL COMMISSION CLARIFIED 


Hartford Accident & Indemnity will 
pay 10% first year commission on New 
York disability benefits business up 
$25,000 of premium and for any policies 
written for the first year of the law. 
Inadvertently it was stated in last weeks 


“edition that the 10% would be paid o 


the first $2,000 of premium. 
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Baldwin Elected Head 
Of A. & H. Committee 


IN CHICAGO 





NEXT MEETING 





Life Agency Management Association's 
A. & H. Committee Named; Group 
Now Selects Its Own Representatives 





Lyman C. Baldwin, agency vice presi- 
dent, Security Life & Accident, was 
dected chairman of the Life Insurance 
\gency Management Association’s acci- 
dent and health committee at the first 
spring conference of this group April 
77-28 in Chicago. He succeeds John W. 
Sayler, CLU, vice president, Business 
Men’s Assurance. 

Mr. Baldwin will serve for one year 
and will preside at the spring confer- 
ence in 1951. He was elected by the 
A. & H. committee which recently as- 
sumed responsibility for electing its own 
committee representatives from among 
accident and health writing member 
companies, subject to the approval of 
the president of the association. Pre- 
viously, appointments to this committee 
were made by the president. 

The committee also announced the 
dates for its next spring conference. 
The second annual meeting is sched- 
uled for April 9 and 10, 1951, at the 
Drake Hotel, Chicago. 

Members elected for a one-year term 
include, in addition to Mr. Baldwin: 
C. G. Ashbrook, vice president and di- 
rector of agencies, North American Life 
of Chicago; Edward R. Hodgkins, vice 
president and manager of agencics, Paul 
Revere Life; D. E. Kilgour, assistant 
general manager and director of agen- 
cies, Great-West Life Assurance. 
Two-year terms will be served by: 
J. F. Johns, vice president in charge 
of agencies, Reliance Life; Roswell C. 
Laub, vice president and director of 
agencies, Monarch Life; D. C. Mac- 
Ewen, superintendent, accident and sick- 
ness department, Occidental Life of 
California; Frank Vesser, vice president 
in charge of agencies, General Ameri- 
can Life. 

Three-year committee members elected 
are: Irving Morgan, executive vice pres- 
ident, Northern Life; James E. Powell, 
vice president, Provident Life & Acci- 
dent; James E. Scholefield, CLU, vice 
president, North American Life & Casu- 
alty; Laurence B. Soper, assistant sec- 
retary of the accident department, Con- 
necticut General. 

Mr. Sayler will continue to serve with 
the committee as immediate past presi- 
dent. Travis T. Wallace, president of 
Great American Reserve, represents the 
association’s board of directors on the 
committee, and Frederic M. Peirce, 
associate director, company relations, is 
staff representative. 





Chicago A. & H. Meet 


(Continued from Page 42) 


it is now being widely developed by the 
life insurance companies. This is logical 
because both are forms of personal in- 
surance. The AMA members who write 
\. & H. have increased in numbers from 
37 in 1946 to 63 at the present time. 
Many more companies are now consider- 
ng entering this field. 

‘As a result, our accident and health 
committee has encouraged us to develop 
gl h and other studies pertaining to 
plc. _ We have made a good 
‘ Be: ee in the Buyer Study and 
po ai € engaged in even more im- 

ant projects in the future.” 


W. T. Grant’s Prediction 


hen r. Grant, chairman of the board, 
me Men’s Assurance, predicted 
erat things for the accident and health 





business in the years to come. He said: 
“The premium income of accident and 


health business will, I believe, be 
doubled in the next five years. This 
personal insurance has grown faster 


than any other type of insurance in the 
last 10 years. 

“It appears that this year there will 
be a 10% gain in individual accidents 
and health sales, and a 40% gain in 
group sales. 

“Accident and health insurance has 
found tremendous acceptance with the 
public. People hear from their friends 
about the claims we are paying. This 
makes these friends buyers of this kind 
of insurance. People can understand 
what we are selling more easily when a 
friend tells them about the money a 
company paid him on his claim. 


“Of course, we all recognize the in- 
fluence that government, both state and 
Federal, has on this business. This in- 
fluence is both good and bad. But we 
must always be alert to take advantage 
of those developments as they unfold 
from day to day. We are in a constant 
state of important change and we shall 
continue in that stage for some time to 
come. Things never remain unchanged, 
but the changes that are occurring in 
our business today influence it prob- 
ably forever.” 

Lewis W. S. Chapman, director of 
company relations of the AMA, also 
spoke at the closing session, reporting 
on a survey which was recently com- 
pleted. James E. Scholefield, vice presi- 
dent of North American Life & Casu- 
alty, presided. 
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... if you have given them the pro- 


tection of an adequate Connecticut General Health 


Insurance Contract 


Effective now — 365 Day Hospital Indemnity Rider 
with no diseases excluded 


Investigate, get the details from your Connecticut 
General office or write the Home Office for partic- 
ulars and sample copies of the direct mail folder 
“You’re in Skilled, Competent Hands” available for 
arousing your clients’ interest in this protection. The 
illustration used here is from the cover of the folder. 


Push Connecticut General Health insurance because 
you’re hacked by outstanding claim reputation and 
the highly regarded “EXTRA MAN” at your nearest 


Connecticut General office. 


Sell Connecticut General’s products: Life .. . 
Accident and Health ... Group... Pensions... 


Annuities. 


CONNECTICUT 
GENERAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 





BETTER SERVICE 

THROUGH BETTER MEN 
THE EXTRA MAN TYPIFIES 
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National Casualty’s DBL 
Plan Announced by Korn 


Peter G. Korn, vice president, National 


Casuaity Co., was in New York re- 


cently to give details of his company’s 
DBL plan to general agents and brok- 


ers here. 
Under the National’s setup statutory 
disability benefits insurance may _ be 


written on two bases: (1) Percentage of 
payroll plan under which the company 
will pay 50% benefits of the 
weekly wage, and (2) a fixed premium 
plan for each $10 of weekly benefits. 

Vice President Korn explained that 
the DBL rates established will be for 
four or more employes regardless of the 
size of the risk. Basic benefits of $10 
to $26 for 13 weeks will be paid on any 
one accident or sickness but these 
benefits are not limited to just the 52- 
week period. 

Under its two plans the National 
Casualty’s rates are as follows: Fixed 
premium plan—60 cents a month for 
each $10 weekly benefits; eight-day ac- 
cident and sickness, 13 weeks. Per- 
centage plan—monthly premium of .69% 
of taxable monthly wages per employe; 
eight-day accident and_ sickness, 13 
weeks. 

According to Mr. Korn the company 
will not set up a separate DBL office 
to handle the business but will handle it 
through its two general agents here— 
James R. Garrett, Inc., 45 Jchn Street, 
and Associated Protection Service, 522 
Fifth Avenue. 


average 


BUREAU FORMS STUDY DONE 
Hills Heads Subcommittee on Com- 
mercial A. & H. Forms; Findings 
Are Result of Months of Study 
Ray L. Hills, Great American .In- 
demnity Co., is head of the subcommit- 
tee on applicaion forms which has just 
completed a thorough study of com- 
mercial accident and health application 
forms, now released to members of the 
Bureau of Accident & Health Under- 

writers. 

The study, is the result of several 
months of review of the commercial ac- 
cident and health application forms cur- 
rently in use by member companies of 
the bureau. The study is in the form 
of a composite view of the forms re- 
viewed, displaying all items contained 
in the commercial application, all 
varieties of each, and the number of 
companies using each variety. The in- 
dividuality of companies writing acci- 
dent and health insurance is clearly ex- 
pressed in this survey, each part or 
question in the application displaying 
a variety of usages, although one or two 
are generally used by a majority of the 
companies. 

The study is divided into three princi- 
pal parts. Part one is devoted to the 
application proper; pari two concerns 
other aspects of the application, and 
part three sets forth the state regulatory 
requirements pertaining to the applica- 
tion form. 








ISSUES GROUP POLIO POLICY 





Continental Casualty Supplies Coverage 
Through 4 Divisions; Indemnity 
Same as in Individual Policies 

The Continental Casualty Co. is offer- 
ing group polio coverage through its 
aviation, group, special risks and whole- 
sale departments. Indemnity is the same 
as. that provided in the individual and 
family policies. Coverage may be pur- 
chased on one-year or two-year terms. 

Premium rate for an employe only is 
$2 for one year or $3.60 for a two-year 
term. Premium rate for an employe 
and dependents is $4.50 for a one-year 
policy and $8.60 for a two-year term. 

Minimum premium for an employe 
only is $2 for one year or $3.60 for a 
two-year term. Premium rate for an 
employe and dependents is $4.50 for one- 
year policy and $8.60 for a two-year 
term. 
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GOODWIN NAMED CHAIRMAN 


Fireman’s Fund Indemnity V.P. Heads 
Underwriting Committee of Casualty 
Reinsurance Ass’n of America 

The Casualty Reinsurance Association 
of America, recently formed casualty re- 
insurance group of the Excess Manage- 


ment Corp. of 99 John Street, N. Y.,, 


RICHARD V. GOODWIN 


elected Richard V. Goodwin, 


vice presi- 
dent, Fireman’s Fund Indemnity, as 
chairman of its underwriting committee 
at a meeting last week. Represented 
on this committee are the following six 
companies: American Surety, Century 
Indemnity, Fireman’s Fund Indemnity, 
Home Indemnity, Indemnity Insurance 
Co. of North America and United States 
F, & G. 

The Treaty Management Corp., which 
is the sole underwriting manager of the 
Casualty Reinsurance Association, is 
headed by Vincent Cullen. He reports 
that the organization, which is complete- 
] has successfully negotiated a 


ly formed, 
number of treaties. 


SLANT ON PUBLIC RELATIONS 





Surety Underwriters of N. Y. Hear 
Comdr. Casey of 3rd Naval District; 
Elect Saffer and Gorman 

The management function of public 
relations, as it is exercised by both the 
Navy and civilian business enterprise, 
was outlined by Comdr. John T. Casey, 
USNR, commanding officer of the Third 
Naval District Volunteer Reserve Pub- 
lic Relations Unit, at the May 4 meet- 
ing of the Surety Underwriters’ Asso- 
ciation of New York. There is a strik- 
ing similarity of objective, he declared, 
in both programs, although methods 
of reaching it sometimes vary. 

Comdr. Casey, who is with the firm 
of Ivy Lee & T. J. Ross, public rela- 
tions counsel, New York, also discussed 
the preparations under way for Armed 
Forces Day, May 20, which observ ance 
should help demonstrate how solidly uni- 
fication of the services has been achieved. 
Behind this united front, he added, is 
the reserve program which has been 
emphasized by all service branches, 
wherein these reservists are being 
trained with maximum speed and effici- 
ency for whatever contingencies may 
arise. 

To fill vacancies caused by the pro- 
motion of Ashby Taylor as second 
vice president of the Fidelity and De- 
posit, the Surety Underwriters Associa- 
tion elected Philip Saffer, U. S. F. & G., 
as its vice president, and Edward Gor: 
man, Fidelity & Deposit, as a member 
of the executive committee. 

Among those present at the luncheon 
meeting were Comdr. William Strachan, 
USNR, Public Information Officer, Third 
Naval District, and William B. Joyce, 
president of Wm. B. Joyce & Co., Inc., 
New York, a dean of surety executives. 
Rankin Martin, Standard Accident, pre- 
sided. 





Workshop Seminars of 
AMA Set for May 24-26 


TO BE HELD AT STATLER, N. Y. 





Chairmen for Informal Discussions Are 
Messrs. Blanchard, Cahill, Anderson, 
W. R. White and P. B. Reed 





As an innovation American Manage- 
ment’s insurance division will conduct 
five three-day “workshop seminars” for 
insurance executive§ at Hotel Statler, 
N. Y., immediately following the AMA’s 
May 22-23 general conference on insur- 
ance. Up for discussion are more than 
a dozen major problems facing insur- 
ance buyers and administrators. The 
workshops will be informal, off-the- 
record meetings limited to 20 executives, 
each from a different company. Each 
group will be lead by a chairman chosen 
for his broad experience who will be 
assisted by other leaders with special- 
ized knowledge of the subject, Lawrence 
A. Appley, AMA president, announces. 

The workshop will open Wednesday, 
May 24, at 9 am. and will continue 
through Friday, May 26, to 4 p.m. Prob- 
lems to be explored and their respective 
chairmen and discussion leaders are as 
follows: 

1. The 
man: Ralph H. 


Sources of Liability—Chair- 
Blanchard, Graduate 


School of Business, Columbia University, 
New York. 

Discussion leaders: A. W. Meinke, 
assistant secretary, Indemnity Insurance 
Co. of North America; Arthur De B. 
Cohen, supervising attorney, Fidelity & 
Casualty; Frederick A. Moeller, vice 
president and general claims manager, 
American Mutual Liability. 


Casualty Rating Plans 

2. Rating Plans in Casualty Insurance 
—Chairman: James M. Cahill, secretary, 
National Bureau of Casualty Under- 
writers. 

Discussion leaders: Seymour E. Smith, 
assistant secretary of the Travelers; 
William Leslie, Jr., superintendent of 
special risks department, Eagle-Globe- 
Royal Indemnity Cos. “ 

3. Development of a Manual for 
Insurance Administration — Chairman: 
Henry Anderson, manager, insurance 
department, United Paramount The- 
atres, Inc., New York. 

Discussion leaders: Herbert L. Jami- 
son, president, Herbert L. Jamison & 
Co., New York; Harry E. Goodell, in- 
surance and tax supervisor, Western 
Electric Co., New York. 

4. Insurance against Loss from Busi- 
ness Interruption—Chairman: Walter R. 
White, Jr., second vice president, Lum- 
bermens Mutual Casualty, Chicago. 

Discussion leaders: Warren F. Kim- 
ball, New York insurance broker; Henry 
C. Klein, secretary, New York Under- 
writers, New York; W. P. Fay, assistant 
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90 State Street 
Albany, New York 
Albany 5-5737 


BINGHAMTON 


Suite 204 
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4 Congdon Place 
Binghamton, New York 
Binghamton 3-2142 








*Application to Zurich 


This easy formula produces a duly executed D.B.L. policy, 
ready within 24 hours for delivery to your client. 

If you don’t have the ZURICH D.B.L. Sales Kit contain- 
ing the simple, one-page Application, drop a postcard to 
your local ZURICH representative. 


63 ZURICH-AMERICAN 
Group Department 


EASTERN DIVISION ¢ 55 JOHN STREET © NEW YORK 7, N. Y. 
Phone: WOrth 4-1600 


OTHER GROUP OFFICES IN NEW YORK 


ZURICH GENERAL ACCIDENT AND LIABILITY INSURANCE COMPANY, LTD. 
AMERICAN GUARANTEE AND LIABILITY INSURANCE COMPANY 





BUFFALO 


126 Pearl Street 
Buffalo 2, New York 
Mohawk 0300 


SYRACUSE 


Suite 405 
Denison Building 
211 E. Fayette Street 
Syracuse, New York 
Syracuse 3-1485 








a 
manager, Factory Insurance As: IClation 
Hartford. 1 

5. Adjustments from the nsured’s 
Point of View—Chairman: Prentiss 3 
Reed, president, Prentiss B. heed § 
Co., Inc., New York. 

Discussion leaders: Ward R. Cunning. 
ham, manager of fire loss de, rtment, 
Chubb & Son, New York; W; lliam ¢ 
Moore, director, education and research 


General Adjustment Bureau, [nc., Ney 
York; W. G. Ryckman, Electrohe 
Corp., New York. ’ 


C. S. COOPER PROMOTED 





Made Fidelity Minneer in National 
Surety Corp. as Part of Coordination 
Program; His Career 
Charles S. Cooper has been ,bromoted 
by National Surety Corp. to be fidelity 
manager with the bank, commercig 
fidelity and public official divisions com. 
ing under his direction. According tp 


Kaiden-Kazanjian 
CHARLES S. COOPER 


President Ellis H. Carson, the appoint: 
ment of Mr. Cooper is part of a co- 
ordination program to combine several 
divisions under one manager. Messrs. 
Frank McDonnell, George Schulman and 
Sidney Baron will continue as heads of 
the bank, commercial fidelity and public 
official divisions, respectively, with the 
titles of superintendent. 

Prior’ to joining National Surety in 
1943, Mr. Cooper, had more than 16 
years of experience in insurance claims, 
underwriting and production in Boston, 
New York, and Philadelphia. In 1939 he 
was placed in charge of fidelity bond 
and burglary insurance production de- 
partments in the New York office. 

Mr. Cooper’s first post with the Ne- 
tional Surety. was as executive special 
agent. In 1949 he was promoted to as- 
sistant agency manager under Vice 
President Sherman G. Drake. In these 
capacities Mr. Cooper has visited prac- 
tically every National Surety field office 
throughout the country. 


LaSalle Cas’Ity Not Involved 
With U. S. Mutual—Orner 


Seymour B. Orner, president of Le 
Salle Casualty of Chicago, stated this 
week that his company is in no way lt 
volved in the rehabilitation plans of 
the United States Mutual, Chicago. In 





earlier reports, the names of the two 
companies were erroneously linked 
gether. 

In a prepared statement Mr. Omer 
emphasized that there is absolutely ™ 
connection between the two compailes 


and that no investigation is beg matt 


by the Illinois Insurance Depa vr tment of 
the Attorney General of LaSalle Cast 
alty, “nor are any of its funds or & 
sets tied up by a court orde: of any 
nature.” Mr. Orner further sited thet 


ion have 


at no time during the transac 
beet! 


any funds of La Salle Casualty 
used 
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‘atin, HM Capital Increases Proposed 

nsureis/ By Continental Companies 

Reed 4 Roy Tuchbreiter, president of both 
the Continental Casualty and Continen- 

Cunning. ME tal Assurance, has advised the share- 

partment al holders of these companies of special 

iliam ¢ IMM meetings set for June 14 in Chicago to 
research agg vote upon directors recommendations 
ic, Ney ig for capital increases, 

'€ctrolyx Continental Casualty’s proposal, Mr. 
Tuchbreiter explained, is to increase the 
outstanding shares of capital from 600,- 

TED 0 at $1 par each to 750,000 at $10 par 
each. The board recommends that the 

National MME additional 150,000 shares be issued as a 

lination stock dividend in the ratio of one new 
share for each four held by each share- 

promoted {MM holder at a date which the directors will 
© fidelity MB determine. Specifically, Continental Cas- 


nalty’s capital stock would be increased 
from $6,000,000 to $7,500,000. Believing 
this to be a constructive step in view 
of the company’s present strong position 
and prospects, the board recommends 
that shareholders authorize transfer of 
$1,500,000 from surplus to capital and 
the payment of the stock dividend. 

Continental Assurance’s capitalization 
would be increased from 300,000 to 400,- 
(00 shares of $10 par stock by means of 
a stock dividend in the ratio of one new 
share for each three held by sharehold- 
ers at a date to be fixed by the board. 
In view of the company’s present posi- 
tion—its insurance in force on March 
31, 1950 was $1,289,000,000—the directors 
recommended increase in its capital 


mmercial 
ONS Ccom- 
rding to 





Penns. Insurance Days 
(Continued from Page 39) 


only four to six bidders, now there will 
be anywhere from 10 to 30, each striving 
to obtain the contract, each bidding 
against all others. The results will be 
lower prices. Some, at least, of these 
new contractors do not have the experi- 
ence, personnel, plant and financial re- 


azanjian sponsibility commensurate with the work 


» 


g on which they bid. No one knows this 
appoint: better than the surety underwriter. 
of a co “Today many of the older underwriters 
» several Mae ate surprised, if not shocked, when they 
Messrs, fe look at some of the applications which 
man and Me ‘ross their desks. Many are the ways in 
heads of Mm Which lack of experience, lack of plant, 
1d public fH ack of organization and lack of financial 
with thef™me sttength are being bolstered. Some of 
the ideas are good, some of them are 
urety inf ot, and that is being reflected in the 
than l6™e Contract bond experience. 
e claims, “With construction so highly com- 
Boston, petitive, it is reasonable to suppose that 
1939 he MF some contractors will be eliminated in 
‘ty bond fM™ the next few years. Too often the elimi- 
tion de- (MM Nation of a contractor means a loss 
to the surety. This we must guard 


ce. 
the Na- against, * * * 


» special ‘I do not wish to see underwriting 
d to as standards broken down. I do not look 
er Vice lor a perfect experience, I do not look 
In these for every contract bond application to 
ed prac: MMM be perfect. I do deplore the tendency 
Id office HM of some underwriters to lower standards 
which over a period of years have been 
Proven none too high. I do not mean 
volved that we should take care of what I may 
call the big contractor only. The little 
Ornet # ‘low must be served. That is our job. 
ab ta se construction industry has a high 
ted this death rate; it must have a correspond- 
we Hg birth rate. We must take care of 
Jans off ° average contractor. We must take 
sae tare of the business produced by our 
the twofm ‘Sc@ts. We must make a profit for our 
iked tof j™Pany. All this can be done and will 
€done but it will never be accomplished 
- -Orner y an effort to build up premium vol- 
itely nom ume at the expense of underwriting 
mpanies Principles, 


In closing Mr. Conlon advised the 


ng ma € 
. : 
gents present not to ask their com- 


ment Of 


ie Cast: fm Pes to lower their underwriting stand- 
= or as ards, “To do so,” he said, “will not help 
of ay ine or the companies. Neither will it 
ted that nelp the construction industry. Be rea- 
on havefmm table be careful. Require of your 
iy beet fmm OUtractor clients that they confine their 


forts ‘o work for which they are qual- 


the tes 
Ital 


Insist on every applicant meeting 
t of character, capacity and cap- 





stock from $3,000,000 to $4,000,000. This 

will be realized, said Mr. Tuchbreiter, 
by transfer of $1,000,000 from surplus 
to capital and payment of the proposed 
stock dividend. 

Mr. Tuchbreiter said that both com- 
panies expect to continue their present 
dividend paying policies. 





CHANGES LUNCHEON DATE 


Conforming to the schedule of its 
guest speaker—Insurance Commissioner 
Artemas C. Leslie of Pennsylvania—the 
Insurance Club of Pittsburgh has 
changed its monthly luncheon date this 
month to May 26 instead of May 22 as 
previously announced. 





Grain elevators at Kansas City, Kansas, 
the center of the nation’s grain industry. 


DURFEE-ALSTON BETROTHAL 

Miss Jane Alden Durfee of Bronx- 
ville, N. Y., has become engaged to 
Philip G. Alston, also of Bronxville, who 
is with the compensation and _ liability 
department of the Eagle-Globe-Royal 
Indemnity Cos. Miss Durfee, a 1947 
debutante, attended Endicott Junior Col- 
lege, Beverly, Mass. Mr. Alston, World 
War II Army veteran with Pacific serv- 
ice to his credit, graduated from Nichols 
College, Dudley, Mass. 





CLAIMS MEN CLOSE SEASON 

The Automobile Claims Association of 
New York held its final luncheon meet- 
ing of the season May 10. Meetings will 
be resumed in the fall. 


Quarter Century Group of 
Nat’! Surety Holds Dinner 


The annual dinner of the Quarter Cen- 
tury Group of National Surety Corp. 
was held Wednesday evening, May 3, 
at the Downtown Athletic Club, New 
York. Ellis H. Carson, president of 
the company, presided at the gathering 
which honored 104 members of the 
Quarter Century Group. 

A diamond pin and a $100 U. S. Sav- 
ings Bond was presented to each mem- 
ber of the group. The accumulated 
total years of service represented 
amounted to 2,983 years, with individual 
service records ranging from 25 to 42 


years. 


First in wheat, first in flour milling—agricultural 


development has long been the chief economic interest 





Kansas 











FIDELITY 


Aviation Insurance 


of flat, fertile Kansas. And underneath the surface 

of the sun-baked prairie, lies a wealth of “black gold” 
and the largest salt mines in the world. It is close 

to the top in cattle, too, with Kansas City 

second only to Chicago in slaughtering and meat- 


packing. Giving security to the outstanding developments 


of the Sun Flower State whose resources contribute 


so much to our American standard of living, we 


are continuously “Serving the Leaders.” 


UNITED STATES GUARANTEE COMPANY 


NEW YORK CITY 
SURETY 


CASUALTY 
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American Health Has 
New Hospital Policies 


FAMILY AND FRANCHISE GROUPS 


“Budget” Premium Payments Featured; 
Polio at No Extra Cost; No Exclu- 
sion or Reduction Clauses 


The American Health Insurance. Corp. 
of Baltimore is now featuring a new 
hospital policy series which provides 
retail, franchise and organizational con- 
tracts at reasonable cost. The new series 
has already met with a favorable pro- 
ducer reaction at educational meetings 
held during the past several weeks in 
New Jersey, Pennsylvania, Maryland, 
Ohio, West Virginia and Virginia. One 
of best attended of such gatherings was 
arranged by E. D. Lister of Newark, 
state manager for the company in New 
Jersey. The agents and brokers attend- 
ing had an opportunity to meet and 
hear William Washburn, executive vice 
president, and Howard B. Morris, vice 
president of the company, both of whom 
discussed the new policies. 

New Features of Family Plan 

Emphasis was put on the retail or 
family plan of health coverage which 
incorporates several entirely new fea- 
tures. Sold on a “budget” premium 
basis, the entire family including father, 
mother and all children between three 
months and 18 years who are not mar- 
ried, are covered for one low flat pre- 
rium rate. For a family with four chil- 
dren the plan recommended by the com- 
pany in most arcas provides for broad 
surgical benefits and physician’s fees 
and for hospital expense on a daily 
room and board basis at the approx- 
imate cost of 25 cents per member 
weekly, with the premium payable 
monthly if desired. 

Under this p!an the head of the fam- 
ily may also receive under a_ supple- 
rental agreement, loss of time benefits 
cn ether an occupational or a_non- 
cceipational basis. The rate for this 
additional protection, it is explained, is 
lower than wou'd be needed for an in- 
dividuat A. & H. policy. 

Among cther  fcatures 
Health will yay spec'a’ liberal 
ance, at no extra cost, for polio cases 
resulting in residual paralysis — $1,009 
extra after three months up to $5,000 
after two years. The policies conta‘n 
no exc'usion nor reduction c'auses, the 
attitude of the company being that the 
coverages are defined with sufficient 
accuracy so that such c'auses can be 
dispensed with. Hospital care exnense 
benefits are ~rov'ded for a total of 125 
davs for each disability 

Furthermore, in addition tc a_ full 
surgical schedu'e I'sting over 250 opera- 
tions, allowance is made in the new 
nolicies for the cost of physician’s fees 
during hospitalization when no opera- 
tion is performed. For such calls $3 
per day for 50 days is paid. 

The new franchise and organizational 
policies (for groups of five or more) 
now available are designed for the small 
or medium sized employer and associa- 
tion groups. Full-time field specialists 
are available to work with brokers and 
agents in programming such employer- 
sponsored health insurance plans. How- 
ever, no attempt is made to develop 
business in territories where prompt 
claim service cannot be given. New ter- 
ritory is opened up conservatively, chief 
consideration being a high quality of 
c'aim service. 


America’ 
allow- 


VIRTUE NAMED IN OKLAHOMA 

Richard Virtue, Commercial Casualty 
Insurance Co., Oklahoma City has been 
elected president of the Oklahoma Acci- 


dent and Health Association, with 
James Tate, Massachusetts Protective 
Association, Inc. as vice president. 


Harold Connor, North American Acci- 
dent Insurance Co., was named secre- 
tary-treasurer, 


LONERGAN EDUCATIONAL HEAD 


Successor to Danforth With Employers’ 


Group Will Be in Charge of Course 

at Rhode Island State College 

George E. Lonergan has been appoint- 
ed superintendent of the Employers’ 
Group education department at the home 
office in Boston. He succeeds Warner 
C. Danforth who will now devote his 
time wholly to teaching at Boston Uni- 
versity. 

Mr. Lonergan has been with the Em- 
ployers’ since 1934 when he started as a 
special agent in Albany, N. Y. From 
1935 to 1942 he was resident manager of 
the Employers’ Connecticut department. 
In addition to having some special duties 
at the home office, he has been acting 
manager of the Buffalo service office. 

Mr. Lonergan has been in the Employ- 
ers’ education department since 1944. 
First an instructor, he was later made 
educational assistant, which position he 
held until his new appointment. 

In addition to his educational work 
at the Employers’, Mr. Lonergan has 
taught insurance courses at Northeastern 
University, the Insurance Library Asso- 
ciation, and the Massachusetts Educa- 
tion Department Extension Courves. 
This summer he wil be in charge of a 
special insurance course for agents to be 
conducted by Rhode Island State Co!- 
lege in Kingston, R. I. Mr. Lonergan 
is widely known in insurance circles for 
revising “Insurance Surveys, Business 
and Personal,” a book published by 


Rough Notes Co. 





FARM BUREAU MUTUAL CUTS 

State Farm Mutual Automobile Insur- 
ance Co. announces automobile rate re- 
ductions in two states and the District 
of Columbia, in addition to reductions 
already announced. In North Dakota 
reductions are up to 15% on collision 
and 20% on bedily in‘ury and property 
damage; South Dakota, from 5% to 
8% on collision and 10% on comprehen- 
sive coverage; District of Columbia, 
4% to 10% on collision and 6% on com- 
prehensive. 
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burden forced upon each and every one 
of us, or to the lowering of quality of 
medical care given those who really are 
sick. When the time comes, as it will 
under compulsory health insurance, when 
the local governmental agent can say. 
to the doctor, “Look Doc, this guy’s 
important in this district. You’d better 
give him his X-rays and basal metab- 
olism test even if they aren’t necessary,” 
then we'll have arrived at socialized 
medicine, which means inferior medi- 
cine. Federal control of the purse is the 
essential first step towards complete 
control. 


Socialized Medicine in 
Other Countries . 


The situation in Britain under social- 
ized medicine is not quite as bad as has 
been pictured in certain more reaction- 
ary publications. However, the cost of 
the first year of operation was -double 
ihe original estimate. Doctors’ offices 
are crowded with long queues of pa- 
tients. Many physic‘ans are trying to 
see 50 or €0 patients in a morning, 
vhen much of their time is consumed in 
filling out Government forms. Granted, 
some people are getting cursory treat- 
ment who might have had. none before; 
many others are receiving a brand of 
medical care much inferior to what 
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would have been dispensed two years 
ago. 
Cost 

Most insurance actuaries who have 
studied the problem feel that the Goy- 
ernment’s estimate of $5,600,000,000 js 
much too low. In Germany and Britain 
it has been ‘found that, for every 
100 persons insured under _ socialistic 
schemes, one employe is needed to ad- 
minister the plan. This means _poten- 
tially an additional army of a million 
and one-half Federal employes in this 
country. This, together with the heavy 
unnecessary demands by certain seg- 
ments of the population for medication 
and services, leads to estimates that the 
cost to this country might eventually be 
over $10,000,000,000 annually. The worker 
who can afford the payroll tax (plus 
the increase in general income tax) 
necessary to cover such a sum could 
certainly afford to buy voluntary pro- 
tection. 

For example, let’s take the optimistic 
estimate of the Fair Dealers that their 
pian would cost only $5,600,000,000 a 
year. That would be $136 for each 
family in the country. That sum is 
a'most precisely double the cost of hos- 
pital and surgical coverage under cne 
cf the most popular vountary vais. 
Our opinion, of course, is that the Ad- 
min:stration’s estimatcs of cost are ul- 
realistic; that the cost will be nearer 
$10,000,000,000 a year. That means the 
average family, under the Government 
medicine program, wou'd be paying 
more than three times as much as the 
cost of a voluntary p/an. 

um 

To sum up then, why shou!d a healthy, 
progressive America import socialized 
medicine from a poor, sick Europe? 
Probably the answer lies in the com- 
bination of misguided humanitarianism 
and a desire for votes and power. 

American niedicine and its allies feel 
that voluntary plans sponsored by nor- 
profit groups and by private insurance 
carriers, together with plans initiated 
by state medical societies working with 
both profit and non-profit organizations, 
can do the job, and should be given 2 
fair chance to prove it. 

To Comrade Lenin is attributed the 
following: “Socialized Medicine Is the 
Keystone of the Arch of the Socialized 
State.” This, it seems to me, should gue 
the American people reason to think 
twice, and maybe a_ third time, be 
fore submitting to compulsory health 
insurance. 





COMPENSATION PAMPHLETS 

As a result of amendments to work 
men’s compensation laws in Colorado, 
New Mexico and Idaho, new editions 
and a supplement to law pamplilets [of 
each of these states have been prepared 
by the Association of Casualty & Surely 
Companies. 


COMPANY NAME CHANGED 

The name of the Mutual Imp!ement & 
Hardware Insurance Co. of (Owatonna 
Minn., has been officially changed " 
Federated Mutual Implement & Har 
ware Insurance Co. 
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rat their When you present a car owner with a Travelers Automobile policy, you are 
00,000 a 
or each r . : ; ; ‘ 
sum is virtually handing him the key to almost every city and town in this country and Canada. 
of hos- 
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the At- Travelers Automobile policyholders are never far from a friend — a friend with 
are ul- ; 
> nearer 
mans the the ability and resources to help get them out of trouble and on their way should an 
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paying , ; ; 
1 as the automobile accident occur. There is nothing more disheartening and unpleasant than an 
bealthy accident in a strange place — a town or city where your client is without help. 
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(Continued from Page 38) 


alty and surety business is one of them. 
Government infiltration and domination 
is another. The establishment and main- 
tenance of rates that are both fair to 
the buyer and adequate for sound un- 
derwriting is a third. Coupled with this 
is the payment of just claims and proper 
service to insureds. Still another col- 
lateral is the price we can safely and 
reasonably pay for the acquisition of 
business. 

“These are but a few of the matters 
which call for our attention. You are 
at least as conscious of them as I. That 
you will consider them intelligently, and 
strive to solve them soundly, I do not 
have the faintest doubt; to the end that 
our business shall continue to operate 
under the principles of free enterprise 
and enjoy the abundant prosperity the 
future holds.” 


General Manager Dorsett’s Report 


In delivering his report General Man- 
ager Dorsett stressed the need for ac- 
quainting the public as well as those 
who regulate the business with the 
record of the casualty-surety companies 
“so that the whole truth might be known 
and understood at all times.” He pointed 
out that the association’s member com- 
panies have demonstrated their integ- 
rity in keeping the public welfare up- 
permost. He declared that new cover- 
ages and comprehensive policies have 
extended protection to cover all insur- 
able risks, and he emphasized that these 
benefits had been achieved without par- 
ticipating in the general economic in- 
flation. 

Attributing to sound management the 
abilitv of the member companies to face 
the future healthier than ever before 
without passing every additional eco- 
nomic burden on to the consumer and 
without withdrawing behind a Chinese 
wall of economic retrenchment, Mr. 
Dorsett warned that, nevertheless, the 
insurance business must meet the prob- 
lems of much broader state regulation 
as well as the ever-present threat of 
Federal regulation. 

“Free competitive enterprise is fight- 
ine for its life.’ Mr. Dorsett emphasized. 
“The handwriting on the wall becomes 
more legible every day. You see it 
snelled out in unmistakable letters in 
Massachusetts, and in North Dakota and 
Ohio it is too plain to be avoided. When 
it may be written in Federal fiat across 
the continent, none may foretell. That 
we have reached a point where we dare 
not fail to fisht with every weapon at 
our disposal, I am sure none will deny.” 


The Massachusetts Situation 


Mr. Dorsett then brought out that 
the present situation in Massachusetts 
was largely the result of one individual’s 
efforts. He succeeded in obtaining more 
than 34,000 signatures to his initiative 
petition (for a flat automobile liability 
rate) “because a great many people 
misunderstood what they were signing.” 
Mr. Dorsett did not accuse the author 
of the petition of doing anything illegal 
or even improper, in his lights; he ad- 
hered to the law of his Commonwealth, 
he said. But he added: “The signers 
simply did not understand that in put- 
ting their names upon the petition they 
stood to lose far more than the few 
dollars they might save on their auto- 
mobile personal injury insurance. Could 
there be a more classical example of 
how and why we are losing ground? 

“T have said that our basic public relations, 
our integrity as a sound business that keeps the 
public welfare uppermost, are good; I’ll defend 
that statement anywhere. I cannot say to you. 
however, that our relations with the public will 
be improved until we begin to use aggressively 
the tools through which the public can be 
brought to understand where their best inter- 
ests lie. I cannot say to you that we will not 
have to spend very large sums of money to 
defeat socialistic and monopolistic proposals 
from state to state, until we have adequately 
and accurately informed the public. Of this 
[ am _ confident—education to prevent these 
crises will prove far less costly than campaigns 
to defeat them after they have arisen. 

“I do not Suggest or expect any action on 
these matters at this annual meeting. They are 


not new to you, but I fear that they are more 
serious today than ever before, and become 
increasingly so from year to year. I could not 
in good conscience fail to mention them at this 
meeting. I hope that in the early future you 
will again consider them, and give us your in- 
structions as to how you wish them handled.” 
Ray Murphy’s Report 

General Counsel Murphy in his report 
said that bills passed in almost all of 
the legislatures this year provide for 
increased benefits under workmen’s 
compensation laws. He pointed out that 
considerable interest had also been 
manifested in non-occupational disability 
legislation; furthermore, a number of 
bills are pending in the Congress deal- 
ing with bonding of Federal officials and 
employes. His report further directed 


Bituminous Casualty Opens 


New Home Office Building 


The Bituminous Casualty Corp. an- 
nounces the opening of its new home 
office building, located at 18th Street 
and 4th Avenue, Rock Island, Ill. It is 
a three-story building with 53,000 square 
feet of floor space, which will provide 
an additional 9,800 square feet of space 
for the corporation’s use. 

The new building was designed by 
William Stuhr, architect of Rock Is- 
land, and was erected by the Tunnicliff 





attention to the continuing demand in 
some states for monopolistic state funds 
of various types. 


Construction Co. of Davenport. 

The company’s central brancl office 
which serves eastern Iowa and westera 
Illinois, has moved to the space vacated 
by the Bituminous home office in the 
Cleveland Building, Rock Island, 


MANUFACTURERS PROMOTES 5 


The Manufacturers Casualiy and 
Manufacturers Fire Insurance (os, ap. 
nounce five staff promotions as follows: 
Paul R. Brislen, John S. Kennedy, Jo. 
seph H. McDermott and Henry H, Po}. 
lock were elected assistant secretaries 
and Fred P. Francis was elected 
assistant treasurer. All five of the new 
officers have been serving as depart. 
ment superintendents. 








Merchants Credit 
Bureaus’ Records 





Architects’ and 
Engineers’ Drawings 









Law Office and Title Companies’ 
Deeds, Abstracts and Mortgages 








This Mac protects your financial resources 








AR more valuable than cash or in- 

ventory for most companies... are 
key documents and papers... the loss 
or destruction of which would hinder 
proper functioning. 
THIS MAN—your U.S.F.&G. Agent 
—can tell you about our Valuable- 
Papers Insurance which pays the actual 


cost of reproducing or replacing lost, 


destroyed or damaged records. 


when valuable papers are lost 


There is a U.S.F.&G. Agent in your 
community—he is as close as your 
telephone—who will be glad to discuss 
promptly, informally and in confidence 
the steps you should take to solve your 
valuable-paper problems without obli- 
gating you in any way. Call him today! 










For claim service in emergency, call Western Union 
by number and ask for Operator 25 who has the 
name and address of the nearest U.S.F.& G. Agent. 








United States Fidelity & Guaranty Company, Baltimore 3, Md. oa 





Fidelity & Guaranty Insurance Corporation, Baltimore 3, d. 











Fidelity Insurance Company of Canada, Toronto 3 


CONSULT YOUR INSURANCE AGENT OR BROKER 
AS YOU WOULD YOUR DOCTOR OR LAWYER 
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Chicago Insurance Day 


(Continued from Page 32) 


and accident manager for Travelers in 
Chic so. He summed it up that there 
is a basic and increasing need for this 
coverage, that it is profitable directly 
and ndirectly to the producer, that it 
a tonic and morale builder. 

Accident insurance protects income, he 
aid, and “when income goes, religion 
voes, and so does love, and health and 
hone ty. Just as long as there must be 
men it work, just so long will there be 
aneel for accident insurance. Nor is it 
true ‘at the hazards to income are de- 
Working. hours were never so 
and business time never 
counted for so much—never has the ac- 
cident nae been so valuable.” 

A tremendous factor working for the 
prodt ‘er is the strong persistency of 
this business, many policies being 25 to 
30 years old. Accident tones up the pro- 
ducer, for he meets new people, gets 
new prospects and new ideas, Mr. 
Groves emphasized. 


creasing. 
valuable 


Kuffel on Business Interruption 


W. F. Kuffel, president of the Kuffel, 
Eggert & Co. agency, took the mystery 
out of business interruption insurance. 
He emphasized that the form is simple 
and clear, and it is primarily the form 
for merchants who know and_ under- 
stand their business. Behind the sales 
approach in this line, he said, is an 
of talent to aid in unusual and 


army 
exceptional cases. Mr. Kuffel urged 
making periodic reviews to keep the 


coverage in line with needs. 

He indicated that there are not many 
adjustment problems in this line, for all 
competent claim adjusters will report 
they have less difficulty in adjusting 
business interruption losses than di- 
rect property damage claims. The big 
problem, he said, is to have the mer- 
chant understand the language used by 
the insurance man; this can be handled 
by using the merchant’ s language. 


Hodson on Money Coverages 


Robert D. Hodson, assistant U. S. 
manager of the Zurich, featured “Money 
Coverage for the Merchants,” giving 
illustrations to show that the problem of 
money coverage is not restricted to 
large risks. It is even more important, 
he said, in the case of the average mer- 
chant operating on a smaller capital. 

The speaker urged that producers give 
more thought to selling broad money 
coverage to typical neighborhood risks 
such as grocery stores, meat markets, 
fruit and vegetable stores, delicatessens, 
bakeries, drug stores, dry cleaners and 
hand laundries. He continued: 

“In planning your neighborhood cam- 
paign remember that you are selling 
protection rather than price. You are in 
much the same position as the men who 
pioneered in the sale of the cash regis- 
ter. This innovation was somewhat more 
expensive than the old fashioned till. 
To sell it the salesman had to stress the 
fact that it would pay off in efficiency 
and protection. The success of the cash 
register man points to the possibilities 
in your own field—possibilities of better 
business for you and greater satisfaction 
for vour clients, 

The comprehensive dishonesty, disap- 
pearance and destruction policy, famil- 
larly known as the “3-D” policy, offers 


you this opportunity. It provides you 
with a different sales approach because 
itis a package type policy in which 
vou can include all necessary money 
loss coverages, True, like the cash re- 
Rister, it costs a little more, but it of- 
‘ts more complete protection than un- 
"et a similar program of money cov- 
rage rough limited form burglary, 
Fobber and dishonesty policies, with 
wir endorsements added to ap- 
i. e the coverage provided by the 
Jolicy, 
Bers slodson also pointed out that the 


) policy, without additional pre- 
bse “'S0 covers: (1) loss of merchan- 
€ and other property due to robbery, 





safe burglary and dishonesty of em- 
ployes, and (2) damage to merchandise 
and other property due to robbery and 
safe burglary. 
N. A. Ulseth’s Talk 

N. A. Ulseth, secretary of Bronson, 
Dennehy, Ulseth Agency, described pro- 
visions of fire coverages which pro- 
ducers should know more about. One is 
the unearned premium endorsement, 
which he said, if explained will appeal 
to 99 out of 100 insurance buyers. The 
vandalism and malicious mischief en- 
dorsement is available at a nearly negli- 
gible rate on the average mercantile or 
manufacturing risk. Depreciation insur- 
ance is another item, sometimes known 


as “replacement insurance,” which is 
designed to make available to property 
owners what it would cost completely 
to restore the building at time of loss. 
He said further: 

“The difficulty in placing some large 
lines during the post-war years has de- 
veloped a new idea in connection with 
the contribution clause,” he commented. 
“Some manufacturers operating large 
plants are content to accept policies to- 
taling something less than the amount 
of insurance necessary to avoid unfa- 
vorable application of the contribution 
clause. They are confident that anything 
approaching a total loss is not likely 
to occur. 


“In connection with partial losses they 
are willing to stand part of the loss 
with the idea that whatever part of a 
loss they stand becomes a deductible 
item in the computation of the income 
tax. If no loss occurs, important pre- 
mium savings are effected by the re- 
duced amount of insurance and such 
savings are in turn available for im- 
provement in fire protection or eliminat- 
ing common hazards known to exist to 
improve the property from an under- 
writing standpoint.” 

A final speaker 
of the Wilson-Wilson 
ford, Ill., whose subject was 
Get Out.’ 


was Corlett Wilson 
Agency, Rock- 
“Get In or 








Disaster Strikes- 


Photograph courtesy of Kindel Furniture Co. 


Reinsurance Lessens the Shock. Making fine furniture in sufficient quantity to 


meet the growing demands of the American market has turned the cabinet makers 


workshop into an intricate assembly line. And the cost of accidents and 


resulting production breakdowns has materially increased where reinsurance 


contracts have not been properly drawn. 


Our experience and facilities can be useful to you in providing adequate’ 


reinsurance coverage for your clients in every field of industry. 


Ei XxXCE. ss INSURANCE COMPANY OF 


99 JOHN STREET, NEW YORK 7, N.Y. e 


CASUALTY, FIRE, 


FIDELITY AND 


SURETY 


AMERICA 


6 EAST lith STREET, KANSAS CITY 6, MO. 


REINSURANCE 








these matters at this annual meeting. They are 
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Some talking dogs are so snooty, they 
won't talk to anyone. 

x * * 

One of our favorite contributors, who 
prefers to remain anonymous (PLaza 
3 - 2032) tells us that in Chinatown, New 
York, the words “how bu-how?” mean 
“how do you do?” When thus ad- 
dressed, the recipient of this greeting 
replies in the proper Chinese manner, 
“Bu-how,” meaning “No good”; or, as 
our clever contributor points out, as 
Americans would say, “Fine, thanks.” 

* * * 

One of our girl friends, Dot Dope, 
recently said: “How is it that fellows 
who play pool won’t take me swim- 
ming ?” 

* ¢ * 

Or, as the song writers might say: 
“Sing a song of contract, a partner full 
of rye.” 

naY- és 

Street Seen: (What’s What Among 
Who’s Who in and Around William 
Street, New York.) Not having met him 
for at least two years, we were right 
pleased to see, at 3:10 p.m. on two suc- 
cessive days at John and Nassau, our 
old friend, Harry (Krueger & David- 
son, General Agents, Northwestern Mu- 
tual Life) Krueger. He was on his way 
to distribute some of his knowledge to 
his Insurance Society class, the lucky 
guys. Harry is a top-flight life insur- 
ance man, a CLU to boot, and a real 
personality. 

Another stranger hereabouts was R. 
E. “Lefty” (General Agent, Provident 
Mutual Life in Rutland, Vt.) Holway, 
on his way to his company’s Greenbrier 
convention. “Lefty” doesn’t mind New 
York, just as long as he doesn’t have 
to stay here more than a few hours. 
Another foreigner “in our mist” was 
Kermit F. (Westfield, N. J., agent of 
Provident Mutual) Dow, who was a 
Guest Jester of this space a few weeks 
ago. Kerm gave us two slogans which 
we like muchly: 

“Tt’s nice of the fellow who claims to 
be a self-made man, to take the blame.” 
A word of advice to a young man: 
“Don’t be a pebble in her life—be a 
little boulder.” 

* 





* * 


Our “furthest-away reader,” E. J. 
(Life Manager, P. L. Hunt, Ltd., of 
Wellington, New Zealand) Rishworth 


writes in ordering a copy of Prentice- 
Hall’s  soon-to-be-published “How to 
Multiply Your Life Insurance Sales.” 





WRITES SISTER KENNY POLICY 





Reserve Insurance Co. Introduces Non- 
Profit Polio Plan, With Part of 
Premium Going to Foundation 
A Sister Kenny polio insurance plan 
with policies written by Reserve Insur- 
ance Co. of Chicago was announced by 
the Sister Kenny Foundation. The fee 
payable to Reserve will cover only its 
paper-work, according to Rodney H. 
3randon, head of the Illinois foundation. 
All costs up to $5,000 for three years, 
including medical, hospital, nursing, 
ambulance, iron lung, transportation, 
transfusicn, drug, brace and crutch ex- 

pense are to be covered. 

This is a non-profit plan, with a pre- 
mium of $5 per policy, of which $1.25 
is to go to the Sister Kenny Founda- 
tion as a contribution toward a fund 
to care for polio sufferers who have 
not been financialy able to buy a policy. 
The $5 policy covers an entire family. 





AETNA WRITES TURNPIKE BOND 

A performance bond for $3,400,000 was 
recently arranged by the Aetna Casu- 
alty & Surety Co. for the Savin Con- 
struction Corp. of East Hartford, Conn., 
covering the construction of a section 
of the New Jersey turnpike between 
Woodbury Heights and Hartford, N. J. 


He states (pardon these blushes) that, 
in his opinion, (plug) our two books 
“How to Sell Life Insurance” and “The 
Successful Practice of Insurance” would 
justify an insurance man’s spending one 
year in studying these tomes and put- 
ting the ideas to practical use (unplug). 

Thanks, lad, and whereas “them kind 
woids” are greatly appreciated, we got 
a bigger kick out of your threat to 
shortly send us some samples of New 


Zealand humor. Go to it. 
* * * 
Ike (Asst. Chief Ordinary Under- 


writer, Prudential in Newark) Jennings 
sends us this quote: “There was the 
mother flea who was crying because her 
son was going to the dogs.” 
oe eo 
Our friend and recent “Guest Jester” 
Charles C. (London Life of Canada) 
Johnson says “It might be well to re- 
mind your readers that the worst place 
to live is a little beyond one’s income.” 
*e -o-'e 
Someone recently sent us (speak up, 
chum, you didn’t sign your name) a 
quote from a theatre marquee in Iron- 
ton, Ohio, which read: “She Wore a 
Yellow Ribbon—Also Selected Shorts.” 
a 


Didja ever think that some fellows 
sing in the bathub because the door 


won't lock? 
—MERVIN L. LANE. 











The 3-D Policy 


COMPANY - 





May we send this 
3-D Sales Kit? 


2 / ofie hI J 
Simplified: 
Finest of the Crime Policies, American Casualty’s 3-D now 
comes to you in a modernized version that will give you a new 
enthusiasm for this Comprehensive contract. The clean-cut, 
orderly new policy is a cinch to understand. New survey and 
proposal forms are real time-savers. The sales manual suggests 
ways to develop business. And the new short form rate chart 
(set up by states) enables you to rate 95% of all 3-D risks! A 
request on your letterhead will bring American Casualty’s 
Streamlined 3-D Sales Kit promptly. 


MERIGRIN Casuarry 


READING, PENNSYLVANIA 





Harold McKay Talk 


(Continued from Page 40) 


writings to so-called physical damage 
lines (fire, theft and collision) and never 
have ventured into the third party 
liability field. Some of the casualty com- 
panies have concentrated upon third 
party coverage and stayed out of the 
fire field. It will not be an easy job to 
quickly adjust themselves to these new 
conditions. Claim organizations of fire 
companies might have difficulty setting 
up proper reserves on liability claims 
which sometimes take years to liqui- 
date. The third party liability adjuster, 
on the other hand, will be forced to 
settle the physical-damage claim quickly 
because he is dealing with the policy- 
holder and not a stranger. 

“These are only a few of the imme- 
diate problems and no doubt there are 
many others which could be explained 
by actuaries and underwriters, but these 
simple illustrations will indicate that the 
approach to multiple line underwriting 
must be considered carefuly from all 
angles. In order to satisfy the agents 
and state authorities, the policy forms 
themselves must be simple and concise 
—not ambiguous and cumbersome. 

“In approaching the problem of a 
composite rate for package policies, 
careful judgment must be exercised by 
underwriters in order to safeguard the 
financial structure of their companies. 
I assume certain changes must be neces- 
sary in accounting and statistical prac- 
tices, and we will need the ideas and 
guidance of the state authorities in solv- 











-mobile & Casualty of Los Angeles. ™* 


—_—_—_— 


ing this problem. No doubt ye will 
need legislative action in many localities 
to enable us to approach the yoal of 
multiple line underwriting. 


Producer Must Change Thinking 


“In all our deliberations we myy 
closely examine the producer and keep 
his problem uppermost in our minds, He 
must change his thinking an; keep 
abreast of the times in order to protec 
his business. No longer can he solic 
merely one form of insurance. The fir 
agent must be well versed in the varioys 
casualty and marine needs of his clin, 
and vice versa. He must constantly 
analyse his client’s requirements anj 
closely examine the business already op 
his books. If he has written only 4 
single line, there is great danger of hig 
competitor sweeping his contract int 
a so-called package policy. For his owy 
protection he will be forced to solic 
clients for all types of additional jn. 
surance. In brief, he must become a req| 
insurance advisor and a careful under. 
writer. 

“In the commercial field, careful syr. 
veys may be_ necessary in order ty 
definitely establish that the insurance 
coverage is written to proper values in 
all lines. If the producer is successfy| 
and conscientious in performing his 
duties, he will ward off competition of 
all kinds and establish himself on firm 
ground, It may call for additional study 
and some of the agents will find it 
bit difficult to ‘go back to school) but 
if he is to protect his business- and 
give his client the proper advice, he 
must be well versed in all casualty, fire 
and marine lines. This presents a real 
challenge to our producing forces, but 
we have utmost confidence that they 
can meet it. 

“No discussion of the multiple line idea 
would be complete without at least men- 
tioning the commission difficulties, In 
years past the commissions on fire in- 
surance have been controlled by one 
group—the commissions on marine, by 
a second and commissions on casualty 
insurance by a third group. If the idea 
of a composite rate is to prevail, then 
certainly our commissions must be uni- 
form. This phase of the business will 
in itself call for considerable study and 
conferences with all interested parties in 
order to have a complete meeting of 
the minds.” 





W. K. Lloyd Talk 


(Continued from Page 40) 


desirability of a risk, for only by s 
doing can the position of those entitled 
to protection at proper rates be pre 
served from prejudice by unworthy 
insureds. 

“In short, since the philosophy of the 
industry is largely reflected and given 
life through its handling of _ claims 
thereby presenting a portrait of insur 
ance in action, production should know 
what claim is doing and claim should 
make it its business to see that this 
is so.” 





SCHEDULES BOSTON MEETING 

The Standard of Detroit Insuranct 
Group sponsored a_ regional confer: 
ence for field representatives, under 
writers, and claim representatives in the 
New England branch territory at Bos- 
ton, May 2-4. The meeting was col 
ducted by Donald Yocum, manager 
the fire and marine production depart 
ment, and Roger Quail, manager of the 
fidelity bond department. 














AL G. SMITH IN NEW POST 

Al G. Smith, former Texas inanagtt 
at Dallas for the Centrai Surety 
Kansas City, has been appointed super 
intendent of the bonding depariment ™ 
the Dallas office of the National Ault 


Smith has been with the Central Surtt! 
14 years. 
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Every Employers contract is 
specially built for its user 
after the most careful analy- 
sis. So it operates comfortably 


through years and into de- 
cades — which is the test good 
contracts must meet. 


NEW YORK 


J. B. ROBERTSON, President 


KANSAS CITY 
CHICAGO SAN FRANCISCO 


LOS ANGELES 























[REINSURANCE makes a basic contribution 
(o the strength of the Insurance Industry 


GENERAL REINSURANCE 
CORPORATION 
Casualty + Fidelity 

Surety 





GENERAL REINSURANCE GROUP 


Largest American multiple line market 
dealing exclusively in Reinsurance 


NORTH STAR REINSURANCE 
CORPORATION 
Fire + Inland Marine 
Ocean Marine 





90 JOHN ST.,-NEW YORK 7 
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